





For More Than 20 Years WARP BROTHERS 


Have Been Making 


BETTER WINDOW MATERIALS 


Look for the Name WARP’s 
Printed on Every Yar 
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WARP BROTHERS ARE ALWAYS RUNNING TESTS 
ON THEIR FARM TO GIVE YOU THE BEST WINDOW 
MATERIALS THAT YOUR MONEY CAN BUY 





Warp’s Window Materials outlast others. A green- Warp’s Window Materials hold in heat and keep 
out cold better than glass. Tests proved that Warp’s 
Window Material tacked over doors and w 


. 5 - atm ey 
Warp’s Window Materials bring greater profits to Pigs are healthier and grow faster under Warp’s 
poultry raisers. Under Warp’s Window Material Window Materials. Pigs farrowed in January, raised house 1s a severe test for window materials. The 
chicks grew twice as fast as those under glass—with in this hoghouse with Wyr-O-Glass Windows 1n place constant dampness and condensation inside, in con- 
same feed and care. Hens started laying earlier of glass, weighed 110 Ibs. in 100 days, on inexpen- trast to extreme heat and cold outside, makes this saved 38 
were healthier, grew bigger and laid more eggs sive feed. They were never outside an ideal method of proving comparative durability § more comfortable, freer from drafts 


in fuel on this house. It was warmer 


UNDER Worrs IM 


eos IT PAYS TO HANDLE WARP’S COMPLETE LINE 6 ge fel’ 
0 " 


Every one of Warp’s Window Materials 1s the leader © Users know that Warp’s Window Materials outlast 
To Dealers in its class. Backed by over 20 years of experience, others and give better results. If your jobber can’t ; 
on all of and produced almost entirely under exclusive patents supply your demand, please be patient, because 
WARP’S PRODUCTS (granted or pending). Nothing can take the place of users prefer a Window Material with the name 
YEARS of product-proving in actual use, and con- ‘‘Warp’s” printed along the edge of every yard. 
(Prices Shown are Retail) | stant research and experimenting. Only Warp’s Win- | When you furnish them with what they want, you 
SUBIECT TO CHANGE dow Materials offer the user so much for his money. have more satisfied cusiomers and greater profits.  gasu mavcm-sase PEED-SAME cant 









The demand for Wooster 
Foss-Set NYLON BRUSHES 
continues to exceed the 
supply of basic materials 
As this situation improves 
more Wooster NYLONS will 


become available 


FOSS-SET 
NWARSES 
THE WOOSTER BRUSH COw?® WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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A SMASH HIT? 








— BUT HOW WILL 
MR. SMITH OPEN 
HIS NIGHT-LATCHED 
FRONT DOOR AFTER 
BREAKING AN ARM 


IN THE AISLE? 














WATCH FOR “OPENING NIGHT”. 
THE ANSWER IS A “BRAND NEW 


PRODUCTION” YOU’LL BE SEEING SOON. 


~YALE- 








THE YALE & TOWNE MANUFACTURING COMPANY + STAMFORD, CONNECTICUT ~ U.S.A. 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as se 


March 3, 1879 ( Printed in U. 8. A.) $1.90 per year. Single copies, 25¢ each. Vol. 158, 











cond-class matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
No. 7. 












INSIST ON 


NDER one continuous management—progressive research and development 
-strict standards of quality are carefully maintained in the manufacture 
of Wickwire Brothers products. 


Nearly three-quarters of a century of painstaking thoroughness, from the control 
of the exact composition of the raw stock to the inspection of the finished product, 
explains why Cortland brand products are of uniform high quality. 














WIRE SCREENING \ \ 


A home deserves the best screening 
money can buy. And you'll find that 
screen in Cortland brand. This rich 
looking, even mesh screen has a tough, 
extremely durable finish that will stand 
up in all kinds of weather. 


Sand, BRAND PRODUCTS 
YOUR ASSURANCE OF SATISFACTION 





For animal pen or poultry—whatever 
your netting problem, you may rest 
assured that there’s a Cortland brand to 
meet your requirements. With Cortland 
you will be sure of longer wear and greater 
satisfaction. 











On basement, garage, poultry house— 
wherever there’s danger of window 
breakage, Cortland Hardware Cloth is 
ideally suited to give the desired protec- 
tion. You may buy and sell with com- 
plete confidence whenever you see the 
famous Cortland label. 


Wire screening, netting and hardware cloth will soon 
be available in all standard finishes, meshes and widths. 


WICKWIRE BROTHERS, INC., CORTLAND, N. Y. 
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@ Small in size, tremendous in value — the leader in 
its class! That’s the story behind the widely popular 
Master 105 padlock. And no wonder! For concen- 
trated in this mighty midget is the same superior case 
strength Master builds into its largest and finest pad- 
locks. Only 1%” across, the case is constructed of 
21 strong steel plates, layer-laid one on another and 





Protection 


solidly united under pressure of 100,000 Ibs. The 
strongest case construction known! But that’s not all: 
heavy, solid brass locking lever — cadmium rust- 
proofed inside and out — modern, warded locking 
mechanism — special alloy steel shackle — embossed 
steel keys — 105 different key changes! Individually 
packaged, 6 padiocks in a colorful display carton. 
Ask your jobber! 


Master Padlocks 


ERY ONE AN OUTSTANDING VALUE 





Master Jock Company. Milwaukee. Wis. «© Worlds Leading Padlock Wanufacturers 
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113 items. A smaller set contains 
60 items. Write for Bulletin 4624, 
giving details of these sets. 
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in the clean, convenient 


NEW PUFFER PACK 


Hardware stores all over the country have found Lub- 
a-Spray an unusually fast, profitable seller. It’s a 
natural for householder, car owner and sportsman 
alike, because Lub-a-Spray is the most effective and 
easiest method of graphitoid lubrication. Just squeeze 
the handy puffer pack and the job is done. An easily 
controlled graphitoid spray penetrates instantly -- it’s 
air - floated into hard-to-get-at places, assures long- 
lasting lubrication. That's why Lub-a-Spray has thou- 
sands of uses--and millions of users. Stock this fast- 
moving item now. Order Lub-a-Spray from your 


jobber today. 


through jobbers 
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MANUFACTURING CO. 
MILWAUKEE 1, WISCONSIN 


exclusive, ee aa oe | merchandise for hardware, 














DROP FORGED TURNBUCKLES 
IN ALL DIAMETERS AND LENGTH OF OPENING 










DROP 
FORGED 
AND MALLEABLE 
WIRE ROPE CLIPS 






GALVANIZED 
WIRE ROPE DROP FORGED 
Pp 
Pn camara THIMBLES CLOSED WIRE ROPE 
‘ SOCKETS 


Qaaadc 


OROP FORGED CHAIN OR ANCHOR SHACKLES — WITH ROUND OR: SCREW PIN 


Established 1871 


THE UPSON-WALTON COMPANY 


Wanupacturers of Wire Zope, Wire Rope Fittings, Jackle Blocks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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STEEL 





REPUBLIC 
STORRS 





TOP QUALITY —unvarying throughout 20,000 different sizes and 
the only quality in Republic UPSON Headed and Threaded Products. That’s why they go 
together easily, stand up in heavy service and meet exacting requirements every time. 





REPUBLIC STEEL CORPORATION 
BOLT AND NUT DIVISION + CLEVELAND 13, OHIO AND GADSDEN, ALA. 
Export Department: Chrysler Building, New York 17, N. Y. 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
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Abrasives by CAR 
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MISS 


Here’s the mystery 
thriller with a distinc- 
tive new twist for the 
hardware merchant. 


Also a climax that points the way 


to extra profits every month of 


the year! 

Consider yourself the victim. That's 
not hard, when you think that 
every day customers may be walk- 
ing into your store and buying 
less than they need. Less than they 
would readily buy if they were only 
reminded of the proper item at the 
proper point of purchase. 


Related selling by means of related 


HERE’S A BOOK WORTH 
GETTING—AND IT’S FREE 


“THE CASE OF MISSING PROFITS” 
dramatizes the need for a modern 
herdwore merchandising technique 
-then presents the solution with a 
new plan for greater retail profits. 
Don’t miss it! 








é of 





“THE CASE OF 
(; PROFITS” 





displays can end this 
“crime wave” that keeps 
extra dollars from flow- 
ing your way. 

A new book, “The Case of Miss- 
ing Profits” presents this modern 
merchandising solution developed 
by CARBORUNDUM. It’s com- 
plete with tidy, colorful displays that 
silently and effectively “suggest” 
at each counter the abrasives that 
tie in with other purchases. 


The customer buying hand tools 
needs one type of abrasive. The 
customer in your paint department 
needs another. The customer at 
your cutlery counter needs a still 


Name 








different type. And so on...each 
department provides its own abra- 
sives market and it’s been proved 
that you can sell more and sell fast- 
er with departmentalized displays. 


Read “The Case of Missing Profits” 
for the modern, store-wide mer- 
chandising plan it brings to you. 


And be sure you have the valu- 
able fund of buying information 
that’s contained in our 1946-47 
Hardware Catalog on Abrasives by 
CARBORUNDUM. It’s packed 
with full data on the world’s only 
complete line of abrasive products! 
The Carborundum Company, Niag- 
ara Falls, New York. 


a SS ee ee ee ae ae oe ee ee ee ee eee 


THE CARBORUNDUM COMPANY 
Merchandising Division, Niagara Falls N. Y. 


Please put me on your list to receive a copy of 
“THE CASE OF MISSING PROFITS.” 








Firm Name 





Address 





City and State 





CLIP AND PASTE ON PENNY POST CARD 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 


SEPTEMBER 26, 1946 








= 400 Interior set, pin tumbler cylinder 
#200 Latch set for use on passage doors in combination with door handle H61 400 lock set with E61 escutcheon. 


eunniiii ‘KWI KS ET’ LOC K 


A Gate-Way Product 


Scientific design in combination with all the advantages of superior workmanship and war-born 
techniques make the Kwikset unit lock the leader in its field. The Kwikset unit lock is a striking 
example of the best qualities available, in combination with beauty of design, simplicity of action 
and durability of the materials used. Pressure cast of ‘‘Kromalloy,’’ Kwikset locks are built to last, 
and the exclusive sub-surface plating process which seals the pores of the metal assures a definite 

anti-tafnish surface which is chromium plated. The simplicity of con- 

struction warrants trouble free operation and mechanical perfection. 


The locking lug is designed to engage a stationary dog in the ex- 





terior rosette. Only one moving part. Kwikset locks are designed for 


eT a ee a a use in every modern home. 


terior knob key way is operable by any 
















small screwdriver engaging slotted 


emergency release within knob 


The #300 ond #400 Kwikset 
lock features the convenient 
thumb turn control in center of 
interior knob. Door locks easily 
with o simple turn. Used on any 
door where locking arrange 
ment is desirable. All lock sets 
are mounted for display pur 
poses on attractive pastel lac 
quered blocks. 


#400 with H58 handle Exterior loek 
set. The H58 handle, pebble finish, 
dull chrome plated over solid brass 


0 
otk INDUSTRIES 


1107 E. 8th ST., LOS ANGELES 21, CALIFORNIA 





Handle fits over exterior rosette 
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AROUND BATH : 
SINKS AND TILE WOF 





information and samples. 


103-11 S.W. 3rd St. 


14 








PLAST-O—a pure white plaster crack filler in handy 
stick form for filling cracks, holes or breaks in plaster 
before painting or papering. 


PLAST-O-SEAL —the tidy housekeeper’s answer for 
those cracks in walls, around bath tubs, sinks and 
tile work. 


Self-Sellers—Quick Turnover 


Easily used—conveniently and attractively packaged—PLAST-O and PLAST-O-SEAL are 
proven f-a-s-t sellers. You can start on the way to new and extra profits with these two 
nationally distributed products. 


Exceptional Mark-up—Nationally Advertised 


PLAST-O, a 19¢ shelf seller, and PLAST-O-SEAL, a 35¢ shelf seller, have a generous 
mark-up and are nationally advertised. Both products are packed in 
cartons of one dozen or three dozen. Wire, call or write for complete 
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Tidy House Products Co. Y4ec 


Des Moines 9, lowa 
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All right, then — so our idea's far-fetched. We'll grant 
that even the most devoted WITT CAN owner would hardly 
gum up an evening by lugging his precious corrugated 
beauty to a night club. 


And yet .. . WITT CAN owners are almost ‘‘that way”’ 
about their prized WITT CANS. They value them highly— 
and quite naturally, when you consider that this finest 
Can possible to produce actually OUTWEARS A CAN OF 
THE ORDINARY KIND 3 TO 5 TIMES. 





dust run an eye over this list of 4-star features: Made of 
heavy-gauge, special analysis steel . . . Built in a rugged, 
punishment-taking one-piece body, with perfect-fitting 
one-piece lid . . . Wrapped in a super-thick ‘‘overcoat’’ of 
rust-resistant zinc by hand process ‘‘hot-dip’’ galvanizing 
. . . Stoutly armored with shock-absorbing steel bands. 


Because WITT CANS are the best made, they're best 
for you to sell. By building lasting customer satisfac- 
tion, they build your business. 
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Over Two Million LIQNEL Catalogs| 
in full color will be distributed beform 











1S EAST 26 STREET - NEW YORK 10, N.Y. 

































Jobbers: 4 Wire Orders for } 
THE $3004) PEDAL-CAR « 


for Big Christmas Profits 
Time Is Short! 


















for 

children 

one &F one-half 
to five 

a 

beautiful 
velocipede 






All-metal construction; 
three tone finish, red, blue, 
and cream. 


Our Capacity Doubled for the Final Rush! 











: New Factory Enables Us fo Fill 
Watch for Your Orders Promptly —So Far! 
Announcement of 


BUT—if the rush gets much greater, it will be a 
case of first come, first served. Be sure! Be 
Another Billy Boy 
Product in the 


FIRST! Jobbers: Wire your orders NOW! 
WE SELL ONLY TO JOBBERS! 
December Issue! 


OAKLAND ENGINEERING CO., INC. 
800 - 100th AVE., OAKLAND 3, CALIF. 
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THE GREATEST NAME IN LIGHTS 


@ Temporary shortages have never discour- 
aged ... nor production difficulties ever 
changed . . . Noma’s determination to retain 
leadership in style and design, Noma’s 
pledge to maintain unsurpassed quality in 
decorative lighting. 

Now and throughout the time of shortages 
...@s continuing evidence of Noma's faith in 
a brighter future, as proof of Noma’s never- 
ending interest in every Noma dealer... 
Noma products will be backed by stronger- 
than-ever national advertising. 

Noma styling, Noma design, Noma adver- 
tising . . . all these combine to make Noma 
“the Greatest Name in Christmas Lighting.” 


ELECTRIC CORPORATION 


55 WEST 13TH STREET - NEW YORK 11, NEW YORK 








LINE 


for your boxing department: “Promote Globe”! 


Profits soar on repeat business, and repeat business 
is built on customer satisfaction — customer satis- 
faction is built-in the Globe line, for all items are 
designed for the user. 


Behind the Globe name stands a reputation for 
quality — let that reputation make money for you. 


' GLOBE SPORTING GOODS MFG. CO. 
251 Causeway St., Boston 14, Mass. 
Empire State Bldg. Public Ledger Bldg. 
350 5th Ave. Independence Sq. 
N.Y. 1, N.Y. Philadelphia 6, Pa. 
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ROLLER SKATES (G-101) Take 


full range of shoe sizes from 7 to 12. Rust- 
proof finish. Supports doubly reinforced. 
Retail price $2.39 


ICE-ROLLER SKATES (6-155) 


Convert from roller to ice skate in a few 
minutes. Includes rubber wheels, run- 
ners, bolts, locknuts and screw-driver 
WE shoe snases Retail price $3.39 


ICE SKATES (G-200) Made in com- 
plete range of sizes for all beginners, kid- 
dies, juniors, and adults. All steel, light 
in weight, rustproof finish. Fully adjust- 
able. Kiddie-Junior size. Retail price 
Ts sae & oe adult size at $2.59 


KIDDIES SCOOTER (G-305) Bal- 
anced for safety with four rubber wheels. 
Unique steering mechanism. Silver gleam 
rustproof finish. Non slip rubber tread mat. 

Retail price $2.98 
West of Rockies $3.29 


Red Rascal Toys 


ICE-ROLLER SKATES 
Year ‘round convertible 
Roller Skate with rubber 


wheels, plus toughened 


steel runners 


TO PEP-UP YOUR PROFITS! 










ICE SKATES 


Double runners for begin- 


ners 2 to 7 years of age 





With the holiday buying season right here did you ever see a better 
looking profit line than RED RASCAL’S SKATES and SCOOTERS? 
For looks each one has plenty of eye appeal. For quality, each one has 
plenty of buy appeal. And for price, each one has sales and profit appeal. 
This RED RASCAL Line is a “sure sales bet’’gfor the big holiday 
season ahead. Roller skates, ice skates, and scooter have all been de- 


signed, developed, and proved to appeal to the parents of children 
from 2 to 7 years of age. Each one comes packed in an attractive three 
color carton . . . unbeatable for counter displays . . . outstanding in 
making extra sales. 

These are only the first in the big RED RASCAL Line that is on its 
way. For complete details and prompt shipment on all these items 


for this holiday season, write ,wire, or phone direct to 






GEORGE K. GARRETT CO., INC. 
1421 Chestnut Street - Philadelphia 2, Pa. 






or 






























This full page advertisement is scheduled 
for SPORTS AFIELD and OUTDOOR LIFE in 
September, and FIELD & STREAM, November. 
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Our Ads | 


can help decrease 


dealer's 
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USE Tas HANDY CouPon 


hunting accidents 


with 
ARGUS OBSERVATION SCOPES! 


One careful look through an Argus Scope can save a serious 
hunting accident. That distant movement in the brush can be 
caused by a fellow hunter. “Shoot fast,” advises the Argus headline, 
“but see first!” When you display and sell Argus Observation 
Scopes in your store you are helping to promote safety in the field. 
And because the Scope is light and compact, you are helping 
sportsmen to get more fun out of every trip with a 20-power pre- 


cision built instrument that packs “easy as a pistol”. 


If you need more Argus Scopes, wire your wholesaler or 


aa a! | ee be Argus, Inc., Ann Arbor, Michigan. Dealers report brisk fall sales. 
Me 
@ GUS OBSERVATION SCOPE 


Built by ARGUS, manufacturers of fine 
cameras and precision optical instruments 
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N OLD FRIEND 


Sure you know him. He’s the mechanically- 
minded citizen in your neighborhood — the fellow 
you turn to whenever your lawnmower is on the 
fritz, or your car won’t start. 


Recognize him? He lives up the street, and 
either rents or owns a house valued above $7000. 
He’s the fellow with the home workshop, the one 
who spends his spare time working on an active 
hobby, such as woodworking, metalworking, pho- 
tography, or model building. 


You know him, don’t you? He’s handy because 
he’s an artisan — makes over $3600 a year work- 
ing with his hands. He’s 32 years old, married, 
and has one son. 


Now you know him! He’s the typical MECHANIX 
ILLUSTRATED reader.* Typical of over 600,000 me- 
chanically-minded men who depend on MECHANIX 
ILLUSTRATED to keep them abreast of the latest 
developments in science, mechanics, and hobbies. 
Inquisitive by nature, always alert to new ideas, 
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they are an easily-sold market for all kinds of 
mechanical prodycts, hardware and household 
equipment . . . anything men buy. 


And when you sell this market, you sell the 
neighborhood, for these handymen spread the 
word about the products ‘they believe in. Tell 
them your story in the magazine they believe in 
. . . MECHANIX ILLUSTRATED. 


* Facts and figures on the MECHANIX ILLUSTRATED 
reader ore taken from the latest reader survey. \¢ Y 
L 


Copy on request. ¥ REET ED 


MECHANIX 
ILLUSTRATED 


Fawcett Publications, Inc. 
295 Madison Ave., New York 17, N. Y. 
World's largest publishers of monthly magazines. 
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THe shortage of BLAKE & LAMB has been more 


acute than of any other brand of steel traps. 





One reason has been that in times of scarcity, the 


ises the greatest service. 
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: consumer is likely to take first the item which prom- 
Another reason is that, in the scramble of distribu- 
! 


tion, many dealers carried several brands and 
learned that BLAKE & LAMB were usually the first 


to be selected by trappers. As a result, more and 





oe er: 
RATS. , 


more dealers, when they think of traps, now think 
first of BLAKE & LAMB. 


' 
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THE HAWKINS COMPANY 


America’s Oldest Trap Manufacturers 
SOUTH BRITAIN, CONNECTICUT 
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KEEP WARM ! 
Nd ae ] = 


A pliable, plastic 
weatherstripping, 
easily, quickly ap- 
plied to windows, 
doors, baseboards. 
Stops expensive 
heat leaks. 

Just press into 
place. Mortite does 
not shrink or 
crack. Keeps out 
dust and dirt. 
Roll covers about 
80 ft. enough for 
5 windows. 


$ 725 


Higher west of Rockies 
and Canada 





AT HARDWARE, PAINT, DEPT. 
STORES AND LUMBERYARDS 
Ask for Mortite Booklet! 

J. W. MORTELL CO. 





: 
; 


TIE IN WITH MORTITE AD- 
VERTISING. WRITE FOR 
CIRCULAR SHOWING FREE 
MATS & COUNTER DISPLAY 
AVAILABLE TO DEALERS 


IMMEDIATE 
DELIVERY! 


IT’S THE ANSWER TO THE COAL SHORTAGE! MORTITE, 

NOW IN ITS FOURTH SUCCESSFUL YEAR, IS ACCEPTED AS THE 

BEST WEATHERSTRIPPING AND THE EASIEST FOR HOME 
OWNERS TO APPLY THEMSELVES. 


iC Makita | BE SURE TO STOCK THIS BEST SELLER. BE READY FOR THE 


Sie HEAVY DEMAND! ORDER THROUGH YOUR JOBBER TODAY! 


*Saturday Evening Post, American Home, Popular Mechanics, House Beautiful, Better 
Homes & Gardens, Parents’ Magazine, Time, House & Garden, Popular Science, etc. 


J. W. MORTELL CO., 508 Burch Street KANKAKEE, ILLINOIS 
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FOR MORE “REEL” 
CASH DRAWER ACTION 


“Thompson” Reel 

is packed in a soft 

chamois bag, cased 

in an individual carton...a 
package worthy of the product 


There’sa market 
for “Something 
really fine 
Pg 
¢ in fly reels 
AND HERE IT IS... 


Ihe | 
FLY REEL 


The way to make more sales . . . speed up turn- 
over ... and add to your profits . . . is to offer 
new things while they're new! 
° 


That's where the THOMPSON Fly Reel comes into the 
picture. It's new! It's different! It's unique in design and 
superior in workmanship! It's the kind of a reel that will 
stop fishermen on the spot . . . and get fast action 
across the counter . . . YOUR counter if you're the 
store in your neighborhood to show the THOMPSON 
Reel first! e 


There is no finer reel made . . . in this country or any 
other. It's built like a fine watch . . . every working 
part precision-made to micrometer exactness. Your 
customers will take pride in ownership. You will take 
pride in selling. Send the coupon now for full 
information. 


THOMPSON REEL DIVISION 


Floyd T. Lovens, Inc. 
Bank of America Building 
San Jose 16, California 
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THERE’S GOOD 
PROFIT 
ON NYDAR 


and it’s Fair Traded 


The Nydar Shotgun Sight 
retails at $27.45 plus instal- 
lation cost. Any good gun- 
smith can mount Nydar. 
Full and detailed informa- 
tion on mounting sent with 
each dealer order. Effective 
Dealer newspaper advertis- 
ing mats also available on 
request. 

* 
Canodion Seles Representative 
CANORA SALES COMPANY, LTD. 
1641 Lincein Avenve, Montreal 


VL&A (Von Lengerke & Antoine) —‘‘Best 
fer Sport” — Chicago's Great Sporting 
Geeds Store stops a crowd with its dis- 
play of the NYDAR SHOTGUN SIGHT. 
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© Wherever it’s shown, the Nydar Shotgun Sight ‘‘steals the show.”’ Because it’s new 
and fascinating, and something every sportsman has been waiting for: a way to 
easily and quickly get greater accuracy in shooting. 


© The Nydar Shotgun Sight is the result of wartime developments in precision optics. 
It puts a “‘bullseye in the sky”’ . . projecting a dot and circle in space, indicating 
the exact center of impact of the shot charge. This permits quick, sure aiming, with 
both eyes open; and more accurate gauging of range and lead. No lining up of gun or 
sights is necessary. It gives the hunter more good, clean hits . . with less crippling of 
game and less wasting of shells. 


SEEING IS SELLING 
© Display a gun mounted with a Nydar Shotgun Sight. Then have your shotgun-own- 
ing customers take alook at the amazing “‘bullseye.”’ Very often, just onelook through 
the Nydar Shotgun Sight makes the sale. But do it now . . for this year’s hunting season. 









NATIONALLY 
ADVERTISED 





SWAIN NELSON CO. 
2326 Glenview Road 
Glenview, Illinois 
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America has come a long way 
since this handbill was nailed 
to the little Sandusky station 
just a century ago. 

Read about the “New Ar- 
rangement” of 1846. Then 
think of the America of today 
in which you live, and reflect on 
what this century has achieved 
in transportation, industry, 
and education— in the methods 
and manners of living—in the 
comfort, convenience, health 
and enjoyment of our people! 


No single person, company or 

industry can claim a fraction 

of the credit for this progress. 

Each can only say that he is 

proud to be a humble part of a 

nation so great and growing. 
es ae 


Steel wool, because it is em- © 


ployed in useful but unspec- 
tacular tasks, is regarded as 
the servant of us all. That is 
what it is. In the kitchen, the 
laboratory, the factory, the 
office, the hospital, the insti- 


tution—it makes easy a thou- 
sand difficult chores. From our 
own plant roll millions of miles 
of the sturdy strands that go 
into the Sun Ray Steel Wool 
Products used in every corner 
of the world. Steadily im- 
proved through the years—in- 
expensive, uniform, and effi- 
cient, Sun Ray Steel Wool is 
itself a product of the enter- 
prise that has made the nation 
great since the “New Arrange- 


ment” was advertised in 1846. 


Use every square inch of Sun Ray layer built 
pads. They’re designed for greatest convenience: 
use one surface, fold back the layer, and you've got 
a new fresh surface—again and again. 


It’s easy to pick the right grade of steel wool from 
Sun Ray’s unsurpassed line—from superfine to extra 
coarse. And in every grade Sun Ray makes only one 
quality: the highest. 


You’ve doubtless walked on many floors kept 
clean, beautiful and safe with the aid of the Sun 
Ray WOOLER, standard accessory of floor-ma- 
chines in many thousands of buildings. Exclusive 
radial strands work faster. 


Jex steel-fibre cleaning and scouring pads (an- 
other Sun Ray product) are known to millions as 
slick, speedy kitchen servants—so economical you 


can “use one a day, then throw away.” 


Sun Ray STEEL WOOL PRODUCTS 


THE 


WILLIAMS COMPANY -> 


LONDON, OHIO 
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Ses “14 SHAPES 
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¢1000 
SPECIAL DEAL 
ideal for the moderate 
volame store, 12 pieces 
including al] 14 styles ie 
a compact simple-te- 
stock, easy-te-sell cor 


Qrcledes complete bridge, ant. Includes either Bridge and stant Getall at 18c each 
@al, standard sets and two heli. ard sets or animal an@ standard 
Gay shapes (2 wnesea! melti-col- sets in enusua] malti-colered 6 


O08 6 sided dex. coded ben 
$1.58 Retail 9c Reta 


OTZLER 


48-21 SKILLMAN AVENUE. LONG ISLAND CITY 4, N. Y. 
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LM Sigeant of Color 


With an Irresistible Appeal 











COME IN 38 SIZE AND COLOR COMBINATIONS 





CAMFIELD Serving Trays are new, 


refreshingly smart—and come ina wide 









range of sizes, color combinations and 
prices. From rich Walnut, smart Leath- 
erette, and unique Cork, to the De Luxe 


Natural Leather models—Camfield 






variety and styling set a new high in 






customer-appeal! Priced to retail from 
$2.95 to $12.50. 






GRAND SLAM INTRODUCTORY ASSORTMENT OF 
16 TRAYS PLUS FREE COUNTER MERCHANDISER 


Includes 3 large, 3 medium and 5 small Leatherette 








Trays in full range of color combinations; 1 each large, 


medium and small Walnut tray; and 1 each large and 






small Cork surface tray—and attractive counter rack to 







display 4 trays. Packed as a unit in one shipping carton. 
Retail value, $86.20. Order from your distributor or 


write direct. ° 


* 
CAMFIELD 
ak ae Te 


om 
eo). if) 





‘\ 





* 
f ‘ 


CAREIMEL OS MANUFACTURER CGC C€C., SQGta ee HAVE Se BTEC SH. 
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MODEL 107-A— ROASTER TRIVET 


MODEL 130-A— ROUND DOUBLE ROASTER 
a. Model 125-4 Model 10 
Size 17%" x 11%" x 6-9/16" Size 134" = G4" 


Size 12%" die. x 7° deop 
Nitional Mt . Shipping Carton: 12—65 lbs. Shipping Corton: 24—17 Ibs. 


Warner Bros. picture stars 
in Ladies Home Journal, 
Good Housekeeping, Amer- 
ican Home, Better Homes 
& Gardens, House & Garden 
and Farm Journal with 
“Royal Chef” help YOU 


DANE CLARK build SALES VOLUME PAUL HENRIED JANE WYMAN 
Wer earveatly starred in “OF currently starved im Night 
id an y. a Carer 

* 


fl MODEL 125-A—LARGE DOUBLE ROASTER with 
Sta ‘W 


« 


Predaciron 


345 MADISON AVE., NEW YORK 17, N. Y. 36 SOUTH STATE ST., CHICAGO 3, ILL. 
BRANCH PLANT, 301 WEST G STREET, SAN DIEGO 1, CALIF. 
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* Stabished standard ame ” ail 


Since the first pair of Kleins were forged, these pliers have gained acceptance 
with linemen and electricians—radio repair men and mechanics— good work- 
men in every field. In short, they have become the established standard among 


“men who know good tools.” 

The complete Klein line includes pliers for every purpose. Each pair has 
the proper balance—just the right spring to the handles to prevent tired hands 
—a fitted hinge that keeps the jaws perfectly aligned, assuring a positive grip. 
Cutting knives are carefully matched for their full length and stay keen even 
after years of service. 

You will want to stock Klein Pliers for your best customers. At present, de- 
mand still exceeds supply. But keep Kleins on your want list—your jobber 
will fill your order as soon as possible. 


Distributed Through Jobbers 
Foreign Distributor: 


Since 1857 International Standard Electric Corp., New York 


ga LET 


Se 00 BELMONT A\ HIC 


/ 





"KLEINS.... bon got 





The Klein Pocket Tool 
Guide showing the Klein 
line and containing useful 
tool information will be 
mailed on request. 
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The Hardware Store with EYE-APPEAL — inside and out — 








brings in more customers — increases your profits 


TURN FOOTSTEPS YOUR WAY @ Today, it’s the hardware store with the greatest attrac- 


Ee tion-power that gets the most business. It’s the store with 
the strongest eye-appeal—inside and out—that has the jump 


BY MODERNIZING YOUR on competition. That is why hardware merchants all over 
the country turn to “Pittsburgh” for the kind of modern 

4s store personality that stops passers-by and invites them to 
: FRONT AND INTERIOR NOW! enter. Fronts by “Pittsburgh” have that kind of magnetism, 
. and Pittsburgh Interiors make it easy and pleasant for 


shoppers to buy, linger longer and buy some more. 























Give your store extra drawing power—increase your sales 
and profits—by modernizing it NOW—inside and out—with 
Pittsburgh Glass and Pittco Store Front Metal. Consult your 
architect to assure a well-planned, economical design. Our 
staff will be glad to cooperate with you and with him. And, 
if you desire, convenient terms can be arranged through the 
Pittsburgh Time Payment Plan. 

Meanwhile, send this coupon for your free copy of our 
recently published booklet containing data and photographs 
of many Pittsburgh Glass and Pittco Store Front Metal jobs. 
You'll find it a great help in your remodeling plans. 














FOOTSTEPS DON’T pass you by when you modernize your front with Pittsburgh 
Glass and Pittco Store Front Metal. An attractive exterior, like this one of a 
hardware store in Cincinnati, Ohio, draws passers-by . . . induces them to 
enter. And a smart interior arrangement sells more goods—increases your 
profits. Architect: John Gartner. 
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| Pittsburgh Plate Glass Company | 
2318-6 Grant Building, Pittsburgh 19, Pa. 

I I'm interested in your new, illustrated brochure, “‘How Eye-Appeal— | 
S T Oo fe & F e Oo a T & | Inside and Out—Increases Retail Sales.’ Please.send my FREE copy. | 
| | 
| Pi ndtetcndaserdeeinsse , peawnninnwdeehnin séne | 

2 
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st MASTER 
. BOX FEATURES 


Combine 


QUALITY 
with 


SALES 








HEAVY LOCKED 
SEAMED ENDS 


No. C-2016 
Length 16”, Width 7”, Depth 7” 





Popularly priced .... 
seven numbers supply all 
needs in the home, garage 
tool room or farm. A 
Master Box window dis- 


HANDY PADLOCK EYE 


play makes a strong ap- 


peal identifying your store 
CONTINUOUS BEARING 


supe ‘testes with complete assortments 


of quality merchandise. 
Sold only at established 
retail prices. 


A few of each number 


EASY GRIP LEATHER 
with frequent fill-ins en- 


STEEL CORE HANDLE 
courage maximum sales, 


turn and profit. 


MASTER METAL PRODUCTS, Inc. | 


273-291 Chicago St. Buffalo 4, N. Y. | 














317 E. ONTARIO ST., CHICAGO 1, ILL. 
In Canada: 560 King St. W., Toronto 2, Ont. 
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@ This is the new name for the new Ferry 
J Cap stud with its shiny /and between 
5 threads—shiny, bright mirror-finish. 


r Shinylands of the usual Ferry Cap high 
quality are furnished to regular milled stud 
standards with this additional feature— 


the land between threads a shiny, bright 


mirror-finish. 

Shinylands are carried in stock in standard Si; Sb . 
catalog sizes in bulk and in attractively y , / by 
labeled packages. Sizes, %4” dia. and under. SHINYLANDS 


. for studs with land between threads shiny, bright mirror- 
Send at once for samples—see this new _ finish. 


achievement in Ferry Cap stud production. SHINYTHREADS 


for studs with aircraft quality, bright, shiny threads. 


SHINYHEADS 


for hexagon head cap screws of —_ carbon C-1038 
steel, full finished, bright, shiny heads 





The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD CLEVELAND 13, OHIO 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS ° SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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BURGESS Vibro -tool 


Trode Merk Reg U.S. Pat. Of 


offers hardware dealers a two-way sales ofeportuntly 


120 vibrating 
strokes per sec.; 
60 cycles, 110 
Vu Mie 


| All over the country, hardware dealers are finding the 


Vibro-Tool a continuous source of satisfactory profits, as well as 

a sales stimulant for many other types of merchandise: Vibro-Tool 

a ee national advertising sends new customers into your store! The 

iadiedes the teal inecil, 22 Vibro-Tool sells under Fair Trade arrangements with manufac- 
accessories and sharpea- turer, at prices quoted above. 


ing stone, conveniently 
fitted into handsome hinged Write or wire today for dealer proposition. 


aaeqwees + yn — 
nish with brass hardware 
ae ee (HANDICRAFT DIVISION) 


’ slit packaee $16 5 BURGESS BATTERY COMPANY 
ble 








I80A N. Wabash Avenue Chicago |, Illinois 





NOW the VERSATILE 





FAST MOVING PROFIT BUILDER 


CASH IN NOW SUT srerwine uTILity 


ON THE T j 
DEMAND FOR . | IMMERSION HEATER 


mtsosss, Wheels | | THE OIL BURNING HEATER 
WITH PATENTED-STAINLESS 
* BIG PROFIT % # STEEL VAPORIZING BURNER 
See —_ Fuel is vaporized in the patented burner 


* FAST TURNOVER ya engineered by the designers of the famous 
Breese Burner. The generated gases and 


* REPEAT SALES P : not the raw fuel are burnt giving more 
HEAVY GAUGE efficient and economical operation. 

STEEL WITH 
You can rely on Gleason heavy duty general purpose WELDED SEAMS 
Wheels. Built big and sturdy; perfectly balanced; com- WEIGHS ONLY 
plete with anti-friction bearings; air-cushioned, puncture 42% LBS. 
proof tires; electrically welded steel hubs; scientifically 
engineered to assure smooth rolling, long life and full 
customer satisfaction. 

Cash in now on the popular demand. Ideal for mobile 
toys, lawn furniture, carts, wagons, trailers. There is a 
Gleason Wheel for every homecraft or industrial use. 

| PORTABLE - MORE EFFICIENT - 
IMMEDIATE DELIVERY | oak b-uaieeee - 


BIG PROFIT | KEROSENE - DIESEL FUEL 
Volume production assures you R. | USED AS WATER HEATER 
the finest wheel at prices that per- 
mit a generous mark-up, and vol- 8 OR SPACE HEATER 
ume sales. Continuous supply. Buy aft 3 
direct. Send now for complete in- } | Used in stock tanks, this heater will warm the water to desired drinking 
formation — dealer prices — im- . | temperature in the coldest weather. This means increased milk produc- 
mediate delivery. x 2 | tion in the winter months. Boils water in open vats for slaughtering, 

° j defeathering, bathing or washing. May be used as feed cooker or space 
heater to warm chicken coops, milkhouse, barn stall area and small out 
buildings. Low retail price means fast turnover. 


Gleason 
J tener ew rw 5 | acne one enene 
AND PRICES To SpebibebbbebieAbdh RM hee 


161 Wen Wisconsin Avenue Dept. IMilwaukee 3, Wisconsin 
DEPT. H9 430 N. Michigan Ave., Chicago 11, Ill. 
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“Fatara MULN-UNT 


JUNIOR FILING SYSTEMS 


sArL 7774 Sales Corp. 300 EAST vor STREET « NEW YORK 51,N. Y. 
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/. When you add something as sen- 


sational as ‘‘BISCO-MATIC’’* Brush er that has always been ’way out 

Action, the revolutionary new feature front in sales-making, work-saving 3. Then tell the world about it 42 
that gives the right brush pressure features... million times in 14 national maga- 
on any carpet without pressure on zines... 

the handle... 


Production is still short of demand, Bissell Sweepers will continue to be allocated on a fair pro-rata basis. 





2. To “Bissell’’* —the carpet sweep- 








4, Brother, you've got something! ‘Spe —" . 
cially when “Bissell” sells at Fair Trade FIL py First Guatiy 
prices with assured margins to every dealer First in Sales 


—as always! 


BISSELL CARPET SWEEPER CO., Grand Rapids 2, Mich. 
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NOW — Push and Pull Bars are 
IN STOCK items at your jobber. 

. the first time in the industry. It’s 
another service first by CIPCO. 


You see exactly what you get—and ar No. 2214 Square Tubing 34” O.D. 
you get it quick. Attractive streamlined Sonat No. 2215 Solid Bars, 34 x 1” 


design. Quality finish. Your jobber has 
them IN STOCK. 


22nd and COLE STREETS ST. LOUIS 6, MISSOURI 


Last 
CIPCO QUALITY 
PUSH & PULL BARS 


in STOCK 





















PUSH and PULL BAR SETS 


Packed 1 set to a box, “KNOCKED DOWN". 
Aluminum, Brass or Bronze. 


Stock lengths 36 inches only, fits any 
door up to 42 inches wide. Single Push 
Bars only—packed 6 in box. 











CITY PLATING and MANUFACTURING CO. 
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Yes, the oil space heater business is really going to see some- 
thing big in HITS this season, when you lead off with QUAKER. 
Not only will the new QUAKER models make a hit with your 
customers, but with you, too, Mr. Dealer. That’s because 
QUAKERTROL banishes the headaches, the complaints, and 
the profit-eating service calls that come when heaters are at- 
tached to chimneys with poor draft. 

THINK OF IT! You can install a QUAKER ‘'2200” in any 
home, on any chimney, in any climate and KNOW that it will 
heat perfectly on any flame setting because it is equipped with 
QUAKERTROL. And remember . . . only QUAKER dealers 
can make this claim! 





QUAHRERTROL 


developed, patented and owned by QUAKER ... 
is the ONLY device that automatically controls 
and synchronizes the flow of air with the flow of 


oil at every flame setting. Result? Perfect heating 





performance on ANY chimney and equally efficient 
heating at ANY flame setting. Substantially reduces stack losses. Saves 25° 





and more in fuel cost over natural draft heaters. 






QUAKER ''2200" 


There's a QUAKER for 
every space heating job 





shortages and production delays, 





Se 


QUAKER is goin : 
y- The market for QUAKER heaters w 
ut our plans to make 


In spite of 
g ahead with the biggest promotion 
1 still be there 






in histor 
when production hits high. Ask abo 
your territory. 







you Heating Headquarters in 








HA-9-8 





QUAKER MFG. CO., 
223 W. Erie St., Chicago 10, Ill 


Gentlemen: Please send me full information about 
QUAKERTROL, the Boss of the Chimney, and the new 
QUAKER line. 

NAME ; 


FIRM NAME 
The FIRST name cu ol heaters 
The LAST WORD cx eficcency/ 


ADDRESS __ 
yy iiss STATE 
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the Btand Mace on Drills 


helps make sales 


The RB&W EMPIRE Trademark on 
Bolts and Nuts Is Also a Business Builder 


You undoubtedly 

carry a recognized 

line of drills because 

you know that the 

manufacturer’s brand 

helps make the sale 
and that his reputation stands behind the 
product. 


Bolts, nuts, rivets and screws aren’t 
branded, but the carton or package is. . . 
and the manufacturer’s name is just as 
important as in drills. Fasteners represent 
a good proportion of your volume and are 
an item of major importance to the user. 
So it is profitable to make full use of the 
bolt manufacturer’s reputation. 


Thousands of users rate the RB&W 
EMPIRE brand at the top . . . because ex- 
perience has proved their superiority in 
terms of speed of assembly, holding power 


and appearance. By capitalizing upon 
this reputation—which is continually for- 
tified by outstanding national advertising 
—the RB&éwW distributor can increase his 
share of the potential business on this 
profitable item . . . and at the same time 
protecting the customer good will he has 
built up on other services. 


QUALITIES WE ADVERTISE 
CAN MAKE SALES FOR YOU 


RB&W advertising informs your customers and 
er ae about the extra values in the RB&W 

rand—advantages in strength, accuracy and 
appearance—that result from RB&W’s tremen- 
dous investment, over the years, in research and 
development work and manufacturing facilities. 





TACOMA OR ATLANTA... 
THE QUALITY IS THE SAME 


One reason the RB&aw brand is preferred lies in 
the fact that the user can depend upon uniform 
quality—throughout each shipment and from 
shipment to shipment. Any RB&W EMPIRE bolt in 
one distributor’s stock will have the same char- 
acteristics as any one in another distributor's 
stock—clean-cut head, accurate well-finished 
barrel, perfect threads, high physical properties. 





* 





Russell, Burdsall & Ward Bolt and Nut Company _ Factories ot Port Chester, N. Y., Coraopolis, Pa., Rock Falls, iil. 
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Offices in Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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A New Glue 
th Exclusive 
les Appeal! 


| CUSTOMERS LIKE IT! 
Casco Flexible Cement has actually been tested by 258 
families and given a 4 to 1 preference over other well- 
known glues, pastes, and cements. 


OUTSTANDING FEATURES ! 

Casco Flexible Cement sticks most everything . . . wood 
to metal, glass, fabrics, etc. Colorless, odorless, easy to 
get off hands, too. The ideal general-purpose glue for 
home, farm, school, and shop use. 


PRICED RIGHT ! 

220 out of 258 test families found Casco Flexible Cement 
priced right. 25 cents for the large 2-o0z. tube seemed 
the right price to them. 


BACKED BY A FLOCK OF LIFE ADS! 
More than 5 million circulation . . . a powerhouse! 
Creates customers for Casco Flexible Cement. The 
dominant glue advertising in Life. Casein Co. of Amer- 
ica, (Div. of Borden Company), New York, N. Y. 








Here is handy 6-tube 
display carton. Get ‘ 
it up front and keep . ; |-CIDE is inex 
it up there for fast- tate me ie i . 45¢— 
moving profits! > 3 A % 


pensive 





RUSTICIDE PRODUCTS CO. 


ORDER FROM YOUR WHOLESALER! | [iaaaalealllaeeaaeaaan 
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..» HERE’S POPULARITY! 





No. 23 Stanley Cherry Level 
— six Cat’s Eye Glasses fully adjust- 
able—any desired angle—or for 
degrees of pitch to the foot. Dust- 


and-water-tight cases. Heavy glass 





covers, 








a 
Ss 

All Stanley Levels have certain advan- 
tages and there are variations in choice 
for special purposes. Yet, in the whole 


line, none are more popular for all ’round 





use than the Cherry Levels— adjustable 

or non-adjustable—illustrated here. When : eee : No. 324 Stanley Cherry Level 
you stock these levels, you are ready to eS —non-adjustable—two single plumbs 
sell the greatest proportion of prospects — & : and one double center level. Dust- 
and Stanley quality, as always, provides F ep? and-water-tight cases. Heavy glass 


the lasting satisfaction. : covers. 














STANLEY TOOLS, NEW BRITAIN, CONNECTICUT 


Trade Mark 


THE TOOL BOX OF THE WORLD 
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All Aluminum 










All-Metal Super-size 
Attic Fan Lightweight 
Automatic 








Electric Iron 








30-Gallon 
~ All-White 
Electric 
Woter Heater 









Improved 
1947 Model 
Electric 
Churn 



















TOP © LINE 


Toys APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 
















e IT TURNS! 
e IT CHOPS! 
e IT SERVES! 


Here is a handy mixing spoon 
that is more than a novelty . . . it’s an all-around 
utensil scientifically designed to take on a dozen jobs 
and do them all well. You can dish out customer- 
satisfaction by the carload and ladle in the profits 
with this marvelous money-maker . . . for the ACE 
ServespooN not only does the work of countless 
utensils in the kitchen and on the table, but also 
scrapes pots, pans and serving dishes! 

Available in bright nickel-plated steel, or stainless 
steel, with a finish that never discolors, easy to clean. 
Comes mounted on a self-selling display card, or 
individually wrapped in cellophane and packed in 
attractive counter display box. 


Write today for dealer discount. 


DON’T FORGET ACE KNIFE-SHARPENERS! 





Hand model, with brightly enam- 
eled green, red, or blue handle, 
retails for $1. Table model...to be mounted on 
any surface ... retails for 75c. Both are made with 
precision-ground cutters that are guaranteed to 


sharpen the dullest knife. 






Remember: Have an Ace showing for top counter-sales 


ACE MANUFACTURING CORPORATION 


ACE KITCHENEEDS 
1267 E. Erie Ave., Philadelphia 24, Pa. 
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The POT for every chicken! 


New chicken fryer joins fast-selling Reynolds line 


Bigs LOOK at the outstanding design features in this latest Reynolds 
utensil. Extra-heavy, finest Reynolds Aluminum for even, steady 
heat distribution . . . Plastic handle and knob for cool, safe handling 

. Gleaming finish for beauty. Récessed rim holds moisture and 


flavor in the pot where they belong. 


This striking new chicken fryer is the latest member of the popular, 
fast-selling family ... Reynolds LIFETIME Heavy Aluminum Uten- 
sils. All are made of extra-hard, heavy-gauge, stamped Reynolds 
Aluminum for steady, uniform heat distribution . . . quality-con- 
trolled throughout production from mine to you. 


Every one of these utensils is a demand item because it’s designed 
Abode ase sine other members of the Reynolds to fit the housewife s needs—easy to handle oy easy to clean... long 
LIFETIME Heavy Aluminum Utensil family: years of service. For further information on the chicken fryer and the 
Straight-side covered Sauce Pans, 2 qt. and 3 qt. other members of the Reynolds LIFETIME Heavy Aluminum Line, 


Bake-Storage Pan. Cooky Sheet. Three nesting ‘ —_e . - 
. “ ‘ y . >y . tals C sewares ' r ‘ I 
Sauce Pans, 114 qt., 2 qt. and 3 qt. Fry Pans, write Reynolds Metals Co., Housewares Division, 2008 South Ninth 
7” and 10”. 


Street, Louisville 1, Ky. 


™ 


1028-B 


REYNOLDS Wetme HEAVY ALUMINUM UTENSHS 
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New Kadmilite Finish and Bright Red 
Clips and Bands Make Judd Bright Wire 
Goods Faster Sellers at Higher Profits 


The universal sales appeals of brilliance and 
color are now teamed up to help you se// UP 
with Judd Bright Wire Goods. If you haven't 
seen them, ask your, distributor for samples. 
You'll notice the orfuant finish —Kadmilite. 
It’s a special Judd process topped off by an 
extra polishing which makes them shine like 
polished Sterling. 

And you'll see the “fire-engine red” clips 
and bands which make Judd Screw Eyes and 
Screw Hooks stand out on the counter— 
“jump” off the counter to sell faster and at a 
profit-building price. 

Our new Bright Wire Goods factory is 
now in production to bring you faster de- 
liveries of this faster-moving merchandise. 


Place your orders today. 


OD 


H. L. JUDD COMPANY, WALLINGFORD, CONN 


87 CHAMBERS STREET, NEW 


YORK 7, N. 


Y 
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Bais strong protective, work gloves are 
the product of one of America’s largest 
textile mills. They are Riegel-controlled — 
in one plant — from raw cotton to finished 
glove. This single close supervision of every 
detail results in unexcelled quality — dur- 
ability — economy. Riegel Textile Corp., 
342 Madison Ave., New York 17, N. Y. 


WORK GLOVES 
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The MAGIC ISLAND 
that means bigger 


Pyrex Ware profits ! 











IKE most magic, it’s really pretty simple if you 
understand it. The Minnesota Retail Hardware 
Association understands the fact that mass displays 
build sales volume, so they developed the new patented 
Minnesota Step-up Shopping Island shown here. 

Providing more than 50% more display footage than 
ordinary counters, this new Shopping Island has been 
endorsed and recommended by the National Retail 
Hardware Association. This endorsement is one more 
strong testimonial that modern, hard-selling dis- 
plays are mass displays. 

That’s the sort of thing we hear from all types of 
retailers from all parts of the country. Pyrex ware 
mass displays can build sales volume. To give you the 
benefit of the experience of others, we have prepared a 





new booklet containing 12 actual case histories of 
successful Pyrex ware mass displays . . . mailed FREE 
no obligation. It is fully illustrated and you’ll find it a 
big help in building your own display. Tear out the 
coupon below and mail it to us for your copy today. 





Consumer Products Division 
Corning Glass Works, Department A-9, Corning, N. Y. 


Please send me your free booklet ‘‘Use Mass Display and 
watch it pay.” 


RII 200-545 ctds desc tlhansastnssancessenbtdveldomiine silts Sapp dabakosaumbindiion 
(i SES ESS pe AE PTS SM RHR then SPO nk ae TT et 
SE crreticede cane .. State 


























Ask your distributor’s salesman for Pyrex ware dealer helps or write direct to 
Consumer Products Division, Corning Glass Works, Corning, N.Y. 


SEPTEMBER 26, 1946 


IN GREAT DEMAND! 
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Thousands of dealers have proved it! The Clarke Rental 
Plan increases profits in every department of your store — 
and with very little added expense. Clarke helps you get 
the business by furnishing valuable sales helps—and Clarke, 
floor finishing equipment is ruggedly built to withstand 


the rigors of rental merchandising; easy to handle, gives just look at the features that 
greater production and has make Flexscreen sell so fast! 


i _ LYs% 


longer life and lower upkeep. 
@ Adds distinctive charm and beauty to any home. 


We will be happy to give 
@ Stops flying sparks—prevents fire-damage to 
you complete information on rugs, floors, furniture. 
_—— CLARKE 1 ; ae 
the Clarke Equipment and ocesmen .eaneneas Easily opened or closed with one hand—with 
exclusive Unipull control. 


the Clarke Plan. Write today. aetna 
Sheer, flexible, woven-metal curtain lets MORE 


firelight shine through. 


Need not be lifted aside to add fuel—no fuss, no 
bother, no burned hands. 


CLARKE er . , 
MV-8 HEAVY DUTY Heat-tempered metal fabric will give life-long 
SANDER satisfaction. 


Ready for instant use, its convenience makes for 
increased safety. 


A size, type, style to suit any fireplace. 


@ Remarkably low in cost—popular sizes as low 
as $12.50 retail. 


Pee BOOK ‘ e@ Nationally advertised in leading magazines— 
fie customers ask for it. 


Send for a Bennett Flexscreen Catalog * 
BENNETT-IRELAND INC. 


MAKERS OF FRESH-AIRE FIREPLACE UNITS 
home on oe AVENUE GO? MICHI 
946 NORTH STREET, NORWICH, NEW YORK 





HARDWARE AGE 








EVANS PRODUCTS COMPANY —pDetroit 27, Mich. 





HOME HEATERS 


provide these EXCLUSIVE FEATURES that mean SALES! 


FLOOR LEVEL HEAT—Spreads a Magic Carpet of Comfort over the floors—Heat at your feet. 
ALL-DIRECTIONAL HEAT—Heated air rolls out over floors in all directions—warms entire home—no cold 
corners. 

HEAT-WAVE BLOWER—Positive circulation of heat at floor level—350 cu. ft. per minute. 

DOWN-FLO ACTION—Heat Wave blower pulls waste heat from ceiling area—recirculates heated air at 
floor level. 

HORIZONTAL HEAT CHAMBER—The largest heat chamber of any heater. It is low—close to the floor. 
FLAME-THROWER OIL BURNER—Throws a double-length U-shaped golden flame under and over the hori- 
zontal baffle plate. Provides more heat. 


CHECK THIS PARTIAL LIST OF FEATURES. THEN WRITE TODAY FOR COMPLETE DETAILS ON 
THIS PROFIT-MAKING LINE OF OIL-BURNING HOME HEATERS. 





Heating and Appliance Division 


WESTINGHOUSE 


AND INDEPENDENT DISTRIBUTORS 




















Water 




















A MESSAGE TO MYERS DEALERS 







Your answer to that question is ready-made in the complete new Sign 
and Dealer Identification program now offered by Myers. With this 
program, you can tie-in most effectively to make certaim that your 
prospects and new customers know where you are and what you sell. 


You can also use to full advantage the smart new Store Display Fixtures 
made available by Myers. These modern floor and wall units are 
especially designed to add to the efficiency and attractiveness of 
your store and to increase your sales of Myers Pumps, Water 
Systems, parts and accessories. 

Every Myers Dealer will be keenly interested in this new merchan- 
dising material — because it links his business with Myers national 
advertising — and brings him maximum benefit from the great 
public acceptance Myers enjoys in his community. 


THE F. E. MYERS & BRO. COMPANY 
Dept. F-25, Ashland, Ohio. 














HARDWARE AGE 


Systems « Pumps « Sprayers « Hay Unloading Tools 
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* QUICKLY DRIES 
*FILMS AND PRINTS 


NOW IS THE TIME TO ORDER THESE 
FAST SELLING SOLAR LAMPS—TO BE 
SURE OF EARLY FALL DELIVERIES! 


DRIES PAINT There’s additional bonuses to “first com- 
ers” who order now for early Fall delivery. 
Solar “HEAT-RAY” Infra-Red Lamps 
are the finest quality multi-purpose Infra- 
Red Lamps on the market and are priced 





DEFROSTS == right for ample profits and quick sales. 
2% «= 3 CDIFFERENT DEALS 
/4 DIFFERENT LAMPS 
hacten evicesea eel ae: CT YOUR 
) WHOLESALER— 
OR USE THE COUPON! 





— HASTENS DRYING= 


ade” ATTRACTIVE EASELED, DIE- lees 
* Xf CUT DISPLAYS AND BEAUTI- | 
FULLY ILLUSTRATED FOLD- | SOLAR ELECTRIC CORP. 


o) 


i 
6 


uy? ERS AVAILABLE... 2 help | 110 WILLIAM ST. Dept. E9 
2:5: you sell SOLAR “HEAT-RAY” y New York 7, N. ¥. 


KEEPS CHICKS INFRA-RED LAMPS. Please rush full information about your 3 “HOT” 
HEAT-RAY deals. 


SN Te DOLL Wome. 


110 William St., New York 7,N. Y. 
Factory at Warren. Pe 2. Es nae 


DAMP ROOMS | Wholesaler 
COMFORTARiE JT 
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WANT WHAT 


KOILED KORDS bo..... 


THE AMAZING CORD THAT S-T-R-E-T-C-H-E-S WITH EASE 


SG THEN CURLS INSTANTLY OUT OF THE WAY 


No doubt about it America’s sold on Kellogg Koiled 
Kords! On dealer counters from Maine to California, 
folks see these modern cords—and find what they’ve 
always wanted but couldn’t get. They see electrical 
cords that never tangle, dangle or kink—cords that 
won't fray —cords that stretch instantly to 6 times 
their length and contract when tension is eased—out- 
wear ordinary cords many times and end the fussing 
and fighting with the old straight cords. 

There’s a cord for just about every use in the 3 types 
now available: EXTENDO, the ideal cord for devices 
using a conventional power cord; KOILED KORD for 
any appliance using a heater-type cord; and RECOILO, 
the heavier duty power cord for equipment like wash- 
ing machines. 

Profit by the experience of Koiled Kord dealers — be 
sure you order an ample stock of all 3 types from your 
wholesaler . . . right now. 


KOILED KORD DIVISION 


Kellogg Switchboard & Supply Company 
6624 South Cicero Avenue, Chicago 38, Ill. 
leading Manufacturer of Telephone Systems, Radio Apparatus 


and Industrial Electrical Equipment 


KOILED KORDS 


For Heater Appliances 


grills, hot plates, room heaters 
hment plug and heater plug) : 


$2.75* eo, 


and sim ilar 
5@Mi-he 
No. 801) Ovy-dut, 
-2 (wi Y electri . 
(with attachment Plug po 7 ipment. 
Yd Retail Lis 
t 








HARDWARE AGE 





SAMSON ELECTRICAL APPLIANCES 


SAFE-T CIRCUIT 
HEATING PADS 


SAFE-FLEX 


SAFETY-TILT 
AUTOMATIC IRONS 


A “STOPPER” FOR THE SHOPPER 


YES, in “box appeal” too, Samson 
sets the pace! On your counters 
and shelves, or in your show 
windows, Samson SHOWBOXED 
Electrical Appliances become 
“traffic stoppers” that make buyers 
out of shoppers. 

But Samson SHOWBOXES pro- 
vide more than just eye-appeal. 
They picture the appliance ... 
describe its features . . . tell and 


sell the advantages of owning if. 
And through uniformity of design 
and color, they make prospects 
aware that Samson presents a 
complete line of quality products. 

Samson has always offered 
appliances of distinction at pop- 
ular prices. Now, with its self- 
selling display boxes, the Samson 
SHOWBOXED line is more than 
ever out in front! 


SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 


Samson United of Canada, Limited, Toronto 
RUBBER BLADED FANS 


COPR. 1948, SAMSON UNITED CORP, 


TEMPO-FLEX TABLE RANGES 
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GET SET NOW! 











Every Coal or Wood Heating 
Stove in Your Market Needs 


a Kiteheat 


Now is the time to stock up on RITEHEAT. Order 
now so you'll be sure to have an adequate supply of 


$5.95 7’ Model 












% 
































_— wun - the only regulator for coal or wood heating stoves 
Horizo" e 
“— aoe that is operated by room temperature—from 55° to 
to 


Pipe 95°. This Regulator makes any radiant or circulat- 


= ing type heating stove an automatic heater. Every 


9 stove owner wants a RITEHEAT—andaRITEHEAT 
RO 
TOMATIC 


pays for itself in fuel savings the first season! 
L 
RE CONTRO 
TEMPERATU 


wood Heating Stoves One Distributor Sells Six Carloads 
For Coal or TURES Profit by last season’s experience and plan now to 
EXCLUSIVE FEA 


get your share of volume sales and sweet profits on 

; anal this Regulator. Remember there is nothing else like 

1. Automatic rere it! One distributor sold six carloads in 1945. Order 

eee a fuel saving th now and have your fall stock of RITEHEATS on 

—— > Pays for itself. hand before the fall selling season. Don’t miss a day 

season. ce longer: of RITEHEAT business—others have sold over 

3, Carries ® fe of stove- 300,000 RITEHEAT Regulators. 

r cause 


Sales Makers 


RITEHEAT newspaper mats, displays and sales 
literature are ready to help you get your full share 


































m temperature 




















¢ first heating 
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4. Prolongs ' abe 
5 Eliminates fire dang 
; heating stove- 

6 Equally efficien 

jating tyP© 2 _ 
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- pra oem mer. Packed in 19 


d by over 
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t on radiant - 
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for installa 
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rion by consumer. consumer vol of this fast moving profit maker. Write today for 
cartons. No ~_ dial at temperatur complete sales information. 

. ts contro 
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desired. 





RITEHEAT REGULATOR DIVISION 


of Caloric Stove Corporation 
Widener Building, Philadelphia 7, Penna. 






HARDWARE AGE 
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RENTAL SANDER 
CAN “TALK BIG PROFITS” 


Customers are often rough with rental 


equipment...and a floor sander has 
got to be sturdy and robust to bring 
you continued profits! 

Youcan SEE the built-in quality that 
makes the Little American the out- 
standing rental sander value. Com- 
pare it point by point... feature by 


_ feature and you will choose the Little 


American to ‘talk big profits’ for you. 
No sander standing idle awaiting 
repairs ever made money. American 


machines are engineered to reduce 

idle time to a minimum but complete 

repair service, when needed, is 

quickly available through the Ameri- 

can distributor in your territory with 

genuine parts and a factory trained 

mechanic. ; 
Remember—no American mac 

has ever becomean orphan nork 

been out of service. 

today for complete d 

on American's finest rei 


THE AMERICAN FLOOR SURFACING MACHINE 
522 So. St Clair Street, Toledo 3, 


' 
§ THE AMERican FLOOR 
522 So. St. Cc) SURFACING 


| GENTLEMEN. 


Oo 


ir Street, Toledo SHINE COMPANy 
, ° 











EQUIPMENT 





Minneapolis, Minn. 


Rockford, Ill. 


ae = hane 


J : : Mi ' 
Hastings, Minn Sell “‘Diamond-H’’ Equipment and 


YOU SELL THE FINEST 


from the Industry’s Finest Plants : 


You’ve seen it happen in your store over and over: The products 
of the best company in any line will outsell all others. In farm 
equipment, HUDSON is the company that has consistently made extra 
sales and year ’round profits for the dealer. For HUDSON has the 
plants and the facilities to produce the finest equipment . . . precision- 
built products that are correctly designed and honestly built to give 
longer and better service at lower cost. 

For over 40 years, the “Diamond-H” has been the sign of uniform high 
quality—the sign of the best buy. Turn this reputation into extra profits 
—make HUDSON your leading line. 


H D HUDSON MANUFACTURING COMPANY 


i saat aati: tinea 589 East Illinois Street, Chicago 11, Illinois Branches in Principal Cities in the U. S. 
. 7 


“~~ 
SPRAYERS JAND] DUSTERS 





HAY TIOOL AND 
BARN EQUIPMENT 





LIVESTOCK EQUIPMENT 


FARM VENTILATION 
EQUUIPMEINT 


POULTRY | EQUIPMENT 
~~ 





HARDWARE AGE 





opt SAFETY 


ell McKAY 
“Engineered” 











ee YOU SELL CHAIN, make 


sure that the load-capacity of the chain is 

sufficient for the intended application. Ask 
the buyer where and how the chain is to be used. Then 
recommend the type, grade and size chain with a safe 
working load equal to or greater than the maximum load 
being handled. When in doubt, always recommend the 
next highest grade or larger size. 


MCKAY CHAIN, properly bought and correctly used, 
insures safety under all operating conditions. In types 
of chain* designed to sustain a load, every link is proof- 
tested ... and the proof-test on this McKay Chain is double 
the safe working load. 


BE CERTAIN, when you engineer an application to 
recommend chain by its safe working load—never by its 
proof-test ... for the margin between the proof-test and 
safe working load is the safety factor of the chain you 
are selling. 
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AMERICAN 
WIRE FABRICS 
INSECT SCREEN CLOTH 


When you feature American Wire Fabrics 
Insect Wire Screening you are assured of 
fast, profitable sales and satisfied customers. 
Its stiffness makes it easy to handle. Even 
the amateur can make or repair his own 
screens, for wire screening lays flat across 
the frame—requires no stretching or pulling 
—assures a smooth, clean-looking job Un- 
like substitutes it will not burn, melt or sag. 





American Brand Wire Screening is made 
in standard mesh in bronze, copper, gal- 
vanoid, aluminum and other non-ferrous 
metals. It is a proved product—one your 





customers know will give long, dependable 
service. 





COBURN 


SLIDING DOOR HARDWARE 


Coburn products (now manufactured by Wick- 
wire Spencer Steel) include hardware sets for a 
variety of sliding doors. Illustrated is the popular 
high quality No. 500 Swing-Over Hardware Set. 
It is easy to erect and to operate. Adaptable to 
practically all types of garages and economical to 
use on remodeling jobs or new installations. 
Doesn’t interfere with usable floor space. All 
hardware (except locking handle) is inside the 
garage. For catalog, write Hardware Depart- 
ment, Wickwire Spencer Steel, 500 Fifth Avenue, 
New York 18, N. Y. 








OTHER COBURN HARDWARE PRODUCTS OTHER WICKWIRE SPENCER HARDWARE PRODUCTS 


Hardware for numerous types of sliding Netting—Poultry and Heavy—Hex Mesh 
doors—garage, barn, airport, wardrobe “Clinton” Brand. 

and cabinet. Nails and Brads—Clothes Line. 
Overhead Conveying Systems for indus- Hardware Cloth—“Clinton” Brand. 

trial plants. Door Springs—‘‘Perfection” Brand. 

Fire Door Hardware. Wire Rope—all sizes and constructions, 
Folding Partition Hardware. both regular and Preformed. 


WICKWIRE SPENCE 


A DIVISION OF THE COLORADO FUEL AND RON CORPORATION 
Hardware Sales Headquarters—500 Fifth Avenue, New York 18, N. Y. 
General Sales Office—361 Delaware Avenue, Buffalo 2, N. Y. 
Buffalo . Chicago . Denver - Los Angeles . Oakland (Calif.) 
Philadelphia + San Francisco - Seattle + Spokane 


HARDWARE AGE 











BUSHMAN 


FOR FASTER, - 
EASIER CUTTING ... 
STAY SHARP LONGER 
















# Bushman Patented Blade— 

An ideal blade for all around use and 
; the mest popular style for cutting dry wood and 

HUNTING AND SPORTS KNIVES a ee ee 
























AVAILABLE NOW IN A necdic Reker Blede- 

Designed — “5 se ey 

wood as as mate le 

22 POPULAR STYLES AND SIZES om Special echer tooth rake faster and senha elimi. 
MADE OF GENUINE SWEDISH nate sawdust clogging in the teeth. 


ALLOY STEEL 
ee ” This is the first time in years that we've been able to build 


*HAND FORGED ... FINEST INLAID CUTLERY STEEL a huge enough stockpile to supply the demand for these famous 
© INDIVIDUALLY HAND-HONED RAZOR SHARP CUTTING EDGES Bushman Saws. So, we say with confidence, “UNLIMITED QUANTI- 
© REINFORCED BOLSTER . . . HANDLE CAN'T COME LOOSE TIES Order as Many as You Wish, RIGHT NOW!" The Bushman 
© SUPERIOR CURLY-GRAIN BIRCHROOT OR BIRCHWOOD HANDLES Non-Adjustable Saw has a deep frame of tubular steel construction 
* HIGHLY POLISHED PLATED. METAL FITTINGS and permits sawing either small or large timbers and trees. Two 
© MADE BY LEADING SWEDISH CUTLERY CRAFTSMEN styles, choose either the Patented Blade for general use, or the 
© GENUINE LEATHER SHEATHES INCLUDED WITH EACH KNIFE Nordic Raker Blade for cutting green, tacky wood. 

ALSO 


Write to your Jobber, or, 
KNIFE FOR SPLITTING KINDLING: pce 


BUTCHER KNIFE; . 
MORA SCISSORS. Bushman Saw 


Descriptive Folder. 






ao a re es ea 
NEN MBE Aero RE 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., inc. 
1830 N. KOSTNER AVENUE + «+ £CHICAGO 39, ILLINOIS 








NAPE lI RN pid a BPO 
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DIAMOND 


DIAMALLOY 


PLIERS 
with 
Plastic Insulated 
HANDLES 


DIAMALLOY 
LINEMAN'S SIDE 
CUTTING PLIER 


DIAMALLOY 


Write for Catalog! 


We can now furnish Diamalloy pliers with in- 
sulated handles as shown above tested to take up 
to 20,000 volts. We shall be glad to receive your 
orders for these, delivery within a reasonable 
time after receipt of same. 


DIAMOND CALK 
HORSESHOE COMPANY 

















YOUCAN ©G«flon «“£ EXTRA PROFITS 


th 


aA 
Radi-bl 


GENUINE RADIUM 
NIGHT SPOTTER BUTTONS 





NEWand seccinc 
FAST everywh 


Fully practical yet as new, novel 

and compelling as atomic en- 

ergy. Real radium in the 

Radi-Glo plastic buttons as- 

sures lifetime service —no 

need to expose to light 

for recharge. Easy to apply 

anywhere a night glowing 

safety marking is needed— 

light switches, stairways. phones, 

first-aid kits, etc. Each button is 

mounted on three color merchandising 

card with printed uses and instructions— 
a fast moving 25c retailer. 


BACKED UP with cuttiea 





ORDER THE ATTRACTIVE 
Counter Display CARD NOW! | 


Every month millions of messages in 
The Saturday Evening Post and Bet- 
ter Homes and Gardens magazines 
increase the demand for Radi-Glo 
Buttons. The merchandising display 
card will boost your counter sales to 
real turn-over profits. Each card 
with 24 buttons—your cost $3.60— 
Retails for $6.00, your profit $2.40. 
From your jobber or write today. 


LUSTROLITE Cleveland Corp. 


6927 CARNEGIE AVE. CLEVELAND 3, OHIO 





HARDWARE AGE 
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Bull Dog is the kind of 
Friction Tape you'd buy! 


BWH “f° 






DEPENDABLE RUGGEDNESS 








@ HIGH TENSILE STRENGTH 













@ UNIFORM QUALITY 
@ GREAT ADHESION 

@ LONG AGING 

@ WIDE CONSUMER DEMAND 
@ ATTRACTIVELY PACKAGED» : 


* CELLOPHANE-WRAPPED 
FOR 
BETTER PROTECTION 







That’s why you can convincingly 
sell it to your customers 


The unmatched quality of BULL DOG 
! FRICTION TAPE, plus its national reputation, 
plus its attractive packaging, bring volume sales 





... repeat sales. Keep your shelves stocked with 
BULL DOG brand. Its superior characteristics 
make friends and profits for you! Order from 







your local distributor today! 





Boston Woven Hose & RUBBER COMPANY 


Distributors in All Principal Cities 





WORKS: CAMBRIDGE, MASS., U. S. A. © P. O. BOX 1071, BOSTON 3, MASS. 
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Nos. 812 and 813 
Trolley Garage Door Sets 


Nos. 815 and 816 
Three-Door Trolley Garage Sets 


PERFORMANCE 


HIS is what motorists are assured 

when they install these friction-free 
trolley garage door sets bearing the 
dependable trade name 


Natienal 


The popular Nos. 812 and 813 Trolley 
Garage Door Sets illustrated were 
designed to carry doors around the 
corner, leaving free use of the full 
door opening. No. 855 hanger serv- 
ing these sets has both a lateral and 
a vertical adjustment feature. 


The Nos. 815 and 816 Three-Door 
Trolley Garage Sets employ the 
No. 853 swivel hanger, which, like 
the No. 855 hanger, is equipped with 


steel roller bearings to speed the easy glide on rigid, specially de- 
signed rail carrying the weight of the doors with frictionless ease. 


Your trade will welcome the fact that these sets are again 


available to serve in speeding up garage door manipulation. 





NATIONAL MANUFACTURING CO. 


* *& & STERLING, ILLINOIS * * * 


HARDWARE AGE 





Gen 
Hea: 
has 1 
shrun! 


SOL=O¢LITE 
WINDOW MATERIALS 


qv Admits over 70 times more Ultra-Violet Rays 
than ordinary glass. 


Sol-O-Lite is recommended by leading Govern- 
ment Experimental Stations. 


Users report Sol-O-Lite 25% superior insulation 
over glass. 


23 years producing and improving the finest in 
window material transparency. : 


Sol-O-Lite is guaranteed for two years. 


Sol-O-Lite is shatterproof, flexible and pliable 
—easy to cut and apply. 


Weatherproof and waterproof. 
Priced at 1/10 the cost of glass. 


All prices subject to change. 





Genuine Extra- 
Heavy Sol-O-Lite 
has 124 strong pre- 
shrunk threads per 
sq inch; impreg 


nated with finest 








Nu-Via Glass is 
scientifically made 
MP composition of two layers of 
heavy cellulose ace- 


a 


, SOL-O-LITE 


MANUFACTURING COMPANY 


el 


‘ ‘ 
hat will nat run, tate, reinforced with 


melt or discolor Y% inch mesh tough Glaz-Fabrik has 80 
m™ strong cord fabric 
Triple strength pre-shrunk threads 
High in Ultra-Violet 
" t Ray Transparency. 
, ‘tributed by 3 No gum, re or 
wax to dete 


NOS 


per sq. inch, im- <= 


ptegnated with 135 





MP. paraffin solu- 









RELIABLE ' . ' tion. Compare, com- =) 

Pr = * - j rison will prove sors 
joppers, | eee 4301-05 W. NORTH AVENUE 
EVERYWHERE } ’ z in every respect 


CHICAGO 39, ILLINOIS 


septa \\ any 
ali 











An aluminum electric heater that circulates heat faster. 


Light .. . Portable. Weighs only 64% lbs. Can be moved 
easily, quickly from one room to another. 


Completely Danger-Proof. If tipped, will not endan- 
ger rugs or carpeting, drapes or upholstering. 


Beauty Combined with Usability. An attractive addi- 
tion to any room. Occupies only 812” floor space. 


Circulation Principle. Throws out, rather than radiates, 
heat. Operates much like a flue. 


Quick-Sale Heater. Sells easily by demonstration. Heat 
and smoke tests furnish fast, convincing sales appeals. 


Package Item. Delivered in light, easy-to-handle car- 
ton for over the counter sales. 


Substantial Profit. Available to qualified dealers at 
attractive discount. 


Underwriters’ Approval. 


AVAILABLE NOW! Write today for additional 
information, 


tHe new TEPFER 
RH-3 ELECTRIC 


ROOM HEATER 





TEPFER APPLIANCE COMPANY, INC. 


49 Central Ave., Cincinnati, Ohie Export Sales Dept., 201 N. Wells St., Chicage, Ill., U.S. A. 


HARDWARE AGE 












Now's the time to get set 
to FHSS the SALT” this winter! 


GET ORDERS IN NOW! 
Be sure to have stock when the demand comes! 


a 





EVERYBODY’S A CUSTOMER ! 


Everyone with a walk, driveway, or car is a 













potential user of Sterling Rock Salt for ice 











and snow removal. 


AVERAGE PROFIT OF 30%! 


Sell 2 bags to every customer —one for the 
home to keep sidewalks and steps clear— 
one for the car where it can be kept handy 
to sprinkle under wheels when car gets 


“stuck” in snow or ice. 


R TODAY Ni | 








The Modern Method 
of Snow and Ice 


‘Auger -Action 


















c Removal 
Easy, Efficient. Used and 
recommended by profession- ROCK SALT 
al highway engineers all over 
the country. 
~ 
wn INTERNATIONAL SALT COMPANY, Inc., Scranton, Pa. 
A. 
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IF you’re a smart merchandiser, you'll follow 
the example of Ralph Schmitt, owner and gen- 
eral manager of the Ralph Schmitt Hardware 
Company at Paola, Kansas. For Mr. Schmitt, 
like many other hardware dealers, knows that 
a good display pays off—in extra sales and added 
volume—when Warren Heavy Hand Tools are 
shown along with mechanics’ tools. Try this dis- 
play idea in your own store... then watch that 
sales curve take an upward climb. 


Warren Tool manufactures heavy hand tools 
exclusively for the hardware trade. The War- 
ren-teed line includes mattocks, sledges, mauls, 
bars, and picks. Made of selected steel, Warren- 
teed tools have sharp cutting edges, uniform 
bevels, true striking faces, and excellent bal- 
ance. Ask your jobber about Warren-teed tools 
made by the Warren Tool Corporation. 





Out in Paola, Kansas, Mr. 
Ralph Schmitt knows the plus 
sales value of a tool display 

which includes Warren 
Heavy Hand Tools. 
Shown at right are 
Mr. Schmitt and 
his buyer, Mr. Rob- 
ert Lutz. 








WARREN TOOL CORPORATION 


GENERAL SALES OFFICES . 105 W. ADAMS ST., CHICAGO 
PLANT . WARREN, OHIO 


HARDWARE AGE 





You need ‘em! You want em! Here they are. 
Three types of the smartly designed Billings wrenches in 
five sets Crelas| n leatherette roll) carefully Polke lalalete, ice 
meet the demand of the home. workshop, industrial and 
ceneral utility use. Billings wrenches are known round 
the world They re dependable workmen like 


em! Now Hardware Dealers can sell them in sets 


AN 


HEADS: Billings Vitalloy Wrenches in sets are made of 
selected alloy steel . . The heads are hand ground and 
polished. 


the way users like em 


FINISH The exceptionally fine finish is obtained by 
first giving the wrench a copper coat as a base. Next, 
nickel over the copper and finally a heavy chrome plate. 


ALLOY STEEL STRUCTURE. The steel fibres in Billings 
Vitalloy Wrenches are arranged by drop forging to give 


extra strength 
NOMINAL OPENINGS 





SET NO. 1006 SET NO. 1009 SET NO. 7706 SET NO. 1106 SET NO. 1109 
. (Same Each End) (Same Each End) 
Ys & he 54 &*hs % & "he "he "As 
% &7h¢ ron he® % "% 
Y% &%e 7hg ® 2 Ye &%Ae "he 
YY a? Ag 


2 
6 
y 
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%a % es % 68 % % % 
%8 a % %a % % 3/6 
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GUARANTEE 
Billings hes are @ teed to 
be free from impertections in work- 
manship and in material. We will 
gladly replace, without charge, any 
which are found to be defective. 








“ 


ORDER 
FROM 
YOUR 
WHOLESALER 
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WATER LIKE 
BACK 


The waterproofing prin- 


STOPS 
DUCK’'S 


ciples of Mother Nature 
have been adapted to home 
use in Kay-Tite, America’s 
No. 1 GUARANTEED masonry waterproofing. 
Kay-Tite is composed of finely ground, inorganic 
powders, and, when applied like paint, com- 
pletely waterproofs walls by sealing the pores of 
all masonry surfaces. One coat does the trick, 
above or below grade, inside or out. . . depend- 


ing upon porosity of the surface. 


nay: TITE HAS MANY USES 
¥ “—4 jae Job-proven by engineers, 
builders, painters, masons 

. and home owners, Kay-Tite 

will lastingly waterproof cellar walls and 
floors, cement and cinder blocks, brick, stucco, 


Oen ewares a= ee enema aw ew ew aw eee ew ae oe oe eae eee eee en awe 


unglazed tile and rough masonry. Swimming 
pools use it to lock water in, so it must be effec- 
tive! Our research engineers daily find new 


fields to conquer! 


/PROFIT-MAKING 
$20.68 DEAL 
Write today for the Kay- 
\s Tite $20.88 Deal. This sets 
up an extremely profitable 
Kay-Tite Waterproofing 


CHECK THE 
KAY-TITE 


~. 
—_ 


Department in your store. Easy to display, this 
is a sure-fire, quick-moving item. 


= oe romney a4 thy ore cig + ig iets 
KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Koy-Tite Deol ha | 
6 cans White—6 cons Grey. My cost 
$20.88. Total Selling Price $34.80— 
Shipping Cost Prepaid. 





ADDRESS 





STATE 








JOBBER'S NAME 


i 
i 
I 
{ 
I NAME 
! 
I 
| 
4 


KAY-TITE... AMERICA'S NO.1 WATERPROOFING 


70 





$0 EASY— ANYONE CAN APPLY 
KAY-TITE Waterproofing 


Professional mason of 

homeowner, it’s easy as 

pie to apply! Mixed with 

water to a creamy thick- 

ness, one gallon will waterproof 100 to 150 

square feet. All you need is a stiff fibre brush to 

apply it! Kay-Tite can also be sprayed on. 
Simple instructions on label tell all! 


MASONRY WATERPROOFiN¢ 


KAY-TITE COMPANY, WEST ORANGE, N. J. 


HARDWARE AGE 








ason of 
easy as 
xed with 
ny thick- 
| to 150 
brush to 
yed on. 


THAT’S WHY “3 for 3”! 

If you were selling white paint for the jobs 
above, you’d recommend enamel for the wood- 
work, house paint for the siding, and cement 
paint for the basement wall. 

It’s the same way with aluminum paint! That 
is why your paint supplier will soon be offering 
you “3 for 3°—three kinds of aluminum paint 
made for results on different surfaces. 

For WEATHER-EXxpPosep Woop, you can recom- 
mend Aluminum House Paint. Elastic, moisture- 
resistant, it’s the ideal new-wood primer. For 
MeTAL AND Harp SurFACEs, recommend Alumi- 
num Metal & Masonry Paint, a hard-drying, 
durable finish. For INTERIORS, your customers 


Roe 
min 


a , an 
ae ms 7 


ieee 
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CONCRETE 


IN Pr ae iat: oo! 


will like satin-smooth, chrome-like Aluminum 
Enamel (it’s heat-resistant, too). 

The paint manufacturers who will offer these 
“3 types for 3 uses” are interested in the same 
thing you and your customers are: aluminum paint- 
ing satisfaction. That’s why they agree to “3 for 3” 
and that’s why they use Alcoa Albron Pigment — 
made of aluminum more than 99% pure. The Alcoa 
Albron Shield on the package will serve as 
your guide to quality in aluminum pigment, just 
as the manufacturer’s name and reputation is your 
guide to quality in paint. ALUMINUM COMPANY 
or America, 1984 Gulf Building, Pittsburgh 19, 
Pennsylvania. Sales offices in principal cities. 


LEADING MANUFACTURERS OF 


ens 


MAKING Jf TYPES FOR 3 USES 
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Mister, this pat on the back is for you! 


Still, even to boost production, you wouldn’t want us to 
skimp on M-B quality. When we ship a Manning-Bowman 
appliance to you, we like to know it’s right. And we want 
you to know it’s right when you sell it! 


It’s from all of us here at Manning Bowman. 


We appreciate the way you've answered those hundreds 
of questions about our products. And urged folks to be 
patient. And managed to keep on smiling. 

We know how tough it is! 

We know you aren't getting all the M-B appliances you 
vant. But we're doing our level best to ship you more M-B 
irons, toasters, waffle bakers, broilers, percolators, and 
table grills. 

We know our national advertising is bringing you lots 
of inquiries—almost too many to handle, sometimes. But 
don’t forget—it’s also building lively interest, continuing 
demand, and lasting good will for the future. 


We’ve been in business close to 90 years, and we want 
to stay in business at least another hundred! 


If that’s the kind of long-term opportunity you want- 
built on sound products, solid satisfaction, and loyal good 
will—we're sure you'll keep on recommending M-B appli- 
ances to your customers and urging them to wait a little 
longer, if necessary, for the best. 


One of these days, you’re going to have enough to keep 
up with every order—and then we'll all be happy! 


Manning Bowman Means Best 


ticut * inc 





Manning, Bowman & Co., Meriden, C 


Manning, Bowman & Co. (Canada), Ltd., Oakville, Ont. 


THE LINE THAT'S ALWAYS (N DEMAND 


HARDWARE AGE 





ELECTRIC 
HEATER 


CONVENIENCE — The NOMA heater is conveniently portable, 
plugs into any outlet. 


EFFICIENCY — Delivers thorough comfort. Not just a spot heater, 
NOMA carries warmth to every corner of the room — 100% 
efficient — all electricity is converted into useful heat. 


SAFETY — Baby-safe and pet-proof. The heat’s in the room, not 
in the metal! Guarded switch. FIN TUBE element fully enclosed 
in a sturdy metal cabinet . . . NO GLOWING WIRES — NO FIRE 
HAZARD. 


DURABILITY — NOMA’s spot-welded construction provides life- 
time durability. Nothing to wear out, lasts indefinitely without 
servicing to intain your reputation for quality sales. 





EXTRA DUTY AS A QUICK-DRYER — No dust-catching fans or 
moving parts, so it dries hair and personal wash items really 
clean. Extra-length plug-in cord (8 ft.) lets you move the NOMA 
heater around where you want it. 


Specifications Wore Facts about 


NOMA “A3” Heater .. . Length 22”, Height 
18%", Width 6", 115 and 220 Volts, 1000 


Watts, AC or DC, Weight 20 Ibs. 
NOMA “A4” Heater... Length 22”, Height again 
1812", Width 6", 115 ‘and 220 Volts, 1320 


‘atts. AC or DC, Weight 20 Ibs. 
Stock NoMa 
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3 Durable Colors: Brown 
keep wrinkle, smooth Ivory and 
Taupe finishes. 


ORATION — 
f NOMA niece com ra . 
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MOULIN’ OF TuEEMOFLASTICS BY ImsEETION AND CRTRUSION 
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Here is an AUTOMATIC .. . Self 
Centering line of Valve and Faucet Re- 
pair Sets that require no guides. The 
packing nut of the faucet valve acts as 
the guide. Easy to use, and in great 
demand. 
Renews worn or scale encrusted valve 
seats with patented cutter head that rolls 
brass away and polishes at the same time 
leaving no scratches and insures a flat 
bearing surface for new washer. 
All come packed in colorful display 
carton except the No. 4 Redhead which 
is on a colorful self selling display card. 
2K takes care of %”, 2”, %” and 3%” 
Faucets. 
No. 3 DeLuxe takes care of 4%", /.”, %” and 4%” Faucets as well as built-in-tubs 
and showers. 
No. 4 Redhead takes care of %”, 2”, 5%” and 34” Faucets, built-in-tubs and 
showers as well as 4%”, ¥.", 4%" and 1” Jenkins Disc Type Valves. 


The Progressive Hardware Jobbers Carry O'Malley Repair Sets .. . 


EDWARD O’MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


Northwestern Rep. New York Office California Rep Canadian Rep 
M. ROBITSCHER DORKEN BROS.&CO 


Midwestern Rep. 
IRVING S. KEMP CO. PACKERS SALES CO 1133 Broadway E 
304 Hughes Bidg. Eastern Sales Mgr 290 7th Sr. 408 McGill St 


218 N. Jefferson St. 
Portiand, Ore HARRY M. PETERSON San Francisco, Cal Montreal, Can 


Chicago Wl. 


HARDWARE AGE 
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NE ww t avin tubular latch set 


for low-cost home and commercial construction 


This new and improved 
Tubular Latch Set in- 
corporates CORBIN’S 
newly designed square 
face and curved lip 
strike with square ends 


Functions For Every Need 


#345 Standard Latch Set 
#345'2 Closet Latch Set 
#359 Bedroom or Bath- 
room Latch Set, with locking 
button and emergency un- 
locking device. 





to match. 

This latch proved its ability to ‘“‘take it’ by 
performing as smoothly at the end of over half 
a million ‘Open and Close Tests’ as in the be- 
ginning. This excellent performance was achieved 
as a result of three new Corbin features: — (1) 
Reinforced latch bolt; (2) Extra large hub arms; 
(3) Cold rolled steel shoe and lever for retracting 
the latch bolt. The increased strength of these vital 
parts results in a better tubular latch set that will 
give added years of smoother service. All sizes 
are standardized to fit the time saving pre-mortised 


doors specified by The Fir Door Institute. 

The name CORBIN means quality to your 
customers. Owners of houses in the lower priced 
brackets are usually pre-sold on the name Corbin 
but they sometimes feel that Corbin Quality Hard- 
ware is beyond their means. This new and improved 
line of Tubular Latch Sets is designed and priced to 
make Corbin quality hardware available to owners 
of low cost homes. Display these new Corbin 
Tubular Latch Sets. Their sturdiness and style will 
arouse interest in your Corbin line of economical, 
high quality builders hardware. 


P.& F. Corbin 


DIVISION OF AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 
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Congress Pulleys 


Your customers are already sold on CONGRESS Diamond-Bored 
Pulleys—through ads in national magazines and industrial pub- 
lications. 

The CONGRESS No. 50 Display Assortment—50 pulleys in 27 
most-wanted sizes with diam- 

eters from I!" to 5”, each 

individually packaged — costs 

you $15. Retail value $26.40. 

Dealer profit $11.40. 

Send your order and jobber's 

name. Your assortment of 

CONGRESS Drives will be 

shipped at once from your 

jobber's stock. 


CONGRESS 


DIE CASTING 
DIVISION 


DETROIT 12, MICHIGAN 





NOW AVAILABLE 


Premier P-20 
telat] -Wii-laisimadehicimal-tchicts 





The Premier P-20 Portable Electric | 
Water Heater with 1500 Watt genu- | 
ine Chromalox heat unit is the an- | 
swer to quick supplies of hot water 
on the dairy or poultry farm, in lab- 
oratories, resorts, camps and homes. 


HOT WATER 
BY THE PAILFUL 


A pail of water hung on switch arm 
sets unit in operation . . . when 
pail is removed, switch shuts off 
automatically, 


% IT'S PORTABLE 

— Unit is hung by slotted bracket 
from small bolts, nails, or screws 
on walls, posts, etc. 


%& YEAR-AROUND SELLER 
x UNDERWRITERS’ LABORATORIES APPROVED 


ORDER DIRECT FROM 


THE NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 


¢ . 
a 


BOILER PLUGS AND 
SCREW ANCHORS 


Molly Boiler Plugs sell fast 
from display card. Easy to 
install . . . seal leaks per- 
manently . . . grip from in- 
side and out without strain 


Molly Screw Anchors are high- 
profit, easy-to-install appli- 
ances. Stay firmly in wall when 
screw is removed to install fix- 
tures. Sell themselves from 
display card. 

ASK YOUR JOBBER 


MOLLY CORPORATION 


122 —. 42ND ST 
NEW YORK 17,N.Y 


GENERAL MOTORS BLOG 


DETROIT 2, MICH 
_——- 





PROFITS 


will be made 
this Fall and Winter 


by 
RETAILERS 


who plan ahead 


Duden Now 


—HANDY-— 
HANNAH 


REG.U.S.PAT.OFF. 


Clothes Dryer 


SALES ARE ALWAYS HIGHEST DURING the FALL and 
WINTER for an indoor Clothes Dryer 

as sturdy, portable and 
compact as the HANDY 
HANNAH. Fast turnover 
and liberal profits at sug- 
gested retail price of $2.39. 

ORDER NOW! 


Euerett £. Young Co., Inc. 


@ DURABLE 
@ COMPACT 





srers of Specialties for tt Hardware Trade”’ 


HARDWARE AGE 








IU OE ONT ET IS OA 


ee 
Ee CESTaS TRS oe 


7 


f 
af 
1) 
iF? 

i 
iy 
vat 


With strongly reinforced, full-size top that’s 
light in weight and Stays flat. 


With sturdy, lightweight tubular frame that 
holds top firm and steady. 


Built strong enough to last a lifetime—but 
/} light enough for a girl to handle. 
z= * I} + 
| j\ IT OPENS OR CLOSES i] Easy to demonstrate—easy to sell—easy to 
| FROM EITHER END i J | stock, packed one to a carton. 


| nay ... the name on many fine products from 


NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 


77 
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IMMEDIATE OFFERINGS 
NATIONALLY KNOWN PRODUCTS 


STURDY FLEXIBLE SPATULA. !2-inch steel blade, 5-inch riveted 
hardwood handle. $18.30 dozen 
LAMB AND FISH SPLITTER. Keen-edge solid steel blade and dura 
ble riveted handle. $20.34 dozen 
BUTCHER KNIFE. Sharp solid steel blade. Strong riveted hardwood 
handle. With 10-inch blade. $9.00 dozen. 12-inch blade $12.00 
dozen 
MASSIVE CLEAVER Rugged 
solid steel blade and riveted 
easy-grip handle 
6-inch blade $12.00 dozen 
7-inch blade $14.70 dozen. blade $6.00 dozen. 


IMMEDIATE SHIPMENT ALL PRICES F.0.B. NEW YORK CITY 


Write or call us for your cutlery needs. 


Cutlery Division, GENERAL PAINTS, Inc. 


Dept. 1 45 Vesey Street New York 7, N. ¥ 
wessnnnnnnen it j HOMDALIUNAETENEOMDEDAN ALLA SIUEIRON ENS EEUAMAA TATU SUAS 


ICE PICK. Needle-point sharp 


ness. $1.10 dozen. 


OYSTER KNIFE. 


Strong steel 


It’s the Handy Handle with 1001 labor-saving uses! 


@ Nothing else like it! The new Handi-Handle is so simple and easy to 
use. Saves time, cuts costs in dozens of ways. Makes it impossible to 
crush contents. Made of extra-heavy 18 gauge steel, channeled for 
rigidity. Light, durable, finished in brilliant scarlet color. Priced right. 


Has these 8 big advantages 


5. Has smooth, round grip. 
6. Hendles can't slip off. 


7. Can be used everywhere. 


1. Avoids personal injury. 
2. Prevents crushing of contents. 
3. Gives perfect balance. 
4. Maximum handle rigidity. 8. Sells the year ‘round. 


Twenty-four handles, a window streamer and a folder are packed in a 
cleverly conceived counter display carton. Six cartons to a container. 











ASK YOUR JOBBER TO SUPPLY YOU — OR WRITE THE MANUFACTURER. 


DEMAND, INC. 





CLEVELAND 


ANOTHER 
OHIO 


PRODUCT BY 


RECEPTIONISTS’ DESKS 
OR WINDOWS 


BEDROOM CALL SIGNAL 


COUNTER CALLS 


Model No. 880 


BELL BOY, 
ETC., CALS 


AUTHOTONE 


Yew SERUIS 


Imagine, clear melodious chime tones instead of jangling 
bells or stabbing buzzers for counter calls, sickroom calls, 
and hundreds of other uses where your customers want chime 
signals. This new AuthOtone ‘‘SERVIS" gives two positive 
musical notes—and does it with no batteries or electricity. 
It's portable, only 6%” x 3” x 2%", but can be fastened down. 

Because it uses the same long-life mechanism as other 
AuthOtone Chimes, the quality is high and the price is low. 
If you haven't seen the complete AuthOtone Chime line, 
you're missing the biggest hardware news of the year. Send 
for Bulletin 110 today. 


AUTH ELECTRIC COMPANY, INC. 
SLAND CITY IL.N.Y 


34-20 45th STREET elie 
Offices in Principal Cit 


SINCE 1892 
Ti FLASHLIGHT FOR 
inee c / ile PURSE OR POCKET 


40 
5= DOZEN 


RETAIL — 75¢ EACH 


PORTABLE 
CHIME 








@ Unbreakable plastic 
case 2!/," high. 


Complete with bulb 
and 2 size AA #915 
Eveready batteries. 


Featuring a new one- 
piece removable 
switch. 


Packed one dozen to a 
counter display box. 
Three dozen to a ship- 
ping carton. 


Delivery— 
Thirty days 
Rapid turnover— 
Quick profit 
F.O.B. Winsted, Conn. 
2% 10 days net 30. 


OVERAHALF MILLION SOLDTHE 
FIRST SIX MONTHS OF PRODUCTION 
THE BURROUGHS COMPANY 


225 STH AVENUE WINSTED 
NEW YORK 10, N. Y. CONN. 
PRODUCT OF CRESALE, INC. 
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Three Styles Now Available 
For Immediate Delivery 


ae 95 
jangling Style No. 210 Deluxe Wall Model $3 Retail 
m calls, 

nt chime 

positive 


Style No. 200 
Standard Wall Model’ 


$9.95 


Retail 


Style No. 220 
Standard Table Model: 


$4.79 


Retail 


e 
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L. E. MASON COMPANY 


Boston 36, Massachusetts 





fo protect the sales of Ou? 
dealers —GEP advertisements like this 


are appearing regularly in leading 


outdoor magazines 


HARDWARE AGE 





* sportsman-tested, sportsman-approved . . . Converse 

Sporting Footwear can help you make extra, profitable sales to the 

hunters and fishermen who are your customers. Find out for yourself what so 
many other alert sports goods dealers have learned to their profit — “It 


Pays To Keep Company With Converse!” 


CONVERSE RUBBER COMPANY 


SEPTEMBER 26, 1946 











1». THE NEW, STREAMLINED 1947 


Multi-Kwik 
BALL BEARING 


ROLLER SKATES 
+ IN TIME FOR 1946 DELIVERY - 


Months of planning, de- 
signing, engineering and 
special tooling have 
gone into the famous 
MULTI-KWIK Chrome 
Ball Bearing “SENIORS,” 
ready now for 1946 
delivery! Order 
with confidence 
and complete your 
line of MULTI-KWIK 
ROLLER SKATES, 


e e ; America’s Finest 
Multi- Kwik a Line. If not in stock 
; " by your jobber, wire 
ee ee 9 or write today for 
new catalog and 
Seniors ‘ me 
wholesaler. 
FARING ROLLER « 


i] & —— L K 
Big oo husky, in gleaming rust-proof finish, these fast, fully-adjustable 
BALL-BEARING Roller Skates “float in live rubber!” Contoured heel 
plate, finest genuine leather straps; longer, more rugged axle housing, 
hardened steel channel and clamps, deep drawn foot plates, wider 
tread. Closed: 8% inches. Open: 11% inches. Weigh per pair 4% Ibs. 


MulticMwih new improved 1947 


RUBBER WHEEL 


BEGINNERS’ COMBINATION ROLLER SKATES 


The sensation of the year, improved, streamlined; and it’s an ICE SKATE, too! Big, 
husky, hardened steel-runner chassis that’s fully adjustable from 6%” to 8%”. Weight per 
poir: 2 Ibs. 50z. Individually boxed. 2doz. per shipping carton. Weight per carton 55% Ibs. 


Mult in wik the ORIGINAL, 16-DISC WHEEL 


Papi rindintihin BEGINNERS’ ROLLER SKATES. The leader in its field since 1945, and 
in demand wherever Beginners’ Roller Skates are sold. Be sure your 
stock includes these clever, little original 16-Disc Wheel Roller Skates. 
For ages 3 to 6. Packed 1 pr. per box, weight 3 Ib. 1 oz. 2 doz. 
per shipping carton. Weight per carton 78 Ibs. 


MULTI. KWIK COMPANY... VISION OF RADIOBAR COMPANY OF A 











ENERAL OFFICES 3 AVENUE EST LOS ANGELES 


TERN SHIPMENTS will be made ! 


HARDWARE AGE 
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Production is 
# 


Day after day more Steelcraft Wheel Goods and Mercury 
Bicycles are pouring from our ultra-modern production 
lines. Volume on many items of our Steelcraft line is 
rapidly approaching prewar levels. Barring material short- 
ages beyond our control, we look forward to exceeding 
prewar volumes because of our enlarged plant capacity. 


We are sure this is welcome news to our friends in the 
trade. To be fair to all buyers, we must temporarily con- 
tinue delivering on an allocation basis. However, we are 
steadily approaching the time when we can promptly fill 
all requirements. 


THE 


MURRAY : OHIO 


MANUFACTURING COMPANY 


CLEVELAND 10, OHIO, U.S.A. 





1946 
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The PERFECT PLAYMATES for 
infants and young children 
‘ TE.) 


STANDING WOOL 
PLUSH ANIMALS 


with RATTLE BALLS 


They’re very soft and cuddly, and 
their heads turn into very appeal- 
ing poses. Animals assume natural 
standing pose and hold plastic 
balls that rattle. 











WRITE FOR New IDEAL CATALOGS E 
- — —_— — — a ee ee a a ee ee ae cee 
" | 

IDEAL NOVELTY & TOY CO. it cAsciadvenseanenene | 
| 200 FIFTH AVENUE 
| NEW YORK 10, N. Y. | 
| TORR TI i. i rinsacinaneeansesaeeanseaiial | 
| | 
fae doz. No. 1801-3D (DOG) TO RETAIL AT 2.98 ] 
fat nsnee doz. No, 1801-3C (CAT) TO RETAIL AT 2.98 | 
! | 
| I IIR alesse sna natinniinanenegesdatenasssiinhabbehisaabianall | 
cannes scccnccacnsscescsnnntnctensncnesceccesneniincienecistennesnnstqum _— ! 
| ! 
i Buyer's Signature .... Dept..__....... ] 














— and you Dealers are waiting for 


WORD FROM UNION 


on the New-line Leaders 


You’ve borne with us through materials-shortages, 
production snags, disrupted delivery schedules 
due to national conditions. You expect to be 
repaid for your waiting by Values striking a new 


pitch in the scale of PROFITS. 


They’re coming! — the greater UNION lines with 
all the design and utility features built up while 
production was held up. They’ll be shipped with 
our grateful appreciation of your patience,—to be 


translated into record sALEs of 


Roller and Ice Skates, Fishing Tackle, 
Chisels and Screwdrivers, Hack 
Saw Frames, Gun Implements 


EERE EE PSRA SL 
HARDWARE COMPANY 


aw EU E aw EY 
TORRINGTON. CON 


NEW YORM OFFECE HAMOGBUERS 
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YARANTEED TO 
OFTEN UP THE 
JUGHEST SHOPPER 


$1440 $1620 


MANUFACTURERS’ AGENTS 




















Sel King—Single action; precision alu- 
| minum; 4% oz., yet it has strength of 
i] heavy reel. Fits all fly rods. Holds 100 
yards line; adjustable click regulates 


drag. Guaranteed. List price $4.50. 





Koyalbdle RORDEES 


IMMEDIATE DELIVERIES ON ENTIRE LINE 


List price $3.50. 
I oa sta tan snciice 1 cn 
1333 FOLSOM STREET a7 SAN FRANCISCO 3, CALIF. 





Jy 
4 
SURF CASTING REEL 


Holds world’s record in hands of Primo Livenais for cast of 485 
feet! ¢ Perfect star drag tension control. Finely balanced precision 
construction. High speed clutch prevents broken lines. Spring 
balanced breaking assures smooth snubbing. Gears constantly 
meshed to eliminate stripping; synchronized to withstand shock 
of largest fish. Unbreakable aluminum alloy spools $ 0 0 
with Oilite bearings. Weight 14 oz.; line capacity 16 

250 yards; gear ratio 2 1-2 to 1; spool width 2 1-16"; 
diameter 2 7-8”. Guaranteed. O. P.A. Ceiling. 










LIST 










Lord Weldon Fly Rod Reel—All metal; Deluxe Two-Piece Sand Spike — Fishing Reds—Four styles—one and two 
etched finish prevents corrosion. Chrome finished, collapsible. piece rods. Light, sturdy, all steel with 
Single action, flyweight. Holds Holds any size pole... fits all wooden handles, special end tip and 
over 50 yards of line. Guaranteed. tackle boxes. List price $2.00. strong, steel end piece. List price $2.00. 

















RETAIL PRICES 


No. 0 $1.39 
No. 2 2.95 
No. 3 5.95 





5104 Hollywood Blvd. 


BARNETT SPECIALTY COMPANY 





Now Available With Replacement 


PLASTIC CRAFT SUPPLIES 


Creative Plastic Craft takes kits out of the one-time sales class, 
and carries plastics to the top of your profitable repeat sales. 
YES! “Repeat Sales”—not just for Christmas, but year round 
Plastic Craft business. 


Write at once for descriptive folder 


PLASTIC MATERIALS AND SUPPLIES 
Hollywood 27, Calif. 
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INTERCHANGEABLE GUN BARRELS ° 
SHOOT .0312 (5/16”) STEEL BALLS 
OR .0175 (B.8.) SHOT — AND A 
NEW RECOVERABLE TARGET 
AMMUNITION SOON TO BE 
ANNOUNCED! 


DEALERS 


IMMEDIATE DELIVERY 
.- if yow get your order in 





SEPTEMBER 26, 1946 





AIR RIFLE 


WITH 2 INTERCHANGEABLE GUN BARRELS 


Combining everything you’ve ever dreamed of in a fine air rifle, the 
powerful, new, ‘’M-312,’’ for small game hunting or target practice, 
today makes its dramatic entry into the world market. 

Light in weight because of its new aluminum, special alloy and finely 
tempered steel construction, the ‘‘M-312’’ sports perfect balance, power 
and pin-point accuracy whether using .0312 or .0175 barrels, both of 
which are provided at the one low price. 

Brilliant gun metal lifetime finish, bolt action, single shot; serially 
registered, guaranteed, the ‘’M-312’’ is well on its way to becoming 
America’s most sought after air rifle. 


ONE LOW PRICE INCLUDES BOTH BARRELS 


NATIONAL CORPORATION 


An Affiliate of Burhans & Associates * 234 East Colorado Street, Pasadena 1, California 
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Make QUICK Sales With the /MPROVED 
TRI-BIKE 


Here It's ‘ FULLY PATENTED, TRADE MARK REGISTERED 


A “Trike” Your sales and profits add up when both 
And kids and parents see the rugged strength 
oe and convertible features of TRI-BIKE: 


4 
Here It's Heavy aluminum alloy frame, ball race 
e A Bike! wheels, tail light, license plate, forged cranks 


Imm iliate Delivery! 


Don’t be caught without your stock of TRI-BIKES. Rush us 


your order now. We will give you exact date of shipment 
FAMOUS FOR ITS STRENGTH by return mail 








We carry a 16” SIZE ONLY—SHIPPING WEIGHT, BOXED, 2612 LBS. 
large warehouse stock DEALER’S PRICE $17.75 EACH, F.0.B. LOS ANGELES 


PYRAMID COMMODITIES CoO. 


DEPT. 3, 3819 SO. VERMONT AVE. ROchenter 0900 LOS ANGELES 37, CALIF. 


Jor Straight-Shooting Youngsters 


(and their oldsters, Lo0) 


the BANA BIG GAME 
SHOOTING GALLERY 


o i 
_7 with the SPECIAL AGENT 45 
“automatic TOY PISTOL 


which actually shoots small wooden pellets 

at the target animals. These animals are num- 

bered for use as a competitive game and the net 
backstop catches the pellets that are “near misses.” 

This set is attractively packaged and includes one BANA 
Special Agent 45 Automatic Pistol, target animals, backstop. 














Available for immediate delivery—it is priced to sell 


SN ANY —at $2.98 retail. 


BANA WALL TYPE CAN OPENER : SLIP-TITE HOSE COUPLINGS - BANA SWIVEL SNAPS 


a BANA eros 


BANA COMPANY + 116 New Montgomery Street + San Francisco, Calif. 
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OMA’s exciting, new complete 
line of toys is now ready. See them... 
stock them for volume sales! 


OMA conror 

N CORPORATION 
55 W. 13th Street, New York 11, N. Y. 

MAKERS OF THE WORLD-FAMOUS NOMA LIGHTS 
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STRONG SMOOTH 
HANDLES INSIDE 


EASY TO 
LOAD 


“STILL SETS THE PACE FOR SALES FEATURES 


Yes, the original Masters Handi-Cart is a cinch to sell . . . just tell your customer this: ‘Look at 
the perfect balance, even a child can push a heavy load . . . and it’s easy to load, the single 
“centered”’ support is placed for maximum leverage . . . Note the ‘‘U’’ channel handles sup- 
ported inside with an extra plate and the “full grip’’ wooden handle bar for easier control. . . 


Last but not least, the smooth inside, no bolt heads or rivets to catch and tear. 

That's all you have to tell to sell! Your customer can see the other features such as the solid 
rubber tires . . . the sparkling baked enamel finish . . . the all-stee] welded construction. Write 
for Masters Literature and see why the leader still sets the pace. 


STOCK THE WHOLE LINE OF PROFIT-MAKERS 


The three sizes of Masters Distributors shown _ details and sales features are listed in Masters 
below offer you sales and profits from three j Literature, which is yours for the asking. 
classes of trade . . . The Masters Perfect appeals The famous Masters Planter has a sales 
to golf courses, estates and cemeteries...The record for over 45 years because of its many 
Masters Home Lawn No. 30 for the average unique and exclusive features. Sets and 
home owner .. . or the smaller Home Lawn waters up to 15,000 plants per day! Get full 
No. 25 for those who have only small areas or details on this excellent number .. . write for 
occasional seeding or distributing to do. Full _literature today. 


MASTERS 
PERFECT DISTRIBUTOR MASTERS HOME LAWN DISTRIBUTORS No. 25 
J Ne. 30 
- MASTERS 
PLANT 
SETTER 


MASTERS PLANTER COMPANY (senso uarso: ict 
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#522 DeLuxe—<Assortment of 
12 screw drivers. Every driver 
branded and warranted. Re- 
tail from 20c to 65c. 


#877 Assortment of 24 
Screw Drivers. Tool steel 
blades. Retail 10c to 40c. 





NG L & #806 Recessed Head 
Screw Driver. Extra 
@iarge handle. Retail 

50c each. 







































BARN ROOFS 






CRES-LITE 


SYNCHROME 


Trademark Reg. U. S. Pat. Off. 


finest quality 


) SUBMERGED 
; 
s ’ TRAILERS ‘ 
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. Af 
ed are the uses for Cres-Lite SYNCHRONY iN & FRAMES 


Practically unlimit 


Aluminum Paint. Have a supply with you on every job! 


k-drying, synthetic resin, , 
\ ENT + STEEL 


E is a quic 
oil paint, containing only pur aluminum 
pigment. We pledge ours maintain at all times the 
ity of OIL, PIGMENT, and SYN- 
ROS + MA- 
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HINE 
RY * MOTOR HOUSI 
One coat of SyNCHROME completely covers most surfaces { 
with a chrome-like finish unsurpassed for its resistance Yi } 
to heat, moisture, fumes, weather and corrosion. 
" | 
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Its high hiding power and durability make it the best 
ing for any interior OF exterior surface. 
ur dealer for a free copy © 
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protective coat 
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Display and Sell 


This big Fotit Insecticide 


for Moth Control 












Super-Fine Mist Penetrates Superior Valve —Controls par- 
cracks and crevices—killing in- ticle size and rate of spray for 
sects where they breed. most effective results. 





Strong Container — Meets or 
exceeds |.C.C. requirements— 
finished in attractive iridescent 
blue color. 


Safety Type Nozzle —Easy to 
direct, straight-away spray. 






























$” Guaranteed by > 
Multi-purpose Formule ‘Good Housekeeping 
Contains DDT and Pyreth- Hop , WF DEFECTIVE OR | oye 
AS ce 









rum. Kills moths, larvae S AbvertiseD 
and sterilizes moth eggs. 
Also kills roaches, flies,» 
ants, mosquitoes, bed- 
bugs, fleas, waterbugs, 


silverfish. 











Made by the Bridgeport Brass Company 






—manufacturers of quality products for 
80 years. 









These features have made Bridgeport 
Aer-a-sol the market leader. Available in refill- 
able and non-refillable models. Order from your 


jobber today. 









BRIDGEPORT BRASS 


ede 
BRIDGEPORT BRASS COMPANY, BRIDGEPORT 2, CONN. Established 1865 
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Nearly every customer who enters your store is a 
prospect for one or more V-Belts. Why not sup- 


ply them and earn those extra profits? 


The Gilmer “Eye-Ful” Tower V-Belt Assortment 
is specially selected for retail hardware sales. The 
size range is sufficient to meet 887 different belt 
requirements—for washing machines, oil burners, 
power tools, home workshop equipment, and 


other small appliances. 


Cash in on this profitable belt replacement market. 
The Gilmer Assortment and its selling acces- 
sories include everything you'll need. Sent to you 
complete for only $23.92. Sign and mail the 


coupon today. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 








L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Send me the complete Gilmer “Eye-Ful" Tower Assortment 
No. 350 as follows: 


1—35 assorted V-Belts for household appliances 

2—Gilmer Handimeter (patented) for quick measuring of belts 
3—Display stand, sign, inventory form 

4—Gilmer Belt Catalog, “America's Belt Bible" 


Bill me $23.92 through your nearest jobber. 


NAME__ 
ADDRESS atieduttnatnecaintsiillahion 
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Every time you make a 
sale or an installation, 
you either win or lose a 
prospect for other business. When you install 
a Life-Long DAYTON Water System, you 
win—its dependable service is good will for 
you every time. Remember—it’s good business 
to select Life-Long DAYTON Water Systems. 


THE DAYTON PUMP & MFG. CO. 
Dayton, Ohie 
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Creating more 
& more good 
Profits for you 





— 
TEL-0-POST 


The Original Telescopic All-Steel 
Basement Post with Built-in Jack 





Already over 200,000 home 
owners have bought TEL-O- 
POST. It's a big sales success— 
a new profit leader for dealers 
everywhere. Constant advertis- 
ing in national magazines is 
showing millions of home own- 
ers how TEL-O-POST levels and 
supports sagging floors—safely 
and permanently eliminates the 
cause of plaster cracks, sticky 
doors and windows, squeaky 
floors. 7 out of 10 homes need 
it. Cash-in on the big demand 
for this popular home mainte- 
nance product—feature TEL-O- 
POST, the original—the largest 
selling—the most profitable 
telescopic adjustable, all-steel 
basement post. 
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NOW IN BIG DEMAND 
7 out of 70 Homes Need it! 


Ideal for storm doors and 
windows and a host of other 


uses. 
@ R-V-LITE keeps heat in and cold 













The ~#U- A. WINDOW MATERIAL 


BUILDS VOLUME SALES 


MORE eggs—BIGGER eggs when “Vitamin-D” sunshine r@ys 
reach birds. R-V-LITE admits over 60 times more “Vitamin-D” 
rays than window glass—builds sturdier chicks and pullets— 
increases egg yield. That means steady, repeat business and 
bigger profits for R-V-LITE dealers. 





out. Sell it to prevent drafts and 
cold epidemics in the home and 
all farm animal buildings. Trans- 
parent, shatter-proof, weather- 
proof, durable. Backed by strong 
magazine and radio advertising. 


ee ee 
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| RETAIL A Complete One-Package 
Sale - Ready to Install 
9995) FE, "O" post 


FIRST in Sales and Profit 
FIRST with dealers everywhere 











TEL-O-POST 
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Ash Street 


Canadian Represer 
159 Bay Street Toronto Ontario 


am B Stewart & Co 


COMPANY 


Akron 8, Ohio 


tative 








ps. helps. 







ORDER FROM 
YOUR JOBBER TODAY 


ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 


3470 N. Kimball Avenue, Chicago 18, Ill. 
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AN IMMEDIATE MARKET 7 
TORO OlOP IAL 724 


The Groundwork 
Was Laid I] Years Ago ee 


11 years ago, LIBERTY DISTRIBUTORS laid a Northwast Hdwo. & Steel Co 
see he plan. It built solidly, grew steadily to the great 
Amarillo Hdwe. Co distribution network now serving the 48 states, 
mee Alaska, Mexico and Hawaii! Hundreds of man- 
ufacturers share this rich market—and the 
———=— pooled facilities of all 26 wholesalers united in 


LIBERTY DISTRIBUTORS. 


Albeny Hdwe. & Iron Co 
Albeny | New York 


Bock & Gregg Hdwe. Co 
Atlente |, Georges 


Herper & Mcintire Co 
ttumee lowe Supplee-Biddie Company 
$0’ te $19 ommece Street 


ae 1250 SALESMEN hit the road with YOUR lines Parte, ook aa 
Hunt & Mottet Co when you place them with LIBERTY. They see 
and sell 80,000 dealers — the cream of the hard- he Thomann Sy: Oe 
ware-housewares field. YOU can share these Ses: tenon 
Kolley-How-Thomson Co customers and every advantage that 26 aggres- siend Oho 

tisage Me sive LIBERTY DISTRIBUTORS provide. It's a 


chance to reach every city, town and rural area 
quickly and economically; to cut credit losses, +: A. Wittiems Co 


extra accounting costs; and to swing into high 
gear for the inevitable day of keen competition! 


29 


. 
Bouse ide 


Isaac Walker Hardware Co. 
Pe . son 


Wyoth Company 
formerly Wyeth Mawes & mh 


THE BLUE RIBBON GROUP OF AMERICA 


Liberly Uistribulors 


HEADQUARTERS 14 NORTH FIFTH STREET + PHILADELPHIA 5S. PA. 
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NATIONALLY KNOW.N 
NATIONALLY ACCEPTED 






HARDWARE MERCHANTS 
CAN INCREASE VOLUME 
AND PROFITS WITH THIS 
POPULAR MERCHANDISE 


The Wood Shovel and Tool Company 


announces a new line of popular priced 







snow shovels, snow pushers, sidewalk 



































NATURALLY EASIER TO SELL 








The STUART CLOSED BACK SHOVEL 


The standard of comparison among all 
popular priced shovels. Blades of high 
carbon steel, heat treated. Quality X 
Grade Handles, smoothly sanded, and 
thoroughly waxed. 












The WILSON OPEN BACK SHOVEL 


A Genuine Leader Item—the undisputed 
value leader among all low priced 
shovels. Blades of carbon steel, heat 
treated. No. | Grade Handles, smoothly 
sanded and thoroughly waxed. 





















2 GREAT HARDWARE 
LINES—MEETING EVERY 
NEED OF QUALITY, 
CONSTRUCTION, PRICE 


WOOO 


LE Le LLLP 


GHOVELS SPADEF SCOOFF 





| cleaners and furnace scoops. 


| cludes the following items: 








It in- 











Steel D Handle Snow Shovel 
Long Handle Snow Shovel 





Steel D Handle Furnace Scoops 

38” Steel D Handle Ribbed Snow 
or Street Shovel 

18” Snow Pusher 

24” Snow Pusher 

Open Back One Piece Sidewalk 
Cleaner 

Welded Socket Ferrule Sidewalk 


Cleaner 
















All of these are popular priced, and 
carry Wood’s “Eureka” label. All are 
attractively finished to catch the eyes 
of customers. The sockets of the Shovels 
and Scoops are polished. All handles 
are thoroughly sanded. D handle tools 
are equipped with substantial steel D 










tops. 














This is the kind of winter goods shovel 
line, for which smart merchants have 









been waiting. It includes volume sellers 
only. Every item is a hot number, no 
slow movers to tie up capital and de- 


crease profit. 





Easy customer acceptance of each of 
these items is assured, because The 
Wood Shovel and Tool Company en- 
joys a national reputation for producing 
tools of dependable quality only. 











Furthermore, with this line, merchants 
are assured of repeat business from 
customers who are sure to be satisfied 
with what they have bought. 









Write to your nearby Wood jobber for 
and other detail information 
about Eureka Brand Snow Shovels, 
Snow Pushers, Sidewalk Cleaners and 
Furnace Scoops. Steel for blades and 
wood for handles is limited, so get your 
order on record as quickly as possible. 





prices 









Patronize your hardware jobber be- 






cause serving you is his business. 


(Advertisement) 
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the AMERICAN chain 


of a Hundred Uses 

















With the same tensile strength as new #" hemp 
rope, this Tenso pattern chain has many uses 
about the farm, the town home, playgrounds, 
stores — almost anywhere. With clevis links, 
snaps, swivels, S—hooks or other attachments 
it can be made into assemblies for special 
uses. You will find this a very popular 
chain-—worth prominent display in your store. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments... 





Just Among Qurselves 





... By Charles J. Heale 











HE “oh yeah!” is ours. 
The rest of this heading sum- 
marizes an opinion we have 
heard expressed intermittently for 
three decades by various manufac- 
turers, their advertising agencies and 
by certain wholesalers. For the last 
three weeks we have been on the 
road calling on, or meeting with, all 
three types of business, and it seems 
that this kind of comment is louder, 
more frequent and definitely more 
inaccurate than ever before. . 

Let us take a “look at the record,” 
as provided by the U. S. Department 
of Commerce in its monthly “Survey 
of Current Business”—not only the 
best guide but actually the only sum- 
mary that merits much credence for 
an “over-all” gage in today’s scram- 
bled business picture. 

Currently, the “Survey of Current 
Business” shows the following inter- 
esting and inspiring sales volume 
data on retail hardware store sales: 


For the 12 months ending June 30, 
1946—$1,419,000,000.00. 


For the 12 months ending June 30, 
1945—$1,075,000,000.00. 


The gain is $344,000,000.00 


Even in these days of loose public 
spending, a gain of more than a 
quarter of a billion and close to a 
half billion is, in the vernacular, 
definitely “not hay.” 

If you are interested in the facts 
about retail hardware store volume 
and their gains by months, please 
look over the figures shown at the 
right, also from the same source: 
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On a percentage basis for the first 
first seven months of this year, as 
compared with the similar period of 
last year, retail hardware sales have 
reflected a gain of 39 per cent, while 
wholesale hardware sales have in- 
creased 32 per cent. 

Upon questioning, we have, too 
often, found the opinion that “the 
hardware trade is slipping and let- 
ting others steal their business” 
premised on rather scant experience 
—-primarily premised on individual 
experience with some one store which 
is not doing the right kind of a job— 
frequently a large city store which 
caters primarily to transient trade 
and takes its business as it comes. 
That is true in all retail fields. 

Sometimes this critical view is 
taken by a manufacturer who ob- 
tained his original distribution and 
start with hardware distribution; 
continues to find hardware distribu- 
tion the backbone of his bread and 


butter business yet in recent years 


Month 1945 
July $86,000,000.00 
August 88.000,000.00 
September 88,000,000.00 
October 92,000,000.00 
November 90.000,000.00 
December 103,000,000.00 
January 74,000,000.00 
February 68,000,000.00 
March 94,000,000.00 
April 94,000,000.00 
May 96,000,000.00 
June 102.000,000.00 

Total $1.075,000,000.00 


“The Hardware Trade Is Slipping and Letting 
Others Steal Their Business’—Oh Yeah!:— 





has enjoyed some “flash” volume 
from non-hardware sources. He is 
over impressed with the admittedly 
good performances of a few scat- 
tered non-hardware distributors and 
then decides that the hardware trade 
is slipping. 

Then again, there are wholesalers, 
and groups of wholesalers, whose ex- 
periences in business are not unlike 
the manufacturer cited as an ex- 
ample. They too, sensing some added 
volume, go quite far afield and sup- 
ply gas stations, pool parlors, grocers 
and goodness knows what with hard- 
ware store products. During the ac- 
tive war period and the present post- 
war era they were and are supplying 
these non-hardware dealers with crit- 
ical merchandise. This is a very 
doubtful contribution. But it is being 
done, and rather widely, despite the 
fact that they, too, have their basic 
bread and butter income from retail 
hardware dealers. 

To both of these groups we repeat, 


Gain for 1946 









1946 Over 1945 

$98,000,000.00 $12,000,000.00 
97,000,000.00 9,000,000.00 
98.000.000.00 10,000,000.00 
112,000,000.00 20,000,000.00 
112,000,000.00 22,000,000.00 
130.000,000,00 27,000,000.00 
99,000.000.00 25,000,000,00 
100,000,000.00 32,000,000.00 
129,000,000.00 35,000,000.00 
145,000,000.00 51,000,000.00 
152,000,000.00 56,000,000.00 
147,000.000.00 45,000,000.00 
$1,419.000.000.00 $344,000,000.00 
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with no intended offense, the old 
story which goes something like this: 
“The snappy little blonde stenogra- 
pher, about 20, looks awfully good, 
for the moment, as she merrily trips 
down the street—but, remember that 
mama is at home, making meals, 
washing the dishes, doing the house- 
keeping, bringing up the children— 
every day in the year.” And distri- 
bution channels are quite similar. 
Some are fundamental and others 
are of the moment. 






The wholesaler-retail hardware dis- 
tribution channel is fundamental and 
enjoys a stability that is unmatched. 
It also enjoys a credit rating that is 
the envy of all other distribution 
fields. 

The hardware distribution busi- 
ness came through the war with a 
minimum of fatalities. It enjoyed the 
same experience during the recent 
depression era. It faces the post-war 
period with the same fortitude, sta- 





* * * 








bility and energy that it displayed 
during the war and the depression. 
The hardware distribution channel is 
here to stay. Wise producers know it 
and are making it a basic part of 
their sales planning if their lines are 
suitable for hardware distribution— 
and practically everything is but 
drugs, food and clothing. 

No, the hardware trade is NOT 
slipping. It is growing stronger and 
doing a better job, collectively, than 
ever before. 





A Message to Wholesale and 


( )’ the simple theory that “where 

there is smoke there may be 
fire,” we urge every wholesale and 
retail hardware distributor to read 
again the preceding comments. For, 
if an increasing number of manufac- 
turers serving the hardware field are 
expressing dissatisfaction with whole- 
sale-retail hardware distribution, it 
is high time for “self-inventory” and 
“self-analysis” on the merits of the 
charges involved. 

Although we are “standing pat” 
on our conclusions expressed in con- 
nection with the preceding com 
ments, we are not unmindful that 
such criticisms are based either on 






W Hat is a billion dollars? Have 
you any idea? Have you any 
gage that makes a billion dollars a 
precise, appreciable or understand- 
able amount of money? Maurice 


Sherman, editor, The Hartford Cou- 
rant (Conn.) tells us that if you were 








Retail Hardware Distributors:— 


unfavorable experiences or misinfor- 
mation. We hope, and largely sus- 
pect, that it is the latter. Even so, 
wholesalers and retailers should not 
dismiss lightly any charges that they 
are allowing other channels of dis- 
tribution to steal their business away 
when it is not necessary. 

Obviously, no wholesale or retail 
hardware establishment can make a 
constant special selling effort on the 
thousands of items available through 
hardware distribution channels. With- 
out a doubt, a small number of other 
than hardware distributors can fre- 
quently make such special effort and 
have done so, unduly impressing the 





* * * 





What Is a Billion Dollars? 


Do You Know?:— 


to spend one dollar per minute it 
would take 1900 years to spend a 
billion dollars, or that if you started 
in the year 700 B.C. with a billion 
dollars and were to spend a thousand 
dollars per day, you would have left 
on Jan. 1, 2039 (93 years from now) 





* 





* * 








producer of such goods. But we re- 
peat that the “day-by-day, bread 
and butter volume” of well organized 
wholesale-retail hardware channels 
represents, in almost all cases, a 
sounder and more permanent alle- 
giance. Hardware distributors are 
urged to impress this fact on sup- 
pliers, and at the same time do the 
best possible job all of the time on 
all goods, so that such criticisms 
may become less frequent. 
Manufacturers, wholesalers and re- 
tailers are invited to comment, for 
publication, on this basic subject— 
with or without the use of their 
names, but preferably with them. 








more than one million dollars. Mul- 
tiply this by 28 or 29 and you get a 
picture of current “money in circu- 
lation.” Or multiply this by 265 or 


266 and you have a picture of our 


current national debt. 







Taxing the Consumer Co-ops 


ROM sources we have always 
found both reliable and well in- 
formed we gather the impression that 
the Ways and Means Committee will 
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Just Like You Are Taxed:— 


give early attention to taxing the 
Co-ops (just like all other businesses 
are taxed) when Congress meets 
again in January. 











In the meantime, your two Sen- 
ators and Representative are at home 
or away on vacation. They don’t re- 


(Continued on page 138) 





HARDWARE AGE 



















Z.% 


a a Ww 


re wf 6 Aa 


an. ia Ss 


i ~ 


ra OrrreerlC hrf hhlmltCO]* COU 





isplayed 
ression. 
annel is 
know it 
part of 
ines are 
ution— 
is but 


s NOT 
yer and 
y, than 


we re- 
bread 
anized 
annels 
ses, a 
t alle- 
$s are 
1 sup- 
lo the 
ne on 
icisms 


nd re- 
t, for 
ject— 

their 
m. 


Mul- 
get a 
‘ircu- 
5 or 


our 


Sen- 
ome 
t re- 





Here’s a strong combination that 
BUILDS BUSINESS FOR DISTRIBUTORS 
of LOCKWOOD Builders’ Hardware 
























SWEET’S Architectural File 


Architects and Engineers use the prac- 
tical LOCKWOOD Catalogs which 
appear in SWEET ’S Architectural 
File each year—and LOCKWOOD 
Distributors know that these catalogs 
build business for them. 


SWEET’S Builders’ Catalog 


NOW, for the first time, contractors 
and builders of homes are receiving 
a condensed file of LOCKWOOD 
Builders’ Hardware in SWEET’S 
Builders’ Catalog 1946. This is the 
second edition: the first was published 
prior to the war. 
























30,000 Builders 


30,000 copies will be distributed by SWEET’S to builders of light 
structures, principally houses: to operative (speculative) builders; 
and to contract builders. 










A Selected Active Market 


Firms and individuals receiving SWEET’S Builders’ Catalog 1946 
—the distribution started in July—are selected according to dollar 
volume of work: for example: 4 houses 
at $7,500 each, or $30,000. This dis- 
tribution is governed by the Cumula- 
tive Activity Record maintained by 
SWEET’S Distribution Department 
through the news-gathering facilities 
of the F. W. DODGE CORPORA- 
TION, of which SWEETS is a 
division. 












Tell Your Builders 


Distributors capitalize these LOCK- 
WOOD selections of basic architectural 
and builders’ contacts. They know 
by actual experience that the practi- 
cal LOCKWOOD information in | oc k weed d 
SWEET’S Architectural Catalog and ° 

SWEET’S Builders’ File does develop builder's’ 
profitable volume business for them. by ar a ware 
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LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Division of Independent Lock Company © Fitchburg, Massachusetts 
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I, the first three chapters 
of this series we have considered the 
general over-all picture of builders’ 
hardware operated profitably. Now, 
we shall consider specific problems of 
the department itself which, if prop- 
erly handled, add profit or at least 
guard against loss. 


Proper Scheduling 
Of Contracts 


Before contracts can be secured 
plans must be figured, estimates made 
and quotations written. In taking a 
hardware schedule off from plans and 
specifications the salesman usually 
does it in long hand on the same type 
of ruled sheets later used to type the 
hardware schedule. 

On this same sheet he costs his 
schedule, or take-off, adds his freight 
and profit and then quotes his pros- 
pect. 

As this shorter series is written 
with a view of augmenting the pre- 
vious series “Taking the Mystery Out 
of Builders’ Hardware,” rather than 
partly repeating it, I suggest at this 
point you have at hand your copy of 
that series. 

Should you not have one, Harp- 
waRE Ace, 100 East Forty-second 
Street, New York 17, N. Y., can fur- 


104 


The Mechanics of 
A Builders’ Hardware Department 


Part 4 


ADON H. BROWNELL 


nish you the entire series in book 
form with deluxe binding at $1.50 
each or in paper cover at $1 each. 
Send your check or money order to 
them and postage will be prepaid any- 
where within the United States. 

It would be my suggestion at this 
point that you review Chapter 10 of 
that series for method of making quo- 
tation. Be sure in, every quotation 
your bid clearly states: 

A—What you are furnishing. 

B—What you are not including. 

C—Your price and terms. 

It might well be added here, par- 
ticularly on larger jobs, a statement 
of the understanding you have regard- 
ing point of delivery and whether or 
not your bid includes cost of delivery 
to job. 

The suggestion outlined in that 
chapter relative to declining to fur- 
nish lists until you have the order is 
worthy of rereading carefully. It has 
been my experience that more jobs 
are lost than won by furnishing lists 
or schedules prior to receipt of orders 
as outlined in Chapter 10. 

A simple filing method with index 
by job name, cross indexed by name 
to whom quotation has been made, 








when to a different person, should be 
arranged and a copy of the quotation 
filed with the estimate sheets. 

When the order is received the sales- 
man should then review plans and 
specifications, detail his order com- 
pletely ready for typing. It is then 
handed to the stenographer to make 
required number of copies in a form 
as outlined in Chapter 11 of “Taking 
the Mystery Out of Builders’ Hard- 
ware.” 

Also, at this point in our considera- 
tion of the scheduling technique, I 
recommend your thoughtful study of 
Chapter 53 of this previous series. By 
doing so you will get the ideas clearly 
explained there as to ordering, filing 
and recording the entire transaction 
of each individual contract. 


The Complete Order 


When the order is completely sched- 
uled, made up in contract form, we 
will have— 

1. Outside cover. 

2. Contract heading page. 

3. Hardware schedule. 

4. Copies of orders to factories. 

5. Original quotation. 

6. Original estimate sheets. 
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We come now to one of the key chapters of this series— 
the mechanics of the department and the way it should 


7. All correspondence pertaining to 
job. 

8. Credit approval. 

9. Yellow sheet for extras. 

10. Blue sheet for credits. 

At this point the department man- 
ager should order all goods from the 
factories that he does not intend to 
take from open stock. 


The Index Book 


The completed schedule is given a 
numerical contract number as ex- 
plained in Chapter 53 of the previous 
series. There should be an index book, 
numerically arranged and giving the 
job name following the number. For 
example as shown in the accompany- 
ing illustration: 

X 347 Brown Shoe Store and 

Office Building 

There must also be an alphabetical 
index on the job illustrated in Chap- 
ter 53 of the previous series. I would, 
for example, list under B’s: 

Brown Shoe Co. Store and Office 
Building X 347 and cross index is 
under the name of the contractor as 
well, under C. 

A. B. Constructor—Brown Shoe 
Store and Office Building X 347. 

In this way, where there are a large 
number of open contracts, the job can 
be quickly located by number, name 
of job or name of contractor. 

After all these steps are taken the 
contract can be turned over to the 
stock clerk who will put aside in bins 
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operate. Read it carefully for it is extremely important 


By ADON H. BROWNELL 





H. D. Taylor Co, 
Buffalo, N. Be 


Builders Ha rdware Department 






Contract No. __ X347 






Date___May 14, 21938 





a 
ee 






T ones 
ype of Building Store & Office Building 






Location Main 4 High Sts., city 
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Front cover for builders’ hardware Contracts. 
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Opposite side is similar, 32 bins in all. Note each goes halfway through counter. 


all merchandise from open stock so 
that it will be available when required 
and insure customer against disap- 
pointment. 


Fine Bin Arrangement 


The best bin arrangement I have 
ever used was at Fort Pitt Hardware 
Co. in Pittsburgh and is illustrated 
on this page. 

Bin number should be noted on the 
contract and contract number noted 
on the bin. As goods come in from 
factories on contract they are checked 
in on the job and put in the bin 
assigned to that particular contract. 
This saves much time and confusion 
for the stock clerk. 

When any part of the contract is to 
be shipped out, goods are taken from 
the bin, double-checked and shipping 
letter inserted, i.e., Shipment A-B-C, 
etc., as shown in the accompanying 
illustration from the previous series. 

In billing, simply record shipment 
by item number which saves a great 
deal of time of the bookkeeper, biller 
or stenographer. 

It is customary once a month to 
make partial charges where contracts 
are not completely shipped for all 
goods shipped during the current 
month. This is usually done a few 
days before the end of the month. 

When the contract is fully complet- 
ed it always should be charged out to 
the full and final amount of the con- 
tract. 

Care should be taken to see that all 
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extras are charged as shipped to save 
misunderstandings later on. 

Credit for returned merchandise 
should also be promptly made. It an- 
noys customers when this is not done 
cheerfully and promptly. Attention to 
this creates customer good will. 

At the same time, the suggestions 
of Chapter 53 of the previous series 
should be carefully followed. Do not 
give credit for special goods unless 
ordered in error by yourself and only 
credit regular merchandise at cost for 
you have nearly all your overhead in 
reselling and reconditioning. Failure 
to follow these simple rules has been 
one of the major causes for depart- 
mental losses. 


Check Records Monthly 


Management should check all con- 
tract records once a month and verify 
charge information noted on contract 
headings to be sure charges have been 
properly recorded and accounted for. 

Salesmen should not fill their own 
orders as it tends to encourage a 
salesman to cover up his own mis- 
takes. The stock clerk, who has no 
financial interest in the compensation 
awarded salesman, should fill all 
orders when properly noted on the 
contract or on the yellow sheet of 
extra items. 

Another drain on the department 
that is often entered into through de- 
sire to satisfy a customer, is the habit 
of breaking up sets to secure usually 
some minor part quickly and then not 
re-ordering so that the set can be put 
pack into saleable condition. 





While fully recognizing the com- 


mendable objective of satisfying the 


trade, it must also be recognized that 
company profits are necessary. If it 
is not an important customer, eithe: 
get sufficient cost out of the part sold 
to cover the cost of the complete set 
or do not sell it. 

If it is a “must” customer then 
rigidly maintain a practice of imme- 
diately ordering the sold part and 
keep the unsold portion prominently 
in the way so it is not lost track of 
until it is complete again. Never put 
part of the set back in regular stock 
where it might be sent out as a com- 
plete set and occasion complaints and 
customer dissatisfaction. 

When boxes are “broken,” i.e., 1. 
doz. sash fasts have, for instance, four 
or five sold out of the box, always 
mark a heavy “X” on the box, again 
eliminating a common cause for 
claims and shortages. 


Review All Broken Sets 


During your dull season make it a 
practice to review all broken sets and 
odds and ends with a view of using 
up every possible piece. Considerable 
money can be made by so doing. 

Keep a close watch from your stock 
cards on slow moving or obsolete mer- 
chandise and use real sales effort to 
move it as quickly as possible. No 
money can be made by letting these 
items accumulate. The war taught us 
a great lesson in cleaning up odd 
items but they have a way of accumu- 
lating fast if not religiously worked 
on. 

This chapter, called a chapter on 
the mechanics of the builders’ hard- 
ware department, is a very important 
function of a successfully operated 
business. 

In our next chapter we will discuss 
functions of a builders’ hardware de- 
partment manager. 
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Inside measurements of bins. 
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Here is a typical five-set window display concentrating on a single item-paint. 





Special Emphasis on Window Displays 


, H. H. Buhne Co. of 


Eureka, Cal., store was started in 
1866 by H. H. Buhne, a sea captain. 
It was opened originally as a ship's 
store and chandlery. Captain Buhne 
wrote in his diary in 1867, “I want 
a dais in front. I shall keep it deco- 
rated with bunting and banners. I 
will show candles and lamps and 
carry knives and lanterns. It will be 
so good they cannot help themselves 
from buying.” 

From this beginning, the display 
set idea developed until today the 
120 ft. of display front is divided into 
separate sets 7 ft. 6 in. high, 6 ft. 
deep. with a post every 7 ft. for the 
divisions. 


The Changing Times 


“The old days are gone forever,” 
says E. C. Quill, president of the 
firm and general manager. “I can re- 
member back thirty years ago when 
Captain Buhne did the biggest busi- 
ness along the coast in ship’s stores. 
He also operated sea-going tugs on 
Humboldt Bay and outfitted sailing 
ships bound for Australia with five 
or six million feet of redwood lum- 
ber.” 

Today, the store does a conven- 
tional small town hardware business 
with volume for 1945 of over a quar- 
ter of a million dollars, and volume 
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Has Paid Dividends for 80 Years 





The founder of the H. H. Buhne Co. 
stated that he would concentrate 
on this feature and his politics 
have continued for eight decades 


for the first six months of 1946, at 
least 25 per cent above the same 
months for 1945. 

The 18-month volume from Janu- 
ary 1, 1945, to June 30, 1946, is di- 
vided as follows: 60 per cent general 
hardware; 20 per cent houseware, 
including china, glassware, and gifts: 
10 per cent sporting goods, and 10 
per cent paint. 

Window sets follow this volume 
division closely. In building sets, 
which are changed each 10 days, over 
50 per cent of the display space is 
given over to general hardware lines. 
Except for one seasonal spread, paint 
displays occupy about a tenth of the 
120 ft. of display space along the 
front and side of the building. 

The store has a sales balcony or 
mezzanine floor along one side. The 


full second floor, which is 60 by 100 


ft. is used for storage. There are 


three warehouses. 

Display and sales floor space, and 
warehouse space is also divided as to 
departments, and as to volume. The 
general hardware department occu- 
pies between 50 and 60 per cent of the 
floor space and approximately the 





same percentage of the warehouse 
space. 

Advertising follows this same de- 
partment unit division. The store 
advertises in two daily newspapers, 
one display ad per week in each. 
These are run on Wednesday evening 
and Thursday morning, a_ plan 
started 30 years ago when the papers 
were weeklies. Cost is 514% cents per 
column inch per paper, and display 
ads, 2 columns wide and 8 in. high 
are used. The advertising budget 
constitutes a very small percentage of 
the volume. 


Effective Tie-Up 


“We have found from more than 
fifty years of experience,” Mr. Quill 
says, “that when increased emphasis 
is given to window displays, small 
newspaper advertisements calling at- 
tention to what is displayéd as lead- 
ers bring best results. Increased em- 
phasis on window display greatly cuts 
the necessary advertising budget.” 

For a 30-year period prior to 1941, 
the ratio of cash sales to credit was 

(Continued on page 124) 
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When 


Access to the base- 
ment farm store is 
provided by stairs 
which are just in- 
side the entrance. 






































Appliances, when 
a section near 
of various kinds are shown near 
them upon the section sidewall. 


The store windows are illuminated at night and attract plenty of potential customers. 


They Doubl 


Wren the Harris Ace 


Store of Watertown, Wis., doubled its 
floor space during the past year to 
a total of close to 6000 sq.ft., sales 
in the store tripled quickly and prob- 
ably will hold to that pace for the 
rest of the year, according to Edgar 
L. Wurtz, manager. 

The Harris Stores organization is 
operated by James B. Harris, of 
Janesville, Wis., who established his 
first store in that city in 1936. The 
organization also has stores at Beloit 
and Portage, Wis. 

Mr. Harris states that his company 
was induced to enlarge its facilities 
and modernize its equipment in 
Watertown, because of the confidence 
he had in the future of that city of 
11,000. The addition of a furniture 





available, occupy 
the front. Gifts 
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pastomnens: Some furniture is near the entrance, paint is at the left rear and glassware in the center. 


loor Space They Tripled Sales 


ble 


Harris Ace Store of Watertown, Wis., 
enlarged and modernized its entire 


ris Ace 
gg establishment with the result that 
oo sales traffic and volume have pyramided 
d prob- 
for the 
Edgar 
department, a new venture in the 
tion is Harris stores, he believes will also 
ris, of add materially to the possibilities for 
ed his increased sales and service. Oo Oo 
. The The new store is one of the finest 
Beloit of its kind in the state and occupies Lighting fixtures 
the first floor, basement and part of ~~ many types are 
‘ eatured in an in- 
npany the second floor of the Brube Build- teseating manner 
cilities ing in the heart of Watertown. It on the first floor 
nt in has an excellent front consisting of = the store. Near- 
; ; y is a large rack 
dence many fine display windows. A few on which is shown 
ity of doors away is a large theater, afford- an extensive stock 
, of lamps. This is 


aiture 


ing much traffic for night window 
showings. Mr. Wurtz, manager, says 
that with so much window space, it 
is possible to display numerous items 
in stock all at one time. This helps 
to pull more people into the store. 
Plenty of ceiling fluorescent light- 
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a popular section 
for the customers. 
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Laundry supplies and cleaning aids are featured at the rear by the stairway. 


ing helps to draw prospects into the 
store night and day, for most of the 
merchandise on counters and shelves 
can be seen by people standing on 
the street or just inside the front 
door. 

Directly inside the front door is 
a large wide stairway which leads to 
the basement. A large sign reads: 
“Basement Farm Store. 

Another sign higher up advises 
farmers that items such as “dairy 
equipment, eave spouts, fencing, gal- 
vanized wire, garden tools, harness 
hardware, plumbing supplies, pulleys 
and rope, belts, and shovels” are 
among items which can be purchased 
in the basement. 


Popular With Farmers 


“This 
popular with farmers,” says Mr. 
Wurtz. “We have plenty of dis- 
play space for farm goods and we 
try to make the most of it. Our store 
handles lots of items for dairy, poul- 
try and grain farmers.” 

Many of the basement displays at 
the center of the area are on raised 
platforms about 6 in. from the floor. 
This permits good display and easy 
cleaning around the bases of them. 
Sidewall displays can be seen by the 
customers as easily as those in the 
center. 

The Harris store carries a large 
line of water tank heaters for dairy 
and milk houses. These are displayed 


basement section is very 
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in the basement also on a raised 
platform and make an impressive 
showing. 

V-belts and auto and tractor sup- 
plies occupy another section of the 
basement. Step-up displays are used 
to make such items stand out to very 
good advantage. In fact, Mr. Wurtz 
has trained his salespeople so well 
that stock keeping and arrangement 
is always at a high level and this 
pays off in larger traffic and sales 
volume. 

Harness and leather goods are also 
shown in the basement and are 





















carried in considerable volume. This 
is one of the few stores in the area 
where such items are carried. Farm. 
ers know this and come from con- 
siderable distances to get their 
leather and harness goods. 

The first floor is, of course, the 
showplace of the entire store, excel- 
lent though the other sections may 
be. Furniture and table and floor 
lamps are grouped about the railing 
of the stairway leading into the base- 
ment, for this is an excellent place 
to show people a few furniture items 
and whet their interest to view the 
larger furniture section upstairs. 


Appliances at the Front 


Appliances, including small radios, 
also get an up-front showing when- 
ever the merchandise is available. 
China, pottery and gift items are 
featured at wall levels above the ap- 
pliance limits which makes for an at- 
tractive homelike appearance. 
Placques featured between range dis- 
plays make an attractive appearance 
and bring quite a few sales. 

Gifts and glassware are in a promi- 
nent spot because they attract the 
women shoppers and bring them in 
time and again looking for suitable 
gifts for various occasions. The store 
also features mirrors and _ pictures, 
displaying some of this stock up-front 
on the walls in a very distinctive 
manner. 

The wall areas for gift and other 
(Continued on page 120) 









A wide assortment of furniture is shown on the second floor. Pictures are 


an added and extremely popular feature with the customers of the firm. 
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Situated below a balcony and near a stairway, this section always catches the eye. 


Location and Display Stimulate 


Business in Paint Department 


aw has done 


much to swell paint volume at the 
Mahowald Hardware of Fairmont, 
Minn. That, coupled with attractive 
display, has been largely responsible 
for the way in which the cash register 
has been ringing up sales in that de- 
partment of the store. 

The department is located against 
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a rear wall above which is a toy and 
furniture balcony.’ The stairway 
leading to this balcony is along one 
wall. This means that everyone who 
looks at the balcony or who climbs 
the stairs to its sees the display of 
paints which the firm has to offer. 
A ledge near the balcony railing con- 
tains pyramided displays of paint 
also calls the attention of customers 
to this section. 

“This location helps us to sell 
paint,” states Mr. McNerny, manager. 
“Our toy and furniture department 


in the balcony is extremely popular. 
Most of its patrons are women, who 
are also home decoration-conscious. 
When they see the paint on display it 
often gives them ideas of doing some 
decorating in their homes.” 

The store management also identi- 
fies the various kinds of paints and 
varnishes with well-lettered strips, 
white on black, which are attached to 
the top of the shelves. These signs 
help the customer to identify the var- 
ious kinds of paint and varnish which 

(Continued on page 142) 


Mahowald Hardware capitalizes on 
rear-of-store spot and makes good 
use of it in building up volume 















































3 Durango, Colo., on the 
western slope of the great Continental 
Divide, the Jackson Hardware Co. for 
60 years has built its reputation on the 


best merchandise that money can buy 
and the best possible display arrange- 
ment for that merchandise. 

In the early 80s when the store was 
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This display draws 
customers from all 
parts of the store 
and is a_ sure-fire 
eye - catcher. It is 
adjacent to a cus- 
tomers’ “convenience 
corner” where there 
are a writing desk, 
chair and a tele- 
phone for the use 
of any of the pa- 
trons of the store. 





The china, glassware and gift department extends down the right side of the store. 


Quality Backed By Attractiv 


opened it was headquarters for pros- 
pectors and mine operators in that 
district. The founder believed in a 
policy of buying the top quality lines 
and then so arranging them that they 
sold themselves. 

Today, under the management of 
H. Jackson Clark, the grandson of 
the founder, this same operation pol- 
icy has first place. Assisted by his 
mother, Mrs. Fred Clark, the present 
manager, back from the Army, is 
swinging into stride to hold the Jack- 
son Hardware Co. as headquarters for 
everything in the hardware line that 
spells quality. And more, to make the 
displays sell that quality merchan- 
dise. 


The Store Interior 


The main floor sales room is 25 
by 100 ft. in size with a full basement 
for heavy hardware and farm tools. 
A two-floor warehouse in the rear has 
25,000 sq. ft. of floor space—a five- 
to-one ratio over sales floor square 
footage. 
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The Jackson Hardware Co. does not 
use “props” in its displays. Every 
item shown means a potential sale 


On one side of the main sales floor. 
tools and builders’ hardware are dis- 
played on cabinet doors both above 
and below the open shelf which is 
equipped with glass bins. 

On the other side of the room, and 
running the full length, are wall cabi- 
nets for displaying china, glassware 
and gift items. 


Island Displays 


The center space is used for island 
displays of gifts, glassware, house- 
ware, and kitchen hardware. 

In addition to Mr. Clark and his 
mother, 11 employees, six girls and 
five men comprise the staff. One full 
time employee is assigned to the dis- 
play work and housekeeping. 

One of the display features is a 
“gift alcove” near the front of the 


SEPTEMBER 26, 1946 


Manager H. Jackson 
Clarke conducts an 
inspection of some RK 
of the items which 
are featured with- 
in the gift alcove. 
This is a popular 
spot in the _ store 
and is a place in 
which the browsing 
customer is found. 


store. Here gift items of china, glass- 
ware and pottery are displayed in an 
alcove with a frame 7 ft. high and 6 
ft. long. Three rows of plate glass 
shelves, mounted on metal standards, 
run across the top. In the center, 
under the glass shelves is 2 five-shelf 


display what-not. At each end of the 
“gift alcove” are rounded corner 
shelves. 

Another display set is adjacent to a 
customer’s “convenience corner” with 
writing desk, chair, and telephone. 
This display has a center table for 
pottery items, an oval rug as a back, 
and book ends neatly arranged at the 
base. 


No Props Used 


Every foot of display in the store 
shows the result of professional ar- 
rangement. No props are used. 
“We're selling merchandise,” Mr. 
Clark says. “Much of this merchan- 
dise lends itself just as well to display 
work as would drape backs, display 
figures, and other standard props. 
When we build displays only of items 
which we have to sell, we know that 


Tools and builders’ hardware are 
along the left sidewall as one 
enters the establishment's doors. 
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everything which catches the cus- 
tomer’s eye at least has a chance of 
being sold.” 


Display Tables 


Center island display tables used 
for glass lines, housewares and kit- 
chenware, are 4 ft. wide and 6 ft. long. 
The tables have inset side walls of 
plywood so that a 20 in. shelf around 
the bottom and 4 in. from the floor 
can also be used for display. 


The tops of these display tables are 
stepped and in the center are two 
raised glass shelves mounted on monel 
standards, making an extremely ef- 
fective fixture on which to display 
merchandise. 

“We don’t have as large a turn- 
over,” explained Manager Clark, “as 
most hardware stores. We figure if 
we get three to the year we are doing 
well. But considering the fact that we 
carry a much larger reserve stock than 


is generally carried by a store in a 
town the size of Durango, the net re- 
sult is about the same. 

“We have found that displays and 
quality merchandise are just as much 
an essential for the small town store 
as the large city one. And so long as 
we hold to our sixty-year policy of 
giving display the priority and han- 
dling only quality merchandise, we 
are not worried about chain compe- 


tition of the mail order house.” 


New Store Has Novel Selling Methods 
All But Two Employees Ex-Servicemen 


TIXHE John H. Dykes store of Enid, 

Okla., recently celebrated its fifth 
anniversary by moving into new 
quarters. The new _ establishment 
occupies approximately five times the 
space taken up by the old location and 
is thoroughly modern in every respect. 
Hardware, housewares. electrical appli- 
ances, auto supplies and accessories, 
luggage, radios, toys, sporting goods 


The personnel of the store has been 
trebled, all but two employees being 
returned servicemen. The firm operates 
on a bonus system of rewards to sales- 
men. Each salesman gets a bonus if 
he makes his monthly individual quota 
of sales. If the entire store makes its 
monthly quota, each salesman, whether 
or not he has attained his individual 
quota, gets a bonus on his individual 


week gets a day off the following week. 

Mr. Dykes is a firm advocate of 
advertising. In the last two and one 
half years his advertisment has ap- 
peared in the morning. evening and 
Sunday newspaper in Enid without fail. 
The store also advertises regularly in 
the 15 newspapers which are published 
in its trade territory. At the present 
time, Mr. Dykes is sponsoring a 15- 
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Here's the modern interior of the Dykes store. It's up-to-the minute in every respect. 
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Pasch Paint & Hardware 
Co. establishment is 
designed in fluid 

style permitting 

an expansion or 
contraction as 
may be desired 








Mrs. Sadie Pasch, proprietor, 
and John R. Cole, manager, of 
the adjustable and easy-to- 
expand store in Ogden, Utah. 





: the importance of 


proper lighting and convenient, _at- 
tractive fixtures are vital in laying 
out a hardware store today is vital in 
attracting and holding trade is 
demonstrated in the Pasch Paint & 
Hardware Co. of Ogden, Utah. This 
firm, which opened in late summer of 
this year, found that trade was im- 
mediately drawn its way by neon- 
illuminated lights on the store front, 
and fluorescent lighting inside, ac- 
cording to John R. Cole, the store 
manager. 

Mr. Cole, who has been with the 
Scott Hardware Co., of Salt Lake 
City and Ogden; George A. Lowe’s 
Reed-Riteway store of Ogden, and 
Hoffman Hardware Co. of Los An- 
geles, stepped into the new hardware 
company picture when the 70x30 
structure was just being plastered. 
He picked out the fixtures and ar- 
ranged the displays in attractive fash- 
ion. 


Visualizing the Store 


“I was on the road selling merchan- 
dise for a jobber in the Wyoming- 
Idaho-Utah territory for two years,” 
said Mr. Cole, “and during that time 
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This Store Is Adjustable 











I: visualized a set-up of a hardware 
store—the kind of arrangement | 
would install, in case I ever opened a 
store of my own. So, when the Pasch 
company was being constructed, they 
allowed me to use my own ideas in 
making my ‘dream store’ become an 
established fact. 


Entranceway Displays 


“In the first place, aside from an 
attractive store front, it is important 
that the firm feature in the entrance- 
way merchandise that it wants to 
move quickly, 

“Second in importance to a good 
front, is a convenient showcase ar- 
rangement which allows the interior 
of the store to be changed and altered 
quickly and easily in order to push 
timely and fast-selling items. For 
example, our show-cases are especial- 
ly made—seven by thirty feet in size, 
with step-up blocks that may be 
changed or arranged in various fash- 
ions. 

“All of our shelves are removable, 
or adjustable—we are thus able to 
make the shelves fit the merchandise, 
and not the merchandise to the 
shelves. This is not only convenient, 
but is a time-saver and adds attrac- 
tiveness to the store. People look over 





and Expandable 


look it! 

“They see the various items ar- 
ranged as if the store was made for 
them. And this is the way we want it 
to be. We planned our store interior 
to fit the merchandise. For example, 
the shelves may be arranged to fit 
various small cans of paint up to gal- 
lon cans. Each shelf can be adjusted 
right into place to fit the merchan- 
dise. It’s the same way with kitchen 
utensils. We can make the shelves 
fit the various items. This does away 
with empty spaces on the walls—it 
makes a solid mass of merchandise. 
It is vital to have the shelves and the 
show cases movable. 


Everything in the Open 


“Everything is in the open—every- 
thing a show case in itself! 

“The larger items, such as stokers, 
washers and appliances, are kept in 
the heart of the store, so that they are 
visible from all angles. The reason 
we put them there is because the 
store has no ‘backs’ in the show win- 
dow. The entire store becomes the 
show window in our modern firm. 
We keep the lights burning twenty- 
four hours, and find that the light 
bill cost is considerably less than the 
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our merchandise and do not over- 
































extra sales made by keeping our store 
illuminated. 

“From these main, larger hard- 
ware items, the merchandise gradual- 
ly builds up to the island displays. 
These are arranged in blocks, pyra- 
mided up, thus utilizing all of the 
available space, in an _ attractive 
fashion. 

“We have our register near the 
back of the store, with a counter 
around it, all open, near the wrap- 
ping counter. We find this draws 
customers to the rear where they see 
all the merchandise we have to offer. 
This pays extra dividends in in- 
creased sales. 

“Proof that the cash register in the 
rear of the store brings added busi- 
ness is shown for example in what 
happened just the other day. A farm- 
er who entered the store, just to ‘look 
around, made a small purchase. 
When he went to the rear of the store 
to pay for it, he noticed a camp stove. 
The stove caught his eye immediate- 
ly—it was near the hunting season 
time. And, of course, the extra pur- 
chase was made. 


Stimulating Sales 
“Another way to get extra pur- 
chases, is to walk back with the cus- 


tomer, pointing out various new 
items. We sort of like to ‘show the 


patrons around.’ We take pride in 
our store and find that when we call 
attention of shoppers to various items 
which we like, they catch our en- 
thusiasm and before we know it, an- 
other sale is made. 


“With the background of hardware 
circle trade and experience, especially 
in builders’ hardware, we find that 
knowledge of various products—per- 
sonal knowledge — pays big divi- 
dends, too. It is almost necessary in 
reading blue prints and other phases 
of hardware lines, to understand 
various items and to be able to ac- 
quaint shoppers with their needs. 





Customer Always Right 


“Our motto is “The Customer Is 
Always Right,’ and to assist us in 
greeting the patrons and in handling 
their needs we have two other em- 
ployees: Ivan Bambrough, a returned 
GI, who was in the navy and who had 
some hardware experience before he 
entered the service, and Andrew 
Wheeler, who is also an experienced 
hardware man—a young fellow, in- 
terested in the field. It pays divi- 
dends, we find, to get the younger set 
angle on products. And besides, he 
can grow up in the firm. Youth al- 
ways helps, we find. 

“We have a full basement, ready 
for expansion, and have the floor 
fixed that any time we wish, we can 
drop a stairway down and presto, we 
have a basement department. It is 
all cut out that way. Also, our struc- 
ture is arranged so that we can add a 
floor to it, if needed. 

“Yes, the Pasch Paint & Hardware 
Company is doing things right now 
in a big way—business is getting bet- 
ter and better, and big things are 
seen ahead. And the firm is ready to 











expand, from a basement to another 
story. 

“We're adjustable and ready to re- 
arrange, get stream-lined, or what- 
ever changing of merchandising we 
wish. We find that it pays to be in- 
ter-changeable and convenient. 

“We have bright color scheme in 
our company, getting away from the 
old, drab browns and store interior, 
Our walls start from a very light 
green to a darker green at the base, 
The ceilings are cream colored—with 
an off-set arrangement to allow for 
indirect lighting. Our backgrounds 
on walls are thus blended into a per- 
fect, beautiful color scheme which is 
easy on the eyes. 

“Our customers say, ‘We like to 
come in and shop—it’s so pleasing to 
the eye to just look around.’ They 
really say this—time and again, we 
hear these very words. And when they 
say we ‘just look around’ we use our 
sales technique and see that they also 
spend some money with us. 

“They come in our store pleased, 
and we keep them happy by selling 
them merchandise they are proud to 
own when they leave. It’s our stream- 
lined establishment and customer-sell- 
ing policy that brings us extra trade. 


Good Will Foundation 


“We are handling nationally known 
merchandise—the quality items which 
are now coming into the market in 
larger quantities. We are going to 
keep nothing but good, standard 
lines, and we plan to build on a firm 
foundation of good will and fine feel- 
ing, with customers satisfied. 

“We are watching, too, companies 
that are putting out modern hard- 
ware, like in lock sets—new styles 
that we can match up for any room 
in the house. The lock sets come in 
sets and can be matched up for any 
kind of door. This gets away from 
customers buying one lock and not 
being able to match it. We are get- 
ting our merchandise modern—to 
please customers who will come in 
and shop again and again. 

“In our company the shoppers are 
also up-to-the-minute. We think our 
patrons deserve the best.” 


Mr. Cole demonstrates the adjust- 
able shelving which makes it an 
easy matter to fit the space to 
the merchandise to be displayed. 
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Mechanics, going to or returning from work, saw this display, stopped and purchased. 






Display of Scarce Precision Tools 
Helped Build Store Traffic 


Easton & Belt Hardware Co. put them 
in the window where local mechanics 
couldn't miss them and sales jumped 


en arrangement 


of hundreds of scarce precision tools 
in a large window display has proven 
to be a spectacular “crowd stopper” 
for the Easton & Belt Hardware Co., 
St. Louis, Mo. 

Business philosophy behind the dis- 
play was carefully though out by Man- 
ager Joseph Gold. Many hardware 
dealers hoard their scarce items and 
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believe in pushing slow-moving arti- 
cles by featuring them in window 
displays. Mr. Gold decided to reverse 
this theory and feature his scarce 
precision tools in a window display to 
draw in customers, who, once in the 
store, generally purchase other goods 
including merchandise with a slow 
turnover. 

Considerable effort went into locat- 
ing and buying as many scarce preci- 


sion tools as could be had. This type 
of merchandise was chosen for a par- 
ticular reason. The Easton & Belt 
Hardware Co. store is located in the 
middle of industrial St. Louis. Thou- 
sands of workers drive past the store 
daily on their way to work, creating 
a great potential market for indus- 
trial tools. 

“Our store caters to the working 
man,” Mr. Gold says, “and once we 
get this type of customer in the store, 
he becomes a regular from then on.” 

When the firm finally acquired a 
large assortment of precision tools, 
the window was set up so that-it could 
be easily visible to passing auto- 

(Continued on page 136) 
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The first thing that greets 
the customer descending the 
stairs is a mirrored alcove 
display with indirect illumina- 
| tion. Sidewall displays and 
aisle tables feature a pro- 
fusion of gifts of every : 
type calculated to be with- ready: 7 “i sc tc 
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Nehring Hardware Co. has evolved 
an unusual department that has 
attracted the big city customer 








\ ‘ HEN Earl C. Nehring. 


owner of the Nehring Hardware Co. 
of Markesan, Wis., told some friends 
five years ago that he planned to re- 
model part of his store basement sev- 
eral of them said it was a foolish idea. 


Highly Profitable 
But Mr. Nehring has proved that 


the basement gift shop was not fool- 
ish in any respect. In fact, it has been 
highly profitable. Business has more 
than quadrupled over that attained 
during its first year of operation. Not 
only that, but people from Milwaukec 
and Chicago visit this gift shop be- 
cause they find it a thing of beauty 
and in it find many items they like 
to purchase. 


The Nehring Hardware Co. gift 


There are numerous small sections 
or nooks that appeal to shoppers. 
Walls are painted in a pale green 
while the concrete floor is red. 
The display tables are in white. 
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shop really should be seen in order to 
appreciate its distinctive character. 
Suffice it to say that Mr. and Mrs. 
Nehring achieved a very striking and 
yet pleasing color combination. They 
call the gift shop the “Sunshine Shop” 
‘and the title fits very well. 


Alcove Display 


In the first place as the prospect 
comes down the stairs into the “Sun- 
shine Shop” she sees a mirrored, re- 
cessed alcove display, equipped with 
indirect lighting. This effect alone is 
very striking and pleases many people. 

The walls of the shop are done in a 
pale green, while the display tables 
are white and the concrete floor is a 
pleasing red. Stair rails are var- 
nished, ceilings and pipes are painted 


The aisles are wide and there is 
ample space for the customers to 
move about. The balance between 
wall shelving and the low tables 
affords a very pleasing contrast. 
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and covered and everything is kept 
spic and span at all times. 

In fact, it is the shining cleanness of 
the shop, the good lighting, the many 


The effect of these pillars 
has been reduced by use of 
the display shelves between 
them. A variety of smaller 
gifts is shown upon these 
shelves where the customer 
can see and inspect with- 
out difficulty. It’s a fine 
place in which to browse. 


evidences of a place that receives ex- 
traordinarily good care that appeals 
to women shoppers. They come to the 
store from Markesan and nearby 
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towns and cities, because they are 
proud of the shop and because they 
like to bring their friends there. 

The center of the basement shop has 
twosupporting pillars which have been 
utilized very well by Mr. and Mrs. 
Nehring insofar as display and deco- 
ration are concerned. White shelving, 
open at both sides has been built be- 
tween the pillars and merchandise 
placed on the shelves so that it is 
attractive from all sides. There are 
five shelves in this arrangement and 
they contain a great deal of gift mer- 
chandise, ranging from small figurines 
to colored pottery, vases, and baking 
dishes. Stock is always placed so that 
it fits into the harmonious display pro- 
gram. 

The liberal use of light colored 
paint, as well as a balance between 
wall shelving and low flat display 
tablés makes a pleasing contrast in 
this department. The aisles are wide 
and there is plenty of space for cus- 
tomers to move about without feeling 
crowded. 


There are many little nooks in the 
shop which are made to order for the 
browsing customer. Customers can 
make selections, too, under this ar- 
rangement without exposing them- 
selves or their purchases to general 
view. 

This gift shop appeals to both town 
and rural women alike. At the rear 
of the shop one finds a long display 
section devoted largely to a showing 
of crocks and baking ware, much in 
demand by farm women. This stock 
is kept as neat as some of the other 
gift stock and this orderliness helps 
to attract the farmwives. White din- 
nerware as well as some other pat- 
terns are also available for the farm 
trade. 

While the gift shop already does a 
fine volume of business, Mr. Nehring 
plans more extensive first floor ad- 
vertising of the shop, perhaps includ- 
ing a small upstairs gift table with a 
sign advising customers that a larger 
section is available for inspection 
downstairs, 


This store gives gift items con- 
siderable display in the main windows 
most months of the year. The wo- 
man who once visits this distinctive 
shop, however, remembers it, and she 
does not forget to come back to 
look and to buy whenever she can 
do it. 

Mr. Nehring says that he and his 
wife got the idea of establishing a 
gift shop years ago because they knew 
women who bemoaned the fact that 
there wasn’t a distinctive shop of that 
type in the area. They accordingly 
decided to establish a gift shop which 
would be second to none in stock and 
appearance in the average small town. 

By using good ideas and working 
hard, they have achieved a gift shop 
and a volume of business which would 
do credit to a store in a city many 
times larger than Markesan. 

Mr. Nehring and his wife expect 
their gift shop to grow in the years 
to come, especially now that postwar 
traveling has increased considerably 
in town and rural areas. 


When They Doubled Floor Space They Tripled Sales 


stock have step-up displays which 
permit the showing of a great deal 
of merchandise. The plentiful fluor- 
escent lighting also helps to make the 
merchandise seen by everyone who 
enters the store. 

Departments are all identified on 
the first floor by attractive signs just 
below the top ledge. Dark lettering 


(Continued from page 110) 


against a modernistic background is 


used to make the identifications stand 
out conspicuously. 

The paint section occupies a 
prominent display spot about half- 
way down the left wall of the store. 
A step-up display arrangement is 
used here, too, which permits the 
full view of stock from five inches 


Many of the basement aisle displays of farm goods are on raised platforms. 
Sidewall displays also are elevated and are shown in case-like fixtures. 
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above floor level to well over eight 
feet. Paint accessories are carried at 
a waist-level shelf the entire length 
of the paint section which aids con- 
siderably in the suggested selling pro- 
gram as practiced by this firm. 

The store also has an attractive 
lighting fixture department which is 
visible to customers from the front. 
Fixtures for sale are attached to a 
ceiling display and some also are 
shown on the walls. Nearby is a 
step-up display rack on which elec- 
tric lamps are shown. 

Near the lighting fixture area, too, 
is a special bolt section where the 
bolt drawers have neat, placarded 
fronts in keeping with the attractive 
appearance of the store. 

On opening day the store manager 
and his six employees were kept busy 
handling the trade. During the two- 
day opening more than 3000 cups 
of coffee and 2500 doughnuts were 
served to people who flocked to the 
store. 

In addition to newspaper adver- 
tising several times weekly, Mr. 
Wurtz states that the firm issues sev- 
eral thousand Ace circulars a couple 
of times per year to local boxholders 
including rural boxholders. 
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Main Floor, Basement and Windows — 





i Koelz-Thom Hard- 


ware, Worthington, Minn., displays 
farm goods extensively and finds that 
this helps to boost volume to a very 
satisfactory figure. Farm goods are 
featured on the first floor, in a special 
basement section and in frequent win- 
dow displays. This sort of promotion, 
plus advertising and good salesman- 
ship helps the firm attract farmers 
from a wide area. 

One part of a modernized basement 
is used for the display of electfical 
and farm appliances. The other sec- 
tion is used for the display of numer- 
ous items which farmers need, such as 
steel goods, chains, milkers and wheel- 
barrows. Many of the items are hung 
on the light colored walls or ranged 
on platforms against the wall. This 
arrangement also provides for a wide 
aisle along which prospects can have 
plenty of room while inspecting the 
merchandise. 

“There are some who may wonder 
why we have so many farm items in 


All Feature Farm Goods 


Koelz-Thom Hardware plays them up 
in all sections and at all times. 














Deeg 


Here's a section of the basement where steel goods are featured. 


the basement,” says W. C. Thom. 
“The fact of the matter is that we 






























































Farm goods get 
ample space in 
the windows of 
the store and 
attract plenty of 
patrons to mer- 
chandise in its 
interior. There's 
always plenty of 
articles display- 
ed there. 















have more room there and can show 
a lot of items to better advantage. The 
basement section enables us to attract 
the attention of the appliance pros- 
pects, many of whom are farm wo- 
men and who buy many items for 
their husbands. We keep our base- 
ment farm goods section just as clean 
and bright as our appliance section 
and the customers appreciate this 
fact.” . 

Some farm goods are also shown 
in scattered locations on the first floor. 
One spot in particular contains many 
of these items. This is the area sur- 
rounding the stairway to the base- 
ment. Step-up shelves, beginning a 
few inches above floor level, have been 
built around three sides of this stair- 
way and farm items displayed on the 
shelves. Items such as milk cans, oil 
lanterns, poultry water fountains and 
filter discs are all articles which show 
to good advantage at this spot. 

“We built this display setup our- 
selves.” says Mr. Thom, “and thus are 
(Continued on page 128) 
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ervicing Farmers’ Equipmenj B 


This map is on the 
rear wall and shows 
the county in which 
Fairmont is located 





complete with town- = 
ships and roads. It . 











is an easy matter OF mn 


for the service men “Zs 
to route a service , 
trip whenever cus- 

tomers call up the 

store by telephone. 


Du: American farmer, 


with an income of $22,000,000,000 
in 1945 and expecting approximately 
the same income for 1946, is very 
much in the market for numerous 
services and merchandise sold by 
hardware stores. 

The Fairmont Electric & Hardware 
Co., Fairmont, Minn., is doing an ex- 
cellent volume of business catering 
to the farm trade in its area, and has 
keyed many of the display and ser- 
vice facilities of the store for the 
farm business. 


Two Street Entrances 


The location of the store—at an in- 
tersection—affords this firm the ad- 
vantage of two street entrances. This 
helps boost store traffic considerably 
and facilitates loading of customers’ 
trucks with heavy merchandise. It 
also aids with the parking problem. 
An alley entrance assists the firm 
in merchandise handling, while the 
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big front entrance enables the town 
trade to come in and out the store 
without congestion. 

The side street location is used 
largely by farmers, for in the win- 
dows at this spot are shown items 
such as cream separators, poultry 
equipment and the like. Directly in- 


























side this entrance are other displays 
of farm goods, and the firm’s service 
shop is also close at hand. This shop 
is a place which is patronized widely 
by farmers. 

The Fairmont Electric & Hardware 
Co. has 11 employees, three of whom 
are on the service crew which does 


Milking machines and cream separators have a special section at the rear. 
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men} Builds Profits for Firm 
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various types of work for the farm 
and town trade. The officers of the 
company—L, A. Luedtke, president; 
Elmore Houghtaling, vice-president, 
and A. E. Fillmore, Jr., secretary— 
have so organized the firm’s opera- 
tion that town and country trade can 
both be served with a minimum of 
confusion and a maximum of ef- 
ficiency. 


Map Aids Routing 


For example, on the rear wall of 
the store is a map of the county which 
lists the various roads and the names 
of the owners of various farms. Fair- 
mont officials have divided this map 
into townships and written the names 
of the townships in large black let- 
ters. When a telephone call for ser- 
vice or merchandise comes in from 
any township, the farm can be quick- 
ly spotted. The service men find this 
map of great aid in routing their 
calls, and the office staff also finds it 
very handy. 

One section at the rear of the store 
is devoted to a milking machine and 
cream separator store and parts sec- 
tion. The firm does a large business 
on these lines. Numerous parts are 
also ordered for customers and re- 
pairs are also made. Repairs on 
small appliances and other articles 
also are made in this shop while the 








Fairmont Electric & Hardware Co. 
has keyed display and service to 
the rural trade and makes it pay 























Rural electrification has made great strides in this section of the state 
and the firm accordingly maintains a specal room for lighting fixtures. 


heavier items, such as washing ma- 
chines and refrigerators, are serviced 
in another repair shop farther back 
in the store. 

Farmers who enter the store always 





Small appliance repairs are handled in a shop near the milking machines. 
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drift over to the display of milking 
machines and cream separators and 
watch the service operations which 
are made out in the open. The ser- 
vice man has sold many new units 
just by answering the farmers’ ques- 
tions and talking with them. Natu- 
rally, he gets to know the farmers by 
name very quickly for he has been 
servicing their equipment for many 
years. 

One service man stays in the store 
at all times to handle the ordering of 
parts and service. The other two men 
are out in the field handling washer, 
refrigeration and other repairs as 
well as doing farm wiring. 


Service in Demand 


This last service is very much in 
demand, and has been for a number 
of years. Farmers in the area have 
gone into dairying very heavily in 
the past 20 years. This usually means 
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larger barns with better lighting. 
Rural electrification has made large 
strides throughout that part of the 
state, and has resulted in many wir- 


ing jobs. 
Wiring Service Profitable 


Officials of the company say that 
their farm wiring service is a profit- 
able department, and that it also pro- 
vides valuable leads for the sale of 
appliances and other items. 

The firm also maintains a large fix- 
ture room which is popular with both 
townspeople and farmers. Every 
farmer who installs electric power 
wants light fixtures for his home. In 
addition, farm women are buying 
suitable fixtures whenever they can 


find what they want, because they 
want to beautify their homes and im- 
prove the lighting. What’s more, 
farm women have plenty money with 
which to pay for such purchases. 

A continued demand for farm wir- 
ing and fixtures is seen by officials of 
the firm, especially if the farm income 
holds up to reasonable levels. The 
separate room in the store helps to 
sell fixtures because it permits pri- 
vacy and better display of individual 
fixtures. 

In addition to the above mentioned 
items and service, the store also main- 
tains a large stock of steel goods, 
gardener’s supplies, fertilizers and 
insecticides. These are well displayed 
and farmers buy many of these items. 





Sprays and insecticides are given 
open display where farmers can see 
them. Very few of them are hidden 
in spots where sales appeal is very 
slight. 


No Crowding Here 


The store is large enough so that 
many customers can be accommo- 
dated at one time without crowding. 
This is important in handling the 
farm trade, because rural people 
usually like to take their time when 
they shop. They also like to stop and 
visit quite a while in many stores at 
various times of the year. This 
“visiting” often results in more 
friendships and in larger sales to 
rural folks. 


“Should a Man Invest Savings 
In the Company Which Employs Him?” 


To Tue Eprror or HArpware ACE: 


HAT was a very interesting ques- 

tion—“Should a Man Invest Sav- 
ings in the Company Which Employs 
Him?”—and a sound and _ sensible 
answer you gave. The fact that there 
might be a loss upon forced liquidation 
of unlisted stocks, should not discour- 
age the practice because it has many 
other advantages. 

There is the possibility of loss also 
in listed stocks. There are very few 
sure things. While it is well to figure 
the possible cash dividends and how 
easily a stock can be sold on the market 
—that is only one way of looking at 
this question. 

The employee of a large corporation 
which permits him to invest in its listed 
stock is fortunate. He will doubtless 
receive dividends and will be able to 
sell at any time, possibly at a profit. 
He will feel that he is a part of the firm 
and has a voice, however small, in its 
affairs. 

The employee of a small corporation 
having unlisted stock, which will permit 
him to become a stockholder, is, in my 
opinion, even more fortunate. The 
same amount of money that will make 
one a small stockholder in a large 
corporation will make the other a large 
stockholder in a small one. As such 
he will have a big say in its affairs and 
can more easily become one of the 
officers. 

As an officer, it is quite likely he will 
have a better salary—more freedom to 
put his ideas to work—added incentive 
to work hard and make progress—and 
greater security. 
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I don’t think the possibility of loss 
through forced sale of unlisted stocks 
should cause anyone to throw away the 
other possible benefits. Nor do I think 
it follows that there will be a loss in 
every case. Is it not a fact that smaller 
companies would not want strangers 
owning important blocks of their 
stock? Might they not, therefore, make 
every effort to find a friendly and 
reasonable buyer? Might not other 
officers or stockholders or employees 
buy it? 

On the other hand, if it is a profit- 
able business and there is no real need 
for selling, the stock might be held and 
be well worth passing on to heirs. In 
other words, for the one chance of 
loss there are many advantages worth 
having. Some of the advantages may 
not be calculable in dollars and cents 
but then not everything in life is—or 


should be. 


It seems to me, though, that the 
problem is not so much whether or 
not employees should invest in compa- 
nies with unlisted stock but whether 
or not those companies will let them. 
I think the smaller unlisted firms are 
the very ones most likely to be close 
fisted about their stocks. Yet, if they 
would take their employees in as stock- 
holders there would be better coopera- 
tion—less dissatisfaction—more interest 
and enthusiasm—and less chance of 
losing good employees. 

It will be a constructive step forward 
when employers invite their employees 
to become associates in every sense 
of the word. 

Yours for cooperation .... 

—M. T. D’anpREA 
Director 
Hardware and Paint Trades 
Credit Bureau, 
New York City 


Special Emphasis on Window Displays 
Has Paid Dividends for 80 Years 


(Continued from page 107) 


35-65, two-thirds of the volume being 
credit. During the period from 1941 
to 1946 this ratio was reversed, and 
it is continuing in that way. 

The firm has 16 employees, three 
of whom are returned veterans. As 
much attention is given to inside dis- 
plays as to window sets. 

The store still does a substantial 
volume in ship chandlery, hardware 
and supplies and displays, in the 
main, are built*to appeal to men. 


“Our policy long has been one of 
full lines,” Mr. Quill says. “We try 
to confine lines to two or three well 
known and tried brands. Then we 
do our utmost to stock complete list- 
ings in these. 

“We have built our business on 
display and on this full line policy. 
We have now the largest stock of 
hardware carried in any retail store 
between San Francisco and Port- 
land.” 
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BRIDGEPORT, 








FAST SHOOTING QUALITIES 
HELP SELL REMINGTON 
BIG GAME RIFLES 






MODEL 81 


MODEL 141 





BRIDGEPORT, CONN., Sept. 26, 1946. 
In the brush of big game country where 





WHAT MAKES 
AN 
ACORN GROW? 


It’s hard to find a successful busi- 
ness that didn’t start from humble 
beginnings ...a small store or a 
tiny workshop. But what makes a 
business grow? 

Like acorns on a fertile hill, busi- 
ness thrives in the rich soil of com- 
munity confidence; in the fields of 
quality merchandise that assure 
deep roots in consumer satisfaction 
over and over again. But most im- 
portant, people must get to know 
you and your store. 





fast-moving game calls for fast, well- 
placed shots,hunters want quick-handling | 
rifles with lightning-fast actions. These 
are the qualities that have boosted sales 
of Remington Models 141 and 81 high | 
power rifles! 

From Maine to Oregon the Remington 
Model 81 autoloader—with 6-shot ca- 
pacity—has earned a great reputation 
as ‘‘master of the woods.”’ And for hunters 
who prefer a hand-operated arm, there’s 
no better buy than the Model 141. It’s 
the only high power slide-action rifle. 

When you have customers for big game 
rifles, it will pay them to wait until you 
can make delivery of the Remington 
Models 81 and 141. 








“If you don’t learn to shoot better, them 
Remington ‘Core-Lokt’ bullets ’ll put us in 
the loggin’ business !” 
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People come into a store when 
they hear about it . . . when they 
know where it is and what it has 
to offer. Yes, it pays to advertise! 
And the local retail business man 
gets a lot of help from his sup- 
pliers. 








They provide over-the-counter 
literature, electrotypes, free news- 
paper mats and other helpful ma- 
terials. And figures show that the 
retailer who employs these business- 
building devices will find it easier 
to turn his little acorn into a 
mighty oak! 








FREE REMINGTON 
NEWSPAPER MATS 





BRIDGEPORT, CONN., Sept. 26, 
1946. New Remington newspaper mats 
are now available to dealers who wish 
to advertise arms and ammunition lo- 
cally when limited supplies permit. The 
natural appeal of local sporting goods 
advertising helps dealers tie in with 
Remington’s national advertising pro- 
gram... helps bring customers into the 
store! 

To order mats just write Remington 
Arms Company, Inc., Advertising Di- 
vision, Bridgeport 2, Conn. 









CONTROLLED MUSHROOMING 
OF “‘CORE-LOKT” BULLETS 
‘GIVES GREATER IMPACT 


Reports from big game territories all 
over the world praise the unsurpassed 
knock-down power of Remington Soft 
Point “‘Core-Lokt”’ bullets. The serrated 
edge of the jacket provides directional 
spreading lines and uniform expansion 
to almost twice the original caliber at 
100 yards. And the lead core is locked 
in the jacket . . . can’t disintegrate ... 
delivers a smashing deep-penetrating 


impact. 


The result: less trailing, fewer lost 
trophies, and greater all ’round success 
on any big game hunting trip! 





Core Lokt is a trademark of Remington Arms Com- 
pany, Inc. 
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This miniature house, 
complete with doors, 
windows and flowers, 
is located above the 
sidewall glassware 
section. In addition 
to filling a gap on 
the wall, it aids in 
lending considerable 
charm to the depart- 
ment underneath it. 


Gift and Glassware Department 


Fix. display and good glassware department during the last 


merchandising methods have helped 
the Currie-Van Ness Co., Mason City, 
Iowa, double volume in its gift and 


four years. This store has had a gift 
department for the past 10 years and 
has been building it gradually each 


oO 


This small alcove is 
given over to a wide 
range of pictures of 
various types. It is 
illuminated by means 
of indirect lighting 
which makes the ar- 
ticles stand out ef- 
fectively. This is a 
popular spot for the 
women and it is also 
a producer of profit. 


Oo Oo 


year, with the result that women shop- 
pers from near and far come to look 
over the stock regularly and to buy. 

One entire wall area of the store, a 
distance of approximately 125 ft, is 
devoted to a showing of gifts, glass- 
ware, china, pottery and other allied 
items. Mirror sheets against the walls 
at certain sections, as well as mirror 
sheets at the base of some of the dis- 
plays, help give the department added 
distinction. Such an arrangement at- 
tracts many women shoppers who like 
to see beautiful things displayed well. 


Items Spotlighted 


Toward the front of the store, the 
lower wall sections, below counter top 
level, have indirect or spot lighting 
which helps to highlight items on dis- 
play. In this way, interest is also di- 
rected to these areas which otherwise 
would be seen by only a few custom- 
ers. 

The background walls of the gift 
department which do not have mir- 
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Mirror sheets on 
the walls and be- 
neath the various 
items help add to 
the brilliance of 
the glassware de- 
partment which is 
one entire side- 
wall long. Surplus 
goods are stored 
back of the wall 
shelves and behind 
a long false wall. 



















































ror sheets are painted a light color 
nae and this makes the items stand out 4 e ’ 
_ clearly. Glass shelving is used Fine display, good merchandise 
e, a thi ; i ce - . 7 
ts Suenghent which alse side in mat and advertising increase sales 
y ing an attractive department. : 
“si This store has a relatively large for Currie- Van Ness Hardware Co. 
o stock of glassware, gifts, china and : 
alls pottery. And, as much of it is on dis- 
— play, this aids in making additional 
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“ Wide Price Range 
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ell. Gifts at this department range in 
price from $1 to $10. Many women 
customers buy two.and three gifts at 
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shown upon glass, a feature which 
their attractiveness. 
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is almost certain to tell her friends 
about the gift stock. In that way many 
additional customers are secured. 


Surplus Stock 


Surplus stock at this department is 
placed directly behind the wall 
shelves. This is possible because a 
false wall has been installed and mer- 
chandise shelves placed behind this 
false wall and the permanent wall. 
This procedure was possible because 
the Currie-Van Ness store is wide. 
Store officials say that by placing sur- 
plus stock close at hand they are able 
to replenish shelves quickly, an im- 
portant factor nowadays when mer- 
chandise is not as plentiful as nor- 
mally. 

Three-quarters of the long center 
aisle, adjacent to the gift wall section, 
is also devoted to a showing of gifts, 
especially vases, plaques and figur- 
ines. Arched glass shelves are used 
in these aisle displays as are mirror 
sheets for the counter top bases. Such 
an arrangement proves decidedly at- 
tractive to many women shoppers and 


Main Floor, Basement and 
Windows—All Feature 
Farm Goods 
(Continued from page 121) 
utilizing space around a stairway 
which otherwise might be wasted. 
Goods displayed at this spot move 
fast, for people entering and leaving 


the basement always notice it. We 


have kept the display shelves down to 
a height of about three feet so people 
can look over it at other portions of 
the store.” 

Another spot where farm goods get 
excellent display is the firm’s front 
windows. These windows have a 
recessed doorway space which affords 
considerable display space. It en- 
courages people to come off the side- 
walk area into the store’s doorway 
and inspect the merchandise on dis- 
play. Newspaper advertising is also 
used by this firm in publicizing its 
seeds and other farm items. 

In addition to a good volume of 
business on farm hardware, the store 
also has an excellent business on pack- 
age and bulk seeds and insecticides. 
Seed displays are put out in March 
of each year. 


128 


makes them stop and inspect the mer- 
chandise. 

The entire gift section, according 
to store officials, is laid out so as to 
appeal to the browsing customer. 
Women shoppers like to visit this gift 
department regularly, and will some- 
times take a half hour just looking at 
the various items on display, spotting 
the new items and appraising them. 

A gift department that is clean has 
an added attraction for women, of- 
ficials at this store believe. With this 
view in mind, they take care that the 
items in the section are kept free from 
dust and dirt, that articles are dis- 
played in orderly, distinctive fashion 
and are properly lighted. That such 
a policy is paying off is seen in the 
steadily mounting sales volume of this 
department. 

The wall areas just inside the two 
main entrances to the store are de- 
voted to an impressive showing of pic- 
tures of various sorts. There are 
religious, living room, bedroom, 
nursery and other pictures on the 
walls, that sell at prices ranging from 
$1 to $8 and more. 








The wall background against which 
the pictures are displayed is light col- 
ored and attractive. One small alcove 
is indirectly lighted and attracts im- 
mediate attention. 


Window Displays 


This section also is accorded con- 
siderable window display in one of 
the firm’s three large display win- 
dows. These displays of gift items 
attract many women. The line is also 
advertised in local newspapers with 
special attention being paid to new 
items. 

It is interesting to note that an up- 
per wall area directly above the gift 
section has been fashioned into the 
front of a charming little cottage. This 
cottage front has a door, windows, 
siding, awnings, iron porch rail, 
flower boxes and flowers and the like. 
Women and men alike are interested 
in this display which covers up an 
otherwise bare upper wall area. It 
also harmonizes well with the attrac- 
tive gift department which is directly 
below. 


ALL ELECTRIC KITCHEN IN MODEL FARM HOME: More than 150,000 visitors 
have viewed this all-electric kitchen in the model farm house in the Museum of 
Science and Industry in Jackson Park, Chicago, Ill., the house being part of a farm 
yard exhibit with model barn, milk house, silo, and chicken brooder house. The 
exhibit was prepared for the museum by International Harvester Co., with kitchen 
supplied by Edison General Electric (Hotpoint) Appliance Co. This is a two-wall 
style kitchen with automatic electric dishwasher and disposal enclosed in a cabi- 
net sink at extreme right. Ranged along wall at left are automatic electric range, 
metal cabinet secretarial desk, refrigerator, and several wall-cabinets. In back- 
ground (left) a utility room opens, holding home freezer, cabinet sink and several 


wall-cabinets for additional storage space. 
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This Is One War We Are Losing 


Fire—our greatest enemy 
— is taking its largest 
toll this year. Do your 
part to stamp out this 
menace by taking part 
in the Fire Prevention 
Week campaign, Oct. 6-12 


This $200,000 fire wiped 
out several retail stores 
in Atlantic City, N. J., in 
the early part of 1946. An 
overheated stove did it. 


Fre is striking hard at 


American business. Each week nearly 
$12,000,000 worth of property burns 
up, much of it building stocks and 
property that are almost irreplaceable 
now when shortages of labor, mate- 
rial and productive capacity are slow- 
ing recovery. 

Added to this shocking property 
loss is the appalling waste of human 
lives that results from carelessness. 
More than 10,000 lives are lost in fires 
every year—an average toll of 27 lives 
per day. 

Not in 15 years has so much wealth 
been destroyed by fire. Fire losses 
during the first six months of this year 
ran nearly 30 per cent higher than in 
1945. If unchecked, losses for the full 
year of 1946 will reach $600,000,000, 
the highest ever recorded. 

Yet this dollar value of fire losses, 
high as it is, is small by comparison 
with the huge indirect cost resulting 
from fire waste. Most of the property 
destroyed is productive—factories, 
farms, stores and warehouses. A fac- 
tory destroyed may cost $100,000 but 
the goods it could have manufactured 
during the time it is being rebuilt may 
be worth several times that amount. 
If a hardware store is only partially 
destroyed by fire its sales may easily 
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(Courtesy National Board of Fire Underwriters) 


be wiped out for six months or longer. 
Credit men estimate that 43 per cent 
of all types of business concerns sus- 
taining a fire loss of $1,000 or more 
do not reengage in business because 
of inadequate insurance. One-half of 
the 57 per cent who do reengage in 
business after a $1,000 or more fire 
loss are out of business within three 
years due to an impaired credit posi- 
tion. 


What's the Reason? 


Just why are there more and larger 
fires today than before the war? 
There are dozens of factors which pro- 
duce a cumulative effect to increase 
the possibility of fire. For instance, 
our homes, offices, stores, and other 
buildings are “war weary” from the 
lack of maintenance and adequate re- 


pair resulting from wartime shortages 
of skilled men and materials. Our 
buildings are crowded, sometimes 
overcrowded, which puts indirect 
strains on heating and electrical cir- 
cuits through larger demands for heat 
and light. In some cities and com- 
munities, water supplies have been 
outgrown and need modernization; 
and a tendency toward carlessness and 
laxity has been noted among the peo- 
ple since the end of the war. And 
there are many more reasons. 

What should you, the owner or 
manager of a hardware store, do to 
protect your building, your stocks, 
your business and the jobs of your 
employees from destruction or exces- 
sive losses from fire? The National 
Board of Fire Underwriters offers 
these suggestions to assist hardware- 
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For well over half a without constant substantiation in fact. 
century the name Today, as in the past 66 years, buyers 
Richards-Wilcox has of door hangers and hardware special- 
been recognized as assurance of the ut- ties know without question that no finer 
most in Quality, Dependability and Serv- products can be obtained than those 
ice. Such an enviable reputation is not bearing the Richards-Wilcox name... 


achieved by accident nor does it endure because no other name means so much. 
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1 AVOID DROPPED BRUSHES: 











5-WAY POT HOOKS will hold screens or storm sashes and the 
paint can on any step ladder, at a comfortable painting angie 
and a convenient height. 


3 LENGTHEN PAINT-BRUSH LIFE: 


Wang your breshes overnight on a 5-WAY POT HOOK at just 
the right height in off or turps. Avoid fraying, clogging, and 
bending the bristies. Ready for use the next day. 


4 SAVE TIME-WASTING LADDER SHIFTS: 
Ez 
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5-WAY POT HOOKS are safe and certain on both sides of the 
ladder. A boon for lefthanded workers. 


; SAVE COSTLY PAINT SPILLS: 


5-WAY POT HOOKS hold paint cans ehty against either side 

of the ladder, will hold your spare brush while working, will 

give you strong support for screens and storm sashes on step 

‘adders and hold your brushes for overnight cleaning. 

* All these Jaap and conveniences tt I _ 

te adjust — the economical and ailicient SWAY POT took tei = 

tt Te writing to us. Buy a complete stock for all 

your paiating needs. 

%& if you have roots te stain or repair investigate E & J Root Crabs, the 

insurance 

a tnt oy against neck-breaking falls, dumped paint cans, 
DEALERS: — Write fer details of an attractive dealer arrangement. 

(The «ames ‘“5-WAY POT HOOKS” and“ ROOF CRABS” 

YT painters’ manufactured 

E & J Enterprises. Pa Palaces gona . 


ENTERPRISES 
643 BLOOMFIELD AVE., VERONA, W. ) 
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men in conserving their business re- 
sources: 


What You Can Do 


1. As a general rule, stores of ex- 
tensive size, or stores where a fire 
might endanger large values and the 
property of others, should be equip- 
ped with sprinklers, particularly in 
the basement. The sprinkler system 
should be provided with a protective 
signalling device so that when it goes 
into operation, an alarm will reach 
the fire department. 

2. All vertical openings, such as 
stairways, elevators and dumbwaiter 
shafts, should be enclosed with fire- 
resistant walls. If glass doors are 
used to enclose elevators, they should 
be of wire glass in metal frames. In 
smaller stores, stairways leading from 
the basement should have a self-clos- 
ing fire door at the top of the stairs 
to prevent the upward travel of fire 
from the basement. Enclosure of ver- 
tical openings is one of the most im- 
portant rules of fire prevention. Fire 
in the basement can send superheated 
air racing to the top floors in a few 
minutes, 

3. There should be access to the 
basement from outside the building. 
Many a basement fire has raged out 
of control because excessive heat has 
prevented firemen from going down- 
stairs to fight it. 

4. Since your store sells kerosene, 
turpentine, paint solvents and othe: 
flammable oils in bulk, these fluids 
should be stored in a room separated 
from the rest of the store by fire-re- 
sistant walls. The liquids should be 
kept in drums equipped with hand 
pumps. These storage rooms should 
be installed according to the “Stand- 
ards for Handling Flammable Liq- 
uids” of the National Board of Fire 
Underwriters. 

5. If your store does any repair 
work involving the use of cutting 
torches, blow torches, grinders or any 
other processes producing flame or 
sparks, this work should be carried 
out in a separate fire-resistant room. 
Walls of this room, like those of the 
kerosene storage rooms, can be lined 
with plaster over metal lath. 

6. Electrical equipment, such as 
fans, pumps, lights, etc., should be 
installed by experienced electricians 
according to standards of the National 


Electrical Code. Care should be taken 





This poster, prepared by National 
Board of Fire Underwriters for - 
National Fire Prevention Week, is 
161/. by 20 in. in size. Copies may 
be obtained from the organiza- 
tion’s offices at 85 John St., New 
York City 7: 222 West Adams St., 
Chicago 6, and 1014 Merchants Ex- 
change Building, San Francisco 7. 


to avoid “over-fusing” the present 
equipment. 

7. Employees should be instructed 
in the principles of “good housekeep- 
ing” to avoid accumulations of waste, 
paper, cartons, burlap, sawdust and 
trash behind counters, in basements 
and storerooms. They should be 
taught the extreme importance of noti- 
fying the fire department immediately 
on detection of fire. 

8. Fire extinguishers should be in- 
stalled near any hazards. The N.B.- 
F.U. booklet, “First Aid Fire Appli- 
ances,” gives information pertaining 
to the subject and can be obtained 
free from any of the Board’s offices. 

9. Check your heating equipment 
at least once a year and repair or re- 
place any defective parts in the oil 
burner, or the flues. Keep your chim- 
ney clean. See that flues that pass 
through partitions are insulated from 
the walls with metal “thimbles.” See 
that stoves and heaters are insulated 
from wooden walls or floors by sheet 
metal pads. 

Owners or companies contemplat- 
ing new construction would do well 
to have their architects embody safety 
features in their new buildings. The 
lasting benefits of uninterrupted busi- 
ness activity due to freedom from fire 
will more than pay for the extra cost 
of building fire safety features into 
new structures. 

However, the fight against our 
greatest national menace cannot be 
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won by you alone taking precautions 

and checking your home and place of 
business for fire hazards. It must be 
an active, united effort by all in your 
community to stamp out this careless 
burning rate. This can only be done 
when the people know the facts. 

You can actively participate in Fire 
Prevention Week by informing your 
customers of the facts through window 
displays. Hardwaremen can aid the 
campaign by featuring a window dis- 
play showing the Fire Prevention 
Week poster, illustrated in these 
pages, an explanatory sign giving 
some of the statistics on local fires, 
and fire prevention articles from their 
stock, such as fire extinguishers, 
alarms, hose, etc. A display showing 
some of the burned material from a 
local fire will always impress cus- 
tomers with the horrors and waste of 
conflagrations. 

Fire Prevention Week posters can 
be obtained from any of the three 
branch offices of the National Board 
of Fire Underwriters—85 John St., 
New York City 7; 222 W. Adams St., 
Chicago 6, Ill; 1014 Merchants Ex- 
change Bldg., San Francisco 4, Cal. 
—and from other fire prevention as- 
sociations and insurance companies. 
Reasonable quantities of the poster are 
available free of charge. 

The hardware man who uses his ad- 
vertising space in the local newspapers 
before and during Fire Prevention 
Week to inform his customers of the 
terrible waste caused by fire will be 
doing a great service for his com- 
munity and himself. Let your cus- 


(Continued on page 142) 








This fire in Machias, Me., caused a 
loss of $50,000 and could not be 
put out due to obsolete equipment. 
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Cap Screws in 
all four heads 












TRIPLEX Cap Screws and Set Screws are tough and 
rugged. They will really stand up under the hard, day by 
day pounding that today’s equipment must take. Cap 
Screws made in Flat, Hex, Fillister and Button Heads. 
Furnished in all standard sizes upto 1” in diameter and 8’ 
in length. For service choose TRIPLEX Cap Screws and 
Set Screws. Write for free wall chart for easy ordering. 


THE TRIPLEX SCREW COMPANY | 


$317 Grant Avenue Cleveland 5, Ohio 
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It Cost $2000 to Remodel the Store 
But It's Up-to-the- Minute Now 


T 
HE A. L. Springer Hard- 


ware Co. of Boise, Idaho, has just 
gompleted remodeling and installing 
new fixtures at a total cost of $2,009. 
“We did a lot of the work ourselves,” 
says A. L. Springer, owner of the 
store. 

The store occupies a building 30 by 
120 ft. with a space 30 by 100 ft. 
which is used for the salesroom. A 20 
by 30-ft. wareroom is at the rear with 
double doors leading to a loading 
dock. The building has a full base- 


ment which is used for storage. 


Sporting Goods Featured 

The sporting goods department is 
located on the right of a central en- 
trance. Hooded wall cabinets of na 
live pine extend back for 16 ft. in two 
sections. A conventional glass show 
case is set in front of each wall sec- 
tion. 

Lawn and home garden goods are 
displayed next to the sporting goods 
department with a wall paint depart- 
ment next. The paint department ex- 


tends back for 40 ft. 
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John Oliver, manager of the paint department, looks over his stock. 


Efficiently planned establishment 
of the A. L. Springer Hardware Co. 
helps both patron and store staff 





One of the 8-ft. sections of the new sporting goods department. 


The office is located at the rear 
right. Between the office and the paint 
department is a double section, 18-ft. 
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wall cabinet in which kitchenware is 
featured. 

Across from the sporting goods de 
partment is a section devoted to small 
appliances. The balance of this side 
of the sales room is used for the tools 
department and for the builders’ hard- 
ware section. The doors of the wall 
cabinet for the builders’ hardware de- 
partment will bear lithographed pic- 
tures instead of samples. Three 3- 
shelf- oval, island tables are used for 
displaying kitchen metalware. 


Experimenting Got Results 
“We did considerable experiment- 
ing,” C. F. Spence, manage@ of the 
kitchenware department, says, “before 
we got an island table which would 
give us the maximum display effect. 
The idea was to have a ‘mound’ dis- 
play of metal kitchenware which 
would pull women customers back 

from the front of the salesroom.” 
Separating the salesroom from the 
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Waterproofs Af. 
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ae 
] 5 mecco « PLASTER 


tractive COLORS 


STOPZIT WATERPROOF PAINT waterproofs, protects, pre- 
serves, and beautifies porous masonry surfaces. 









74. 
Yy iil Wa rernPRroors 
ONSTRUCTION 


















re is STOPZIT WATERPROOF PAINT is easy to apply and can be 
used inside or outside, above or below grade. 
s de STOPZIT WATERPROOF PAINT puts an entirely new facing 


mall on the surface to which it is applied, sealing cracks and 
side " ales ; protecting the walls from moisture, dampness and seepage. 
mr ha | | STOPZIT WATERPROOF PAINT will not peel or chip and its 

Se | hard, tough colorful finish may easily be cleaned with water. 
ard- STOPZIT WATERPROOF PAINT covers approximately 100 


——, | J 

wall | l I square feet per gal. depending upon the porosity of the 

 de- ss surface to which it is applied. 

“4 $1.45 PER QUART $495 

aa 5 GAL. $3.85 PER GAL. PER GAL. 
LIST PRICE 


for 
STOPZIT IS GUARANTEED! 
YOUR CUSTOMERS, SATISFACTION IS ASSURED! 
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C. F. Spence, kitchenware department head, at one of the island display tables. 


rear wareroom is an 8-ft. plywood 
partition which extends from the of. 
fice railing to the opposite wall. Farm 
tools are displayed on this partition 

Hanging two-tube fluorescent light 
fixtures are used for the office and 


sales room and the two display win- 
dows. Display sets are changed each 
week and particular attention is given 
to the windows. Each display set is 
built around a central seasonal leader 
and is balanced to highlight the cen- 


tral leader in a thoroughly effective 


manner. 

At the rear of the sales room is a 
ceiling-high cabinet of drawers for 
“catch-alls.” 

“The small town hardware store,” 
says Mr. Springer, “has to carry a 
lot of odds and ends that are rarely 
called for but are, nevertheless, badly 
needed at times. We have found our 
‘catchall’ cabinet the best arrangement 
for these items. On the front of each 
drawer we carry a card which lists 
the contents and gives the number 
of each item on hand.” 


Second Remodeling 


The A. L. Springer Hardware Co. 
was founded by the present owner in 
1917. This is the second complete 
remodeling which Mr. Springer has 
given his store. 

“We are a little more conservative 
than some,” he says. “We do not fee! 
that the small town store can afford to 
spend a lot of money in remodeling. 
We believe that such a store should 
hold to simplification of lines and do 
everything possible to hold down sell- 
ing cost. On the other hand, we felt 
that remodeling at this time was im- 
portant and would ‘pay for itself in 
reducing selling cost and in increas- 
ing volume. 

“A good remodeling job for a store 
of our size can be done for two thou- 
sand dollars. We have proved this 


to our own satisfaction.” 


Display of Scarce Precision Tools 


mobiles. Pliers, wrenches, pipe vises, 
electric skill grinders, electric drills 
and adjustable wrenches in many dif- 
ferent models of each, were included 
in the display. Despite the fact that 
hundreds of items were featured, each 
was neatly labeled with a price tag. 
During one period late in the after- 
noon, when many workers were re- 
turning from work, a check was made 
to see the effect of the display. Every 
male pedestrian stopped to have a 
look and many immediately entered 
the store. Because of the traffic con- 
gestion, few cars stopped, but craned 
necks attested to the fact that they saw 
the display. “Many men take a mental 
note of tools they need and drop into 
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Helped Build Store Traffic 


(Continued from page 117) 


the store the next time they pass,” 
said Mr. Gold. 

Because of its location near indus- 
trial plants and the homes of machine- 
minded workers, Easton & Belt sets 
its store hours so that workers may 
purchase items either on the way to 
or from work. This requires opening 
at 7 in the morning and closing at 7 
in the evening on week days. The 
closing hour is advanced to 8 p. m. 
on Saturday evenings. 

Another feature of the store that 
attracts passers-by is the modernistic 
front built in 1942. Done in a two- 
tone color combination of ivory and 
red tile, it sets off the store’s two 
display windows to good advantage. 


Mr. Gold is particularly proud of 
the store’s reputation as a “problem 
solver.” “Whether it’s minor me- 
chanical repair, garden problems or 
anything involving household hard- 
ware, we always work out a solution,” 
he says. 


Proven By Time 
66 ERE we directed from Washing- 


ton when to sow and when to reap 

we should soon want bread.” Thomas 

Jefferson wrote those words just 125 

years ago, in the ripeness of his years 

and wisdom. Alas! They have been 
proven. 

Farm Journal 
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STEP UP YOUR SALES OF PLUMBING REPAIR ITEMS 
with GRABLER PACKAGED FITTINGS 
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this Nationally-advertised Grabler Square ‘“‘Gee’’ Fittings in small cartons 
E’ are clean, undamaged, easy to sell; have a constant, steady rate of 
A Pe turnover. Thousands of mechanics prefer Square ‘‘Gee’s” with their 
yER sau Mi att smooth chamfering and precision-cut threads that start easily—screw 
GRAB iN 1 up fast—make tight connections. Square ‘“‘Gee’s” with their rugged 
ines nT cos uniform body structure, leave no-vulnerable point of weakness, give 
Fl NS po long service in the pipe line. Order your next lot of fittings in small 
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SQUARE “GEE” PIPE FITTINGS | 





turn to Congress (and some won't 
return at all—thank goodness) until 
January. 





Between now and Election Day is 
| an especially good time to contact 
| them (preferably by personal visit 
| but if that isn’t practical call them 
/ on the phone) and let them know 
where you stand on taxing the 





Co-ops. Get a commitment from 
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ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 


ROM the U. S. Department of 
| * Agriculture, several weeks ago we 
received a bulletin which we think 
every reader should consider. It 
reads as follows: 
“The Rural Electrification Ad- 

ministration today announced ap- 
Removes screw caps, bottle caps, proval of loans totalmg $3,530,000 
pry-up caps and friction caps. Folds to nine borrowers in six States for 
flat against wall when not used. construction of rural electric facil- 
ities. Construction will proceed as 
rapidly as materials and man- 
| power can be obtained. 
| “Following are the co-operatives 
| receiving loans, the amount of the 
| 
| 









DELUXE MODM&L 
ZiM JAR OPENER 


loan in each case, and the purpose 
for which loan funds were allo- 
cated: 

“Pioneer Co-operative Associa- 
tion, Inc., of Ulysses, Kan., $1,- 
130,000 for construction of 350 
miles of distribution lines to serve 
591 consumers and the purchase 
and installation of a 3,000 kilowatt 
generating plant. 

“Howard County Rural Public 
Power District, St. Paul, Neb., 
| $540,000 for 454 miles of line to 

| serve 852 rural consumers. 
Leaves entire board for ironing. | Slope Electric Co-operative, Inc., 


ZIM FLATIRON REST 





STANDARD MODEL 


Folds back when not in use. New England, N. D., a new co- 
| operative, $500,000 for 371 miles 
VERY SOON NOW... of line to serve 501 consumers. 


“Capital Electric Co-operative, 





we will supply you with the fa- 
miliar Zim appliances and new | 
“postwar” ones too. Meanwhile, we 
are apportioning our production | 
so each customer will get some. 


A Thought 


ZIM MANUFACTURING Co. N an “off the record” discussion 


before a selected group of busi- 
Meadqnuarters for Labor-Saving Home Appliances ‘ 
3037 CARROLL AVE. — CHICAGO 12, ILL. ness paper editors and publishers, a 
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| TROeTiiine 44 Just Among Ourselves 


(Continued from page 102) 


them, one way or the other, and then 
get to work accordingly. If they favor 
this proper taxation program work 
for their re-election—but if they don’t 
work for the election of Congressmen 
who are for such a measure. That is 
the only way to get any results. That 
is the way the Co-op group has been 
working for years. Remember, there 
are more of you than there are of 


them—so GET BUSY! 


* 


Some More on the Subject of 
“Taxing the Consumer Co-ops 
Just Like You Are Taxed:”— 


Inc., Bismarck, N. D., a new co- 
operative, $425,000 for 362 miles 
of line to serve 437 consumers. 

“Tri-County Electric Associa- 
tion, Inc., Plankinton, S. D., a new 
co-operative, $550,000 for 403 
miles of line to serve 675 consum- 
ers. 

“Spink Electric Association, 
Inc., Redfield, S. D., $245,000 to 
complete previously approved con- 
struction and for 165 miles of new 
line to serve 257 consumers. 

“Garkane Power Association, 
Inc., of Richfield, Utah, $125,000 
for system improvements, con- 
struction of 12 miles of new line 
to serve 61 consumers and the pur- 
chase and installation of a 235- 
kilowatt generating plant. 

“Powhatan Refrigeration Co- 
operation, Inc., of Clayville, Va., 
$11,000 to finance completion of 
previously approved construction 
and the addition of 100 food lock- 
ers. 

“Free State Refrigeration Co- 
operation, Inc., Kinbridge, Va.. 
$4,000 to complete previously ap- 
proved construction.” 


This is USDA 1388-46 should any 


reader wish an official copy—just be- 
cause it is his tax money that makes 
these things possible. 


* 


for Today:— 


very prominent government official 
made a comment worth pasting in 
every business man’s hat. He said: 
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“Congress is trying to write YOU'LL GET ACTION FEATURING 
good judgment into various con- | ‘ ne 

trol legislation, but good judgment |T H E HORN OF PLENTY LINE OF... 

can only come from good judg- | 

ment by those who administrate 
such laws.” 

It seems to us that this is the crux | 
of the entire present day situation. | 
If men trained in the particular work 
to which they are assigned were ap- 
pointed to various control jobs there 
would probably be a minimum diff- 
culty. Such men would understand 
the problems involved. Political con- 
sideration appointees will never and | 
can’t understand. 


















* * * 


“Meet Mr. Smith’ | 


MONG the “pet peeves” of a 
certain friend of mine is the 
strange quirk in some folks at a con- 
vention when introduced virtually to 


say, “Why, I know Mr. Smith and 


g plece SPICE SET 


921 —NIN 





Popular, practical...an excel- equipped with removable inner shaker 
lent gift number. Jars, 3-oz. capacity, are tops as well as solid outer caps. Set also 


have been introduced to him but he | decorated with 4-color “Horn of Plenty’’* includes “Selector” sheet of 8 additional 


never knows me.” Smith, of course, 
is embarrassed, harassed and an- 


decals. Rack is sturdy steel construction 
with de luxe red ripple finish; 8” long and 
6” high; has handy key-hole slots in back 


spice names which can be substituted for 
standard factory labeling shown above. 
Packed in individual cartons. Suggested 
retail price: $2.00** 


noyed. No sane business man inten- | for wall mounting if desired. Six of the 
tionally fails to greet a customer, a | SPice jars (except salt and pepper) come 
prospect or even a competitor to 
whom he has been introduced, or 
whom he knows from some previous 
contact. Relatively few have com- 
pletely faulty memories and even 
fewer are so ridiculously “snooty” 
that they attend a convention for the 
purpose of ignoring acquaintances so 

-why invite the thought or suggest 
it? A possible explanation is that 
Smith, because he is fat and wears 
double-breasted suits, or loud neck- 
ties, or is prominent, or is successful 
or for some other reason is known by 
sight very generally. As a result a 
new face (to him) is presented and 
he accepts the introduction in a cour- 
teous way only to be told that “We No- 
have met before.” The other fellow 
thought he had met him because he 
had seen him around for years and 
knew who he was. If Smith, even 
mildly assured his new friend that it 
was not so—there come later the 





































Five PIECE RANGE SET 







” damia 







An outstanding value 
that will be a big-seller with deal- 
ers everywhere (as soon as mater- 
ials become available). Consists 
of two 6-oz. jars for flour and 
sugar, two 3-oz. jars for salt and 
pepper, and handy metal rack de- 
signed for easy carrying or for 
wall mounting. Jars have decor- 
ative “Horn of Plenty’’* decals; 
rack has de luxe red ripple finish 
... measures 9” long and 5'4” high 
verall. Individually packed. 
Seontnd retail price: $1.00** 


1ECE RANGE SET 
_ THREE P 
915 





Another popular “Horn of 
Plenty’’* number that will appeal to your 
customers. Jars, with their smart colorful 
decals, are 3-oz. capacity; sturdy metal tray 
is finished in de luxe red ripple... measures 
4” long and 4” high. Packing: 2-dozen 
sets to the shipping container. Suggested 
retail price: 39c** 














*“Horn of Plenty” (design pat. No. 144,464) har- ** Slightly higher west of 
monizes with all popular kitchen color combinations. Mississippi. 


MELL-HOFFMANN MFG. CO. 


1827-53 W. WEBSTER AVE., CHICAGO 14, ILLINOIS 







Latest News on 
RECONVERSION 


on page 170 
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The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-! 
Job Training Manual 


n= 
terrae 


Acbhiched by MAROWARE A668 








the only up-to-date and complete volume 
ever published on all phases of this im- 

This 220 page, fully illustrated book is 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
a new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 


Order your copy now! 


FSS SSeS SSS SSS See eeaae v4 


MAIL THIS COUPON TODAY 
Hordware Age, 100 E. 42nd St., N. Y. 17, 
N. Y. Send: 

—— Cloth-bound copies of “Taking the 
aiey Out Of Builders’ Hardware" 
@ $1.50 per copy in the U. S. (Canada 
and Foreign Countries—$2.00). 
Cardboard-bound copies of “Taki 
the Mystery Out Of Builders’ Hard 
ware” @$! ~ copy in the U. S. 
(Canada and Foreign Countries—$!.50). 
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We Pay Postage If Payment Is Enclosed 
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postmortems that Smith is high hat. 
Sometimes these incidents actually 
affect business relations. In review— 
it is silly, unfair and adds nothing to 
the gayety or gain of the situation 
and would be a good practice to stop. 
In fact I offer the idea to the resolu- 


Motors in the Home 


HE average American home con- 
tains from six to a dozen fractional 
horsepower motors, the Civilian Produc- 
tion Administration estimates. The 
shortage of these small motor compo- 





tions committee and add the sugges- 
tion that introductions be made with 
more care so that unusual names are 
distinctly heard. 

(Note: Reprinted from the Oct. 
22, 1936, issue of HARDWARE ACE, by 
special request. ) 


nents for warm air furnaces results from 
their diversion to other home uses such 
as refrigerators, fans, vacuum cleaners, 


sewing machines, washing machines, 
electric clocks, kitchen mixers, ironing 


machines and phonographs. 


Builders’ Hardware Quiz 


HIS quiz is based upon the book 

‘Taking the Mystery Out of Build- 
ers’ Hardware,” by Adon H. Brownell. 
It is in the nature of a refresher course 
for those who are identified with or 
expect to be identified with the build- 
ers’ hardware business. Every chapter 


in the original book is covered by the 
questions and answers in this quiz. See 
if you can answer the questions on this 
page without turning to page 188 for 
the answers. See how much you know 
about builders’ hardware. It will be 
worth while. 


Chapter 10—Elementary Course 
SELLING THE FinisH HARDWARE 
With the exception of the butts, when should the finish hardware be applied? 


add to a harmoniously finished job? 


What little detail can you follow through with other trades, that will greatly 


l. 

) 

1 

3. What should you always avoid, if possible, when showing samples? 
| 


. Name three features desirable in your sample displays. 


5. How should you proceed to show samples? 

6. Give three reasons why you should always try to sell stock goods. 

7. Quote a good rule for saving time when showing samples. 

8. What two important things should be clearly stated in your letter of quotation? 
9. Is it wise to furnish a hardware schedule with your bid? 

10. After the bid has been made what else can you do to secure the business? 


Chapter 11—Elementary Course 
SCHEDULING, MARKING, SERVICING THE FINISH HARDWARE 


- WON 


on the order? 


Al 


SAD 


< 


goodwill? 


10. Why are item numbers important? 


. What is the first step to take after you secure the order? 

. What should be done with the four copies of the schedule? 

. How should the goods be labelled? 

. How should carpenters be instructed in reference to any special conditions 


. Should openings on which you furnish no hardware be listed? If so, why? 
What portion of the hardware should be sent to the job first? 

. What should you do when this has been done? 

. When hardware delivery is delayed what can you do to help expedite the job? 
. What three things can you do, after the hardware is applied in order to create 


Chapter 12—Elementary Course 
CULTIVATING OwNER AFTER PossESSION 


EO Praveen 


sell to the owner for bedroom closets. 


. Is your work done when the owner moves into the house? 

. How can you obtain closer contact with the owner? 

Name three opportunities for sales outside the house. 

Give three sales opportunities right at the front door. 

Name three sales opportunities in the basement. 

What three opportunities for additional sales are found in the kitchen? 
How can you sell major appliances? 

What equipment can be sold for the living room? 

Name three things, not generally included with the finish hardware, you should 


(Answers on page 188) 
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188 for While the plot thickens, the family dinner goes housewives gain a fair share of those precious 

Oo merrily on its way toward well-prepared perfec- extra hours and to make their duties easier. 

wi e 
tion. It’s so simple to mix leisure pleasure with é 
cooking duties when there’s a modern L&H There’s a great story, too, for L&H cooking and 
range in the kitchen. New conveniences shorten heating appliance merchants. It’s packed with 

plied? the hours of mealtime preparation. Accurate action from the start, down through the part 

greatly time and temperature controls remove the neces- played by aggressive L&H merchandising in 
sity of “pot-watching” ie ae being tied to the plotting new sales and profits for L&H mer- 
job “by your apron strings”. During 70 years of chants. The climax to the story? Here’s a hint ~ 
manufacturing cooking and heating appliances, nothing reads sweeter than a busy cash register. 
L&H has developed many an innovation to help We'll be glad to tell you the rest of the story. 

ation ? : : . 

ss? 

SL , 

itions 

y? 

job? 

reate 


THE SHERIDAN ELECTRIC KEROGAS 
ELECTRIC RANGE WATER HEATER OIL RANGE 





A. J. LINDEMANN & HOVERSON CO. 


MILWAUKEE 7, WISCONSIN 





uld Ug. pate 9 


Manufacturers of ELECTRIC RANGES ELECTRIC WATER HEATERS OIL RANGES+PORTABLE OVENS + Gil HREATERS+ WICKS 
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Every user of fluorescent lighting 
who has watched the annoying On- 
Off habits of a dying lamp will 


welcome the news about General 
Electric Watch Dog starters. He'll 
want to replace a// lus starters when 
he sees how quickly they end annoy- 
ing blink and flicker 

These double-duty starters are stop- 
pers as well. A built-in cutout takes 
failing lamps off the line as soon as 
their useful life ends. Relamping need 
not be done at an awkward moment. 
What's more, Watch Dogs protect the 
ballasts and save on maintenance. 
They're a big help in building more 
fluorescent business all along the line. 

We're telling the story of Watch 
Dog starters to your industrial and 
commercial customers with ads like 
these. That means more sales and 
faster sales. You'll find it pays to 
carry the complete line—for 15-, 20-, 
30-, 40-, and 100-watt lamps. For all 
the facts on this stepping-stone to 
more fluorescent business, write Sec- 
tion G17-929, Appliance and Mer- 
chandise Department, General Electric 
Company, Bridgeport 2, Connecticut. 


*Trade-mark Reg. U.S. Pat. Of. 


REE 


* STARTERS 


fad 








LSPNERAL ® Euscra; 
c 


* 


GENERAL @ ELECTRIC 





Location and Display 
Stimulate Business 
In Paint Department 


(Continued from page 111) 


he needs and also act as a sales stim- 
ulant. 

Mr. MecNerny believes that the 
farmer will continue to be an excel- 
lent paint customer for the next few 
years. During the wartime period, 
tnany farmers permitted buildings to 
deteriorate through lack of labor and 
materials. They are now trying to get 
them into shape and this means busi- 
ness for the hardware and paint 
dealer. 

The store also features some excel- 
lent paint display windows from time 
to time. A theater is located next 
door, and Mr. McNerny and his staff 
try to get attractive windows which 
will catch the attention of the in- 
creased sidewalk circulation at night. 
That such a policy pays is proved by 
the fact that numerous paint custom- 
ers mention that they saw the paint 
displays after dark. 

Newspaper advertising as well as 
handbills are used by the store to ad- 
vertise paints as well as hardware 
items. Mr. McNerny says that such 
promotional campaigns help to at- 
tract additional business and that it 
re-emphasizes the firm’s services to 
all prospects who are located in the 
area. 


This Is One War 
We Are Losing 


(Continued from page 133) 


tomers know of the services that your 
store offers to combat this enemy. 
Through your advertisements you can 
tell him that now is the time to have 
his heating and appliance repair work 
done and that you are ready to do it. 
Remind him that he can have his fire 
extinguishers refilled at your store 
and let him know that hose, extin- 
guishers, alarms and other fire pre- 
vention items are sold at your place 
of business. Such services will be a 
great help to the Fire Prevention 
Week campaign as well as a good will 
builder for you. 
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Handle is molded of 
sturdy Celanese * 
plastic; tools are 
of high grade alloy 
steet 



















Wustrated at right 
Home” Kit and 
‘Aato” Kit 














Not ilustrated 
“Socket Wrench” Kit 





Kits: Patents Pending 


JENKINTOWN, PENNA., BOX@ES) 
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HALLOWELL 
“SOCKET SCREW’ KIT 


with interchangeable bits 


For men who like to have a complete supply of tools, yet 
dislike bulk and confusion, the Hallowell ‘Socket Screw” 
Kit is the answer. It is one of the neatest tricks of the year. 
The hollow Celanese* plastic handle holds interchange- 
able bits for most all purposes . . . Phillips, Hex and 
Flat. There is a swivel-bit chuck which locks securely in 
position, and makes it possible to twirl a screw using the 
vertical position, and then snapping the chuck to an angle 


or ell position, to get the final tightening pull. 


Handle is molded of Sturdy Celanese* plastic; tools are 


of high grade alloy steel. 


Add these Kits to yout Standard Pressed Steel line—they ww” 


have the same self-selling qualities of utility and fine work- 
manship that are embodied in all other Standard Pressed 


Steel products. 





OVER 43 YEARS IN BUSINESS 


* BRANCHES: BOSTON + CHICAGO + DETROIT + INDIANAPOLIS « ST. 


*Reg. U. S. Pat. Off. 


Contained in this Handle 
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COMPLETE 
HOME 
LAUNDRY 


EQUIPMENT 
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HOME LAUNDRY 
EQUIPMENT 
WINDOW 


MERCHANDISE: Washers, 
ironers, clothes baskets, pails, 
clothes line, line pulleys, iron- 
ing board pads, electric irons, 
cords, etc. 

BACKGROUND: Center and 
side panels of light grey ma- 
terial. Cut-out letters of bright 
red material. 


Show Laundry Equipment, Harvest and 
House Needs in Late October Windows 


HARDWARE AGE Original Window Display IDEAS 


HARVEST NEEDS 
WINDOW 


MERCHANDISE: Binder 
twine, rope, chain, grab hooks, 
load binders, cable, pulleys, 
belt, V-belts, harness repair 
parts, mower sections, guards, 
bolts, cattle clippers, hog 
rings and ringers. 


FALL HOUSE NEEDS 
WINDOW 


MERCHANDISE: Home in- 
sulation, rock wool, caulking 
compound, window glass, 
window ventilators, putty, 
glazing compound, felt weath- 
er strip, tacks, etc. 

BACKGROUND: Center 
panels of light grey corru- 
gated board or painted wall- 
board. Side strips of bright 
red material. Cut-out letters 
of bright red material. 
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In its V shape it cuts 
a path 16 in. wide; 


hers, quickly makes 2 paths 
Pails, for the auto driveway. 
. iron- 
irons, 
r and 
y ma- 
bright 





With blades changed 
to extended position, 
clearing space ex- 
pands to 20 inches. 


















The new MAREMONT SNOW PLOW 
és makes it possible to clear an ordinary 
fall of snow as fast as you walk. Rubber 
grips and tire... carbon steel blade... 
welded tubular shaft and handle... high 
lustre enamel finish. See your hardware 
jobber or write factory for the name of 
your nearest distributor. 


RETAIL PRICE $6-75 
Worth your selling effort 


.MAREMONT 


SNOW PLOW 
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ELL trained salesmen in re- 
tail hardware stores can do 
excellent jobs of “trading-up” 
selling if the management provides 
the necessary merchandise for this 
type of selling. The sales people, how- 
ever, cannot do the entire job. 
Merchandise must be available in 
proper price groups if the salesman 
is to sell from one group to a higher 
priced group. This means that com- 
petitive merchandise must be carried 
on those lines where it is important 
that the store be competitive. With 
competitive merchandise, a good 
grade and a best grade, the sales- 
man has a real opportunity to “trade- 
up” the customer from one group to 
another. 


The Customer Benefits 


The customer benefits in all in- 
stances from this type of selling. He 
always secures better merchandise. 
This is at it should be. One of the 
objectives of every store should be 
to sell the customer the best mate- 
rial that he can afford. 

Stores providing opportunities for 
this type of selling will usually fea- 
ture competitive merchandise in ad- 
vertising along with the better grades. 
Customers will be attracted by the 
competitive items and come to the 
store. Here is the opportunity for 
the salesman who has been trained 
in “trading-up” to demonstrate his 
ability. 


Show Competitive Items 


Should the customer ask for the 
competitive item, show it to him by 
all means. But—also show him the 
other grades. Present the items to 
him in a manner that would indi- 
cate that you were extremely proud 
of the merchandise. Be sure that it 
looks its best and that it looks its 


146 


Trading-Up 


worth. Explain its merits in terms of 
what satisfaction or pleasure it will 
give the customer. 


Don’t Show Too Much 


Sometimes there is a tendency for 
the salesman to’ show the customer 
too much merchandise. This is apt 
to confuse him and make it difficult 
for him to reach a decision. In such 
cases, the salesman should start to 
eliminate the items that have been 
shown. This can be done easily, for, 
as the customer’s interest shifts, the 


alert salesman can tell which item 
he has discarded from considera- 
tion. These items should be returned 
to the stock. Eventually, two items 
will remain from which the customer 
will make a choice. 


Not Always Successful 


Trading-up is not always success- 
ful. The salesman should not be dis- 
couraged, however. Unless you do 
this type of selling the customer will 
not be served to the best advantage. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 
100 is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is very 
poor. The correct answers to these questions will be found on page 


208. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A dealer sells window glass at 55 per cent off the list. Figure the 
retail price of the following glass from the list price given; (a) single 
glass 24 x 26, list $2.27; (b) single glass 9 x 13, list $0.38; (c) 


double glass 26 x 30, list $4.90. 


2—Galvanized window screen sells for 5 cents per sq. ft. and copper 
screen sells for 15 cents per sq. ft. Figure retail prices on the fol- 
lowing sales of screen: (a) two pieces galvanized wire 28 in. x 32 in.; 
(b) four pieces copper wire 69 in. x 28 in.; (c) one piece copper 
wire 4 ft. x 24 in.; (d) three pieces galvanized wire 72 in. x 3 ft. 


3—Accounts receivable at the half year period were $5,400. At the 
beginning of the year they were $3,900. Charge sales for the 
six months were $28,000. From this information figure the average 
day’s credit on the books at the end of the six-month period. 


4—Within what period after the end of the month must an employer 
who withholds more than $100 of income in withholding taxes dur- 
ing any month deposit the tax with a depositary bank authorized 
by the Secretary of the Treasury to receive such deposits? 


5—Where should a dealer secure a Federal license to sell ammuni- 
tion and firearms? What is the amount of the fee to be paid? 
(Answers on page 208) 
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NEW...COMPLETE... ATTRACTIVE... PROFITABLE! 


Conlin? soci 





Tvs all there... shaker, jumbo size strainer, ice tongs, lime-lemon 
squeezer, stirring spoon, double jigger and bar glass—all of the 
finest stainless steel! THE COCK TAIL HOUR Home Bar Set is 
compact... convenient ... beautiful. Each set individually boxed 
in a beautiful carton. Simply display it . . . it will sell itself. 
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Ralph P. Higgins Company Newland, Schneelock & Piek, Inc. Clay Folsom R. F. McDowel Ernest C. Scruggs 
1558 Merchandise Mart 1107 Broadway 301 N. Market St. 403 Merch. Mart Bidg. 179 Luckie Street 
Chicago 54 New York 10 Dallas, Texas Los Angeles 14 Atlanta, Georgia 
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MERGE TWO HOUSEWARES GROUPS 


— TO HOLD SHOW IN P 


EXHIBIT APRIL 27-MAY 2, INCLUSIVE 


Manufacturers 


National Housewares 


READ IT IN HARDWARE 


NEWS OF 


HARDWARE AGE FOR 


| 
| 


HILADELPHIA 


| 
Association 
| 


(incorporated not for profit) formed by merger of 
Housewares Manufacturers Association of Chicago 
and the New York Housewares Manufacturers Asso- 
ciation. Single show for group to be in Convention 


Formation of the National 
Housewares Manufacturers Asso- 
ciation (incorporated not for 
profit), with headquarters in Chi- 
cago, has been announced as the 
result of the merger of The 
Housewares Manufacturers Asso- 
ciation of Chicago and the New 
York Housewares Manufacturers 
Association. The new association 
will hold its first Housewares 
Show, in the Philadelphia Con- 
vention Hall, Philadelphia, Pa., 
from April 27 to May 2, inclu- 
sive. 

In a joint statement George 
Fritz, Jr., president of the Chi- 


Hall, Philadelphia, Pa. 


cago group and D. E. Stratton, 
president of the New York group, 
said: “This merger was actively 
discussed many times in the past, 
but this and other association ac- 
tivities temporarily post- 
poned due to the war. ... The 
fact that both organizations have 
run many successful shows—usu- 
ally in Chicago during January 
and in New York City and Atlan- 
tic City during June or July (the 
last show held by the New York 
Association was in 1941) gives 
this new National Group the 
benefit of a great background 
with respect to the timing, lo- 


were 








cation and operation of shows. | 
The new association’s Board of | 
Directors will comprise members | 
from the two boards, three from | 
New York City, three from Chi- 
cago and three at large. This | 
board will be supported by od 
Advisory Committee comprising | 
all of the former board members 
not on the elective board. 
Temporarily S. L. Hanssen 
is secretary of the new group | 
with headquarters at 1402 Mer- | 
chandise Mart, Chicago, succeed- | 
ing A. W. Buddenberg, long time | 


executive secretary of the Chi- | 





cago association. 








N. R. STILES PRESIDENT 
CHISHOLM-RYDER CO. 


At a special meeting of the 
directors of Chisholm-Ryder Co., 
Inc., Niagara Falls, N. Y., Nor- 
man R. Stiles was elected presi- 
dent treasurer to fill the 
vacancy caused by the recent 
death of Stephen Morse Ryder. 

‘Mr. Stiles served in the Coast 
Guard, being stationed in Wash- 
ington, D. C., during World War 
II, and retired from the service 
in 1946 with the rank of captain, 
to be assistant to the president of 
Chisholm-Ryder Co. He is a 
nephew of the late Mr. Ryder 
and a native of New England. 


Chisholm-Ryder Co. is a lead- 
ing manufacturer of food proc- 
essing machinery with plants at 
Niagara Falls and Columbus, 
Wis., and is closely affiliated with 
Chisholm-Ryder Co. of Pennsyl- 
vania, at Hanover, Pa., manufac- 
turers of labeling and casing 
machinery. Chisholm-Ryder Co. 
also has the Premax Division at 


and 
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| Niagara Falls, manufacturers of 
| radio antennas and equipment, 
fish rods and reels, metal letters 
and figures and steel tent hard- 
ware. Niagara Searchlight Divi- 
sion of Niagara Falls is en- 
gaged in the manufacture of 
flashlights, lanterns and primary 
| lighting devices. The American 





NORMAN R. STILES 


' . * «se | 
Utensil Division produces a com- 


plete line of juice processing 
equipment. 


‘DUPONT TO CONSTRUCT 
$1,000,000 PLANT 


A plant to cost approximately 
a million dollars for the manu- 
facture of Du Pont chemical 
specialties, including such auto- 
motive maintenance products as 
polishes, waxes, cooling system 
cleaner, sealer and rust inhibitor, 
be built at West Toledo, 


will 
Ohio. 

The new plant will be located 
on the same site as the com- 
pany’s present finishes plant. It 
will be a two-story structure pro- 
viding manufacturing, office and | 
warehouse facilities. 

A demand for the No. 7 Line 
products exceeding the capacity 
of present facilities necessitated 
the project, according to G. W. 
Sherin, manager of specialties 
sales. He said that some 30 
items will be made at the West 
Toledo plant. 





NORMAN B. GETTY 


N. B. GETTY SUCCEEDS 
TO PRESIDENCY OF 
TENK HDWE. CO. 


Norman B. Getty, who had 
been vice-president and treasurer 
of the Tenk Hardware Co., whole- 
sale hardware concern of Quincy, 
Ill., since 1936, was elected to 
the presidency of the firm, Aug. 
30. -He succeeds the late Rudolph 
Tenk, who died July 18. 

Miss Ruth C. Tenk, daughter 


| of the late Frank J. Tenk, was 


named vice-president. 
Mr. Getty started work with 
the firm in 1907 as secretary to 


| Rudolph Tenk. He was first pro- 
| moted to the buying department 


and had been merchandise man- 
ager for many years. He was 
secretary from 1922 to 1936. Mr. 
Getty is a 33rd degree Mason. 

Mrs. Gertrude Tenk Penick 
was elected a director of the firm. 
Other officers of the 81-year-old 
firm are Charles H. Brooks, secre- 
tary, and R, L. Witzleben, assis- 
tant secretary. In addition to its 
wholesale business the company 
operates a retail store at 512 
Maine, in Quincy. 





JOYCE-CRIDLAND MAKES 
APPOINTMENT 

The Joyce-Cridland Co., makers 
of jacks and lifts, Dayton 3, 
Ohio, has appointed H. H. Lan- 
dis as its Eastern division man- 
ager. Mr. Landis has been in 
sales and distribution for 20 
years. He will work out of the 
Dayton office. 
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1235 Attend ( Comeations - 
Builders’ Hdwe. Associations 


Lawrence B. Stuart elected president of American 
Society of Architectural Hardware Consultants. 
Robert L. Dohrmann heads National Contract Hard- 


ware Association. Exposition attracts 3000. 


Robert L. Dohrmann, Palace 
Hardware Co., San Francisco, 
Cal., was elected president of the 


Haase, Richards & Conover Hard- 





ROBERT L. DOHRMANN 


More than 1235 builder’s hard- | 
waremen and guests gathered 
at the Palmer House, Chicago, 
Ill., from Sept. 3rd to 5th, for the 
annual convention of the Na- 
tional Contract Hardware Associ- LAWRENCE B. STUART 
ation and the American Society | | 
of Architectural Consultants. The | ware Co., Kansas City, Mo., and | 
attendance for the Builders’! Lawrence B. Stuart, California | 
Hardware Exposition, sponsored | Hardware Co., Los Angeles, Cal., | 


by the two associations, passed  j, president of the Rentstnen | 
well over 3000. 





| 








JOSEPH R. RAYMER 








National Contract Hardware As- | 
sociation succeeding W. H. | 


first vice-president of the 
N.C.H.A. 

A more complete report of the 
convention will be presented in 
the Oct. 10th issue of HARDWARE 
AGE. 

CORY CORP. ELECTS 
NEW OFFICERS 


Cory Corp., 221 N. La Salle 
St., Chicago 1, manufacturers of 
Cory Glass Coffee Brewers, has 
|announced the appointment of 
| the following new corporation 
| officers: Edward C. Neuman, 
vice-president in charge of manu- 
| facturing; K. Y. Craig, secre- 
|tary; and T. J. Major, treasurer 


| and comptroller. 
| 





JOHN R. SCHOEMER 


Society of Architectural Hard.- | C. O. DELONG PROMOTED 
| ware Consultants, succeeding Jo- BY GOODRICH 

seph R. Raymer, Raymer Hard- | 

ware Co., St. Paul, Minn. John| Clyde O. DeLong has been 
R. Se i anager of 
ing director of the American So-| the industrial products sales di- 
ciety of Architectural Hardware | vision of the B. F. Goodrich Co., 
Consultants, National Contract | Akron, Ohio. 

Hardware Association and the| Mr. DeLong, with the company 
Hardware Consultant and Con-| since 1928, had been manager of 
tractor. He continues as execu-| sundries sales for the last three 
tive secretary-treasurer of the So-| years. He had previously been 
ciety and editor of the Hardware | operating manager of the Indus- 
Consultant and Contractor. trial Products Sales division, as 

John J. Soeffing, A. Soeffing &| well as handling various sales 

Co., Philadelphia, Pa., becomes | positions. 
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FEDERAL TRADE COMMISSION DISMISSES 
COMPLAINT AGAINST 
NATIONAL WHOLESALE HARDWARE ASSN. 
Complaint had charged association and 


others with violating FTC Act in sale 
of hardware and related merchandise. 





The Federal Trade Commission, by a 3 to 2 vote, dis- 
missed its complaint (4592) (Hardware) charging The Na- 
tional Wholesale Hardware Association, Philadelphia, Pa., 
and others with violation of the Federal Trade Commission 
Act in the sale of hardware and related merchandise. The 
complaint alleged that the association, together with its offi- 
cers, executive committee, advisory board, member companies 
and several cooperating companies, had conspired to hinder 
and suppress competition among hardware dealers and 
among manufacturers and also to create a monopoly in the 
respondents in the distribution of hardware and related mer- 
chandise. 

The majority opinion in support of the dismissal was writ- 
ten by Commissioner Garland S. Ferguson, and was con- 
curred in by Chairman William A. Ayres and Commissioner 
Lowell B. Mason. 

The order of dismissal was issued after consideration of 
testimony and other evidence, the report of the trial examiner 
and briefs of counsel. 
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PROGRAM FOR JOINT CONVENTION 
IN ATLANTIC CITY, OCT. 14-17 


National 
American 


Wholesale 


Hardware 


Hardware 
Manufacturers 


Association and 
Association 


sessions at Marlborough-Blenheim to consider post- 

war era problems of hardware distribution. Nation- 

ally known speakers to discuss world and national 
economic problems and trends. 


The joint annual hardware 
convention of the American Hard- 
ware Manufacturers Association, 
the National Wholesale Hard- 
ware Association and its affil- 
iate, the National Association 
of Sheet Metal Distributors will 
meet in Atlantic City, N. J., Oct. 
14-17, inclusive. All sessions will 
be held at the Marlborough-Blen- 
heim, convention headquarters of 
the participating associations. In 
line with their established cus- 
tom, the wholesalers and manu- 
facturers will hold a joint open- 
ing session on Monday night, at 
9 P.M., to be presided over by 
Edward F. Pritzlaff, John Pritz- 
laff Hardware Co., Milwaukee, 
Wis., president, NWHA. Dr. 
Norman Vincent Peale, New 
York City, minister, Marble Col- | 
legiate Church, and for the past | 
several years a featured NBC | 
national network speaker, will | 
talk on, “How to Live in a Time | 
Like This.” 

Tuesday morning the three as- | 


sociations will hold individual | 
sessions. The manufacturers ses- 
sion will hear its president, John | 
S. Tomajan, The Washburn Co., 
Worcester, Mass., deliver his ad- 
dress, “Are We Ready for Free- 
dem?” James E. McCarthy, Dean 
of the Edward N. Hurley College | 
of Foreign & Domestic Com. | 
merce, Notre Dame University, 
South Bend, Ind., will discuss, | 
“What Industry Can Contribute | 
Through Enlightened Public Re- 
lations Programs for the Preser- 
vation of the Private Enterprise 
System.” 

The wholesalers’ Tuesday 
morning gathering will hear Pres- 
ident Edward F. Pritzlaff and 
then a report on association ac- 
tivities by Thomas A. Fernley, 
Jr., Philadelphia, Pa., executive 
secretary. A symposium on mod- 
ern warehduses, layouts, mechan- 
ical equipment, etc., will have as 
its speakers: C. J. Whipple, Hib- 
bard, Spencer, Bartlett & Co., 
Chicago, Ill.; Charles L. Wheel- 
er, The Salt Lake Hardware Co., 
Salt Lake City, Utah, and 
Charles L. Mason, Thomson- 
Diggs Co., Sacramento, Calif. 
W. H. Terstegge, Stratton-Ter- 
stegge Co., Louisville, Ky., will 
discuss, “How Can Wholesalers 
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Hold Down Expenses?” M. H. 
Kennedy, Ott-Heiskell Co., 
Wheeling, W. Va., will have the 
topic, “A Weekly Stock List As 
An Aid to the Trade, Salesman 
and the Buyer,” and G. W. Farr, 
Decatur & Hopkins Co., Boston, 
Mass., will discuss, “How We 
Handle Our Purchasing and Re- 


ceiving Records.” E. H. McGin- | 


nis, Union Hardware & Metal 
Co., Los Angeles, Calif., will dis- 
cuss, “The Value of Incentive 
Plans.” 

The National Association of 
Sheet Metal Distributors will 
meet, Tuesday morning and af- 
ternoon, with John Phillips, Stel- 
wagen Mfg. Co., Philadelphia, 
Pa., leading a discussion on “Our 
Procedure in Making Deliveries.” 
Other discussion topics will be: 
“Competition of Other Types of 
Outlets”; “What Steps Can Be 
Taken to Reduce Our Costs?”; 
“Aluminum Sheets”; “Wage 


| Rates and the Effect They Are 


Having on Costs” and “What 


| New Developments in Manufac- 


turing Processes May Mean to 
Our Business.” The Tuesday af- 
ternoon Sheet Metal session will 
include the report of Thomas A. 
Fernley, Jr., as secretary of that 
association, following which W. 
W. French, Jr., Moore-Handley 
Hardware Co., Birmingham, Ala. 
will discuss “The Handling of 
Black and Galvanized Sheets.” R. 
A. Wilkins, Baltimore, Md., vice 
president in charge of research, 
Revere Copper & Brass Co., will 
talk on “The Future of Copper 


| for Sheet Metal Work”. “Flat 


Rolled Steel — Problems and 
Prospects”, will be the topic of 
R. M. Nelson, American Rolling 
Mill Co., Middletown, Ohio. Of- 
ficers will be elected at the con- 
clusion of that session. 
Wednesday morning there will 
be a joint session of the whole- 
salers and manufacturers. Under 


the general subject, “Where Do | 


We Go From Here?” the current 
viewpoints of hardware manufac- 
turers, wholesalers and dealers 
will be briefly discussed by rep- 
resentatives of those three fields. 
Herbert P. Ladds, president, Na- 
tional Screw & Mfg. Co., Cleve- 
land, Ohio, and vice president of 
the AHMA; Henry J. Allison, 











president, llison-Erwin Co., 
Charlotte, N. C., and vice presi- 
dent of NWHA, and Earl Dean, 
York, Neb., president NRHA, 
will be the three speakers. Fulton 
Lewis, Jr., Mutual Network re- 
porter on national affairs, will 
talk on the subject, “Democracy 
With A Gun In Her Ribs.” 

On Thursday morning the 
wholesalers will hear Rivers 
Peterson, Indianapolis, Ind., man- 
aging director, NRHA, talk on, 
“How Wholesalers Can Be of As- 
sistance to the Retailer”. Seth 
Marshall, president, Marshall- 
Wells Co., Duluth, Minn., will 
give the yeport of The Committee 
on Co-operatives. Discussions to 
follow will be on the subjects: 
“Labor Relations”; “Features 
Which Might Be Incorporated in 
New Catalogs”; “How Can Man- 
ufacturers Determine the Proper 
Minimum Quantities So That 
the Wholesaler Can More Easily 
Reship to the Retailer?” and 
“Methods We have Found Most 
Effective in Stock Control”. 

The manufacturers final ses- 
sion, Thursday morning, will be 
devoted to reports of the resolu- 
tions and nominations committees 
and to the election of officers. 


Entertainment Program 


Sunday evening the annual 
stag dinner and party of the 
Central States Hardware Club 
will be held at Cambridge Hall, 
Hotel Claridge. Details on the 
club’s special trains, to and from 
the convention, are given at the 
end of this outline of the con- 
vention program. The X-Club 
luncheon will be held Tuesday at 
1 p.m. in the Marlborough- 
Blenheim. The ladies of the con- 
vention will be guests at a bridge 
and tea in the East Solarium at 
2.30 p.m. The Old Guard will 
hold its dinner at the Brighton 
Hotel, that evening at 6 p.m. 
Tuesday evening, in the Wedge- 
wood Room, Paul Fleming & Co., 
will present “An Evening of 
Magic”. Wednesday between 
10.30 a.m. and 5.30 p.m., the 
ladies will enjoy roller chair 
rides on the boardwalk The an- 
nual ball will be held Wednes- 
day evening in the Blenheim 
Ballroom, at 9 p.m. 











Registration will start Monday 
at 9 a.m., continuing to 7 p.m. 
Because of expected heavy at- 
tendance and certain time re- 
quirements by the printer, regis- 
tration, prior to 3.30 p.m., will be 


| restricted to member manufactur- 
ers and wholesalers and manu- 


facturers’ agents. The names of 
those so registering will appear 
in the first register of delegates, 
available at nine o’clock Tuesday 
morning. From 3.30 to 7 p.m., 
Monday, invited guests and vis- 
itors may also register, 

The associations request that 
late applicants for hotel accom- 
modations address their requests 
direct to the Atlantic City Con- 
vention Bureau, 16 Central Pier, 
Atlantic City, N. J. 


Central States Specials 


Train times have been an- 
nounced for the Central States 
Hardware Specials to the joint 
convention of the American 
Hardware Manufacturers’ Assn. 
and the National Wholesale 
Hardware Association, Oct. 14-17, 
inclusive, at the Marlborough- 
Blenheim Hotel, Atlantic City, 
N. J. Sponsored by the Central 
States Hardware Club, Inc., Chi- 
cago, the trains will be run by 
the Pennsylvania Railroad to and 
from the convention, leaving 
Chicage on Oct. 12 and return- 
ing on Oct. 17. 

The schedule for the train 
from Chicago will be: Leave 
Chicago, 1.35 p.m. (C.T.) Oct. 
12; leave Fort Wayne. 4.05 p.m., 
leave Crestline, 7.25 p.m. (E.T.) 
and arrive Alliance, Ohio, 9.42 
p.m. (E.T.). Another section will 
leave Cleveland at 8.15 p.m. 
(E.T.) Oct. 12 and arrive in Alli- 
ance at 9.32 p.m. (E.T.). The 
complete train will leave Alliance 
at 9.57 p.m. (E.T.) and arrive 
in Atlantic City about 9.30 a.m. 
(E.T.) Sunday morning Oct. 13. 

Returning, on Oct. 17, the spe- 
cial train will leave at 4.15 p.m. 
(E.T.) and arrive in Crestline at 
4.50 am. (E.T.); Fort Wayne, 
at 6.10 a.m. (E.T.) and Chicago 
at 845 am. (E.T.) Friday, 
Oct. 18. 

The round trip fare, for all 
classes of Pullman, will be 
$60.49. The Pullman fares, each 
way, will be: Lower berth (one 
or two persons), $7.99; upper 
berth, one person, $6.10; com- 
partment, two persons, $22.60, 
and drawing room, two or more 
persons, $27.95. All fares include 
the current 15 per cent tax. 

Reservations for sleeping car 
accommodations, both ways, 
should be made direct to L. G. 
McSteen, passenger representa- 
tive, P.R.R., 16 S. LaSalle St., 
Chicago 3. 
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R. L. Rockholz President 


Hardware Golf Association 


G. J. Macklin, Sager Lock Works, Wins Champion- | 


ship of 20th Annual Tournament at French Lick, 
Ind., Sept. 9, 10 and 11—250 Attend 





R. L. ROCKHOLZ 


The Hardware Golf Associa- 
tion held its 20th annual meet- 
ing and tournament, Sept. 9, 10 
and 11 at French Lick, Ind., with 
headquarters at French Lick 
Springs Hotel. About 250 manu- 
facturers, wholesalers and their 
representatives attended. R. L. 
Rockholz, Brown Camp Hard- 


Co., Cleveland, Ohio, was elected 
vice-president. Dietz Lusk, Kan- 
sas City, Mo., Henry Disston & 
Sons, Inc., succeeded A. J. Eg- 
gleston, Richards-Wilcox Mfg. 
Co., Aurora, Ill, as secretary- 
treasurer, 

The following directors were 
elected for a term of three years: 
J. W. Yates, McGregor Hardware 

| Co., Springfield, Mo., wholesaler; 





A. J. EGGLESTON 





G. J. MACKLIN 


St. Joseph, Mo., wholesaler; Rob- 
ert Gates, Turner, Day & Wool- 
worth Handle Co., Louisville, 
Ky.; Harold Cunningham, Ames, 
Baldwin, Wyoming Co., Parkers- 
burg, W. Va., and George Mack- 
lin, Sager Lock Works, Chicago, 
Ill. 

George Macklin, Sager Lock 
Works, won the championship 
defeating W. F. Barnes, Jr., New 


| York Wire Cloth Co., New York, 


in the finals. Dwight Myers, 
Thermoid Rubber Co. received 
the trophy for the low qualifying 
score with a gross score of 75. 
Herb Megran, Starline, Inc., Har- 





vard, IIl., won the Past Presi- 
dents’ Trophy with a low net 
score of 71. 

Winners of other flights were 


ware Co., Des Moines, wholesaler, | Les. Johnson, Harper & McIntire | as follows: “Richard A. Sund- 


was elected president. John W. 
Patterson, American Steel & Wire 


| Co., Ottumwa, Iowa, wholesaler; 
W. A. Abercrombie, Wyeth Co., 


vahl Flight,” R. W. Chamberlain, 
| Stanley Works, New Britain, 














L. H. SMITH, INC., SALES STAFF at Pittsburgh Housewares Show—Here's a part of 
the sales staff of L. H. Smith, Inc., 8 Eighth St., Pittsburgh, Pa., wholesale hardware dis- 
tributors, at the recent Pittsburgh Houseware Show, at the William Penn Hotel in that 
city. The show was sponsored by the Pittsburgh Wholesale Merchants Association, a 
division of the Chamber of Commerce. Shown, left to right, are: Mel Callihan, William 
Theodale, William Garvin, George Rome, Russ Campbell, George Clark, Victor Buerkle, 
Ruth Giger, Bud Drummond, Tom Miller, Ed Craig, Harmon Emmer, Ray Mook, sales 


manager and Elmer Yost. 
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| Conn.; “A,” Wilbur Higgins, Jr., 
Starline, Inc., Harvard, iL; “B,” 
| R. H. Startzell, Sheffield Steel 
Co., Kansas City, Mo.; “C,” H. 
| J. McMahon, Lamson & Sessions 
| Co., Cleveland, Ohio; “D,” W. J. 
| Hogan, Corning Glass Works; 
“E,” A. B. Sloan, Northwestern 
Steel & Wire Co., Sterling, IIL; 
| “F,” A. J. Dolliver, Kansas City, 
| Mo., American Chain & Cable 
| Co.; “G,” Willard Dunham, Chi- 
| cago, Ill., Russell, Burdsall & 
Ward Bolt & Nut Co., and “H,” 
N. C. Herrold, The American 
Pad & Textile Co. 

Tuesday night a special enter- 
| tainment, under the direction of 
Phil W. Embury, Embury Mfg. 
Co., included “barber shop quar- 
tettes,” some from the member- 
ship and two special quartettes 
from Evansville, Ind., and Louis- 
ville, Ky. Mr. Embury is the 
most recent past president of the 
Society for the 
Barber Shop Quartette Singing. 
This proved to be an outstanding 
feature as the two visiting quar- 
tettes, as well as the “home 
talent” were in rare form. 





W. R. GREIG PROMOTED 
BY PARAFFINE CO. 


W. R. Grieg has been pro- 
moted to the Western regional 
manager of the Floor Covering 
Division of the Parafine Com- 
panies, Inc., and will have his 
headquarters at the home office, 
475 Brannan St., San Francisco. 

Mr. Grieg will be in charge of 
Western sales activities for lino- 
leum, felt base floor covering, 
“Mastipave” and allied lines for 
Pabco. The Paraffine Com- 
panies, Inc., claims to be the only 
hard surface flooring manufac- 
turer West of the Atlantic sea- 
board. 

Mr. Grieg joined Pabco 32 
years ago, and has served con- 
secutively as territory salesman, 
Central district manager, and 
most recently as manager of the 
Los Angeles district. 





Cc. P. WILLIAMS CO. 
JOBBING IN TEXAS 


C. P. Williams, who for 11 
years represented Maurey Mfg. 
Corp., Chicago, maker of V-pul- 
leys, is now in business as the 
C. P. Williams Co., 2704 W. 
Dallas Ave., Houston, Texas. 

At its warehouse at this ad- 
dress the new firm carries large 
factory-owned stocks of Maurey 
pulleys, and shipments are made 
to jobbers and manufacturers 
throughout the Southwest The 
firm is interested in handling one 
more line for a manufacturer, on 





| a commission basis, in the states 


of Oklahoma, Texas, Arkansas 


and Louisiana. 
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1 — Smooth socket... 
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2 — Less chance of handle 


4 breakage. 


3 — Lower end of handle covered 
with metal cap which protects handle. 


4 — Handle securely fastened to scoop 


“AMES” PRODUCTS by a single rivet at frog. 


SHOVELS FORKS 
SPADES HOES 5 — Easy to rehandle. 
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PARKERSBURG, W. VA. AMES BALDWIN WYOMING CO. NORTH EASTON, MASS. 
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Could be. Likely is. "Course, we won't know 
for sure until all reports are in. 


It’s a Great Northern; weight 42 Ib. 2 oz.; caught by Harry Bed, 
whose wife and fishing partner, Adele Bed, is proudly displaying 
the “big brute” (as she calls it). 


Scene of the catch—Grassy Narrows, Delaney Lake, Ontario, 











Bait used RENTON 

—the new lure that has proved itself, 0 
over and over again, with all kinds of 

game fish, in its very first season. Weight A / 





—¥, oz. Retail list, $1.00. 


WHAM! DOODLER has fast, lively action 
—a tantalizing, different action—that the 
big ones just can’t resist. It’s made like a 
piece of jewelry; in stainless steel, highly 
polished, also in highly polished copper, and 
an assortment of bright colors. 


ACT FAST! Thre WHAM! DOODLER will be 
in terrific demand. Get in touch with your 
jobber—order a supply today. Get set now 
to stock and display the WHAM! DOODLER 
and other original TRENTON specialties. 


| Associated Mfrs., Inc., Waterloo, lowa 


Sold to Hamilton Engr. Co., Chicago 


The sale of the Associated; and a cream whipper for house- 
| Manufacturers, Inc., Jefferson St. | hold use. 
and Mullan Ave., Waterloo, Iowa,| Present plans call for the re- 
| to the Hamilton Engineering Co., | moval of all equipment to Water- 
Chicago, has been announced by | Jo9 for the continuation of the 
| Miles Potter, president of the| manufacture of the spreaders 
| Associated Manufacturers, and | and whippers. The new owners 
|W. F. Young, president of the | intend to continue and expand 
| Hamilton firm. the manufacture of cream separa- 
This marks the 50th year that | tors and the other products now 
| the Associated firm has been | made by Associated. 
| manufacturing cream separators| The Associated firm will con- 
| in Waterloo. The firm also manu- | tinue under the same name and 
| factures registers and air con- there will be no change in com- 
| ditioning grills, medicine cabi- pany policy. 
| = and magnetos. | The Hamilton firm has 4,000 
The Hamilton company oper- | active dealers and the Associated 
| ates two factories at Harvey, and | lists a total of 1,800 dealers, all 
| Lombard, Ill., and has its main|to be combined for the sale of 
office in Chicago. The two Illinois; the firm’s products, under the 





factories manufacture lime and 
commercial fertilizer spreaders 


name, Associated Manufacturers, 
Inc., Waterloo, Iowa. 








MURRAY-BROOKS HDWE. 
WHOLESALING ONLY 


One of Louisiana’s oldest hard- 
| ware stores, the Murray-Brooks 
| Hardware Co., Ltd., at 707-709 

Ryan St., Lake Charles, La., 
| closed Sept. 14. The firm was 
organized 60 years ago and there 
has been no change in name or 
location in all that time. 

Only the retail branch of the 
business is being closed. A new 
site at Goosport, a suburb of 
Lake Charles, was recently pur- 
chased and the wholesale branch, 
which was organized in 1913, 
will be moved there in the near 
future. Its oil field supply busi- 
ness was started in 1925 and an 
industrial supply department was 
added in 1930. Officers of Mur- 





ray-Brooks are: G. W. Law, pres- 
ident; G. L. Paret, vice-presi- 
dent, and W. H. Frank L. Here- 
ford, secretary-treasurer. Allison 
T. Miller is sales manager and 
Paul F. Carmouche is director 
of sales. 


WARREN TOOL SUPPLY 
IS NEW DISTRIBUTOR 


The Warren Tool Supply Co. 
has entered the jobbing business 
as a tool distributor at 291 Beale 
St., Wollaston 70, Mass. The 
firm will specialize in plumber’s 
tools. No supplies or accessories 
are to be handled. The firm is 
desirous of receiving catalogs 
from any manufacturers who are 
interested in tool distribution in 
the Wollaston area. 











—has what it takes 
to attract and hook 
the big ones. 








TRENTON MFG. CO., TRENTON, OHIO 


Maker of the original, fast-selling 
Fisherman’s Live Bait Cage 
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MEMBERS OF THE VACUUM CLEANER MANUFACTUR- 
ERS’ Association Speakers’ Committee join A. G. Ashcroft, 
chairman of the technical committee, Institute of Carpet 
Manufacturers, second from left, in obvious pleasure over 
prospect of inter-industry cooperation he urged at recent 
Association meeting in Cleveland. Mr. Ashcroft is director of 
research, Alexander Smith & Sons Carpet Co., Yonkers, N. Y. 
Others in the picture, left to right: W. E. Slabaugh, Jr., West- 
inghouse Electric Corp., Mansfield, Ohio, chairman of VCMA 
committee; Mart Manley, Electrolux Corp., New York, and 
A. L. Atkinson, General Electric Co., Bridgeport, Conn. 


HARDWARE AGE 
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r house- 
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> Water- 
| of the 
preaders 
owners 
expand 
separa- 
cts now 
ill con- 
me and 
in com- 
s 4,000 
ociated 
ers, all 
sale of JOSEPH H. NUFFER, left, president of Air-Way Electric 
er the Appliance Corp., Toledo, Ohio, is congratulated by Bret C. 
turers, Neece, Landers, Frary & Clark, New Britain, Conn., president 
of the Vacuum Cleaner Manufacturers’ Association, on his 
election to the vice-presidency of that organization recently 
in Cleveland. 
, pres 
“presi LOU BRADEN NOW previous affiliations included 
Here- MANUFACTURERS’ AGENT | sales manager of Pittsburgh Sup- 
_— Lou Braden, former director of ply Co., American Fork & Hoe 
and les, J. A. Willi Co.. Pitts- Co. and Ames Baldwin Wyoming 
rector sales, J. A. illiams Uo., Fitts C f hich szati h 
burgh, Pa., hardware wholesalers, > oe 
has entered business as a manu- covered the —_— ea 
facturers’ agent under his own| which he is now operating. Prior 
PLY . to its merger into the Ames Bald- 
name, with headquarters at 423). a , ; 
R Rochelle St., Pittsburgh 10, Pa. win Wyoming Co. he was we 
y Co. He will call on wholesale hard- president of the Wyoming Shovel 
f : “ - s : ae Works. 
siness ware distributors, mill supplies 
Beale distributors and larger hardware oe 
The dealers in western Pennsylvania,- 
ber’s eastern Ohio and West Virginia, DON ROSE ASSOCIATES 
ories handling hardware and mill sup- IN NEW QUARTERS 
m is ply lines. Mr. Braden, who is} Don Rose Associates, an agency 
alogs well known to the trade in that representing manufacturers of 
) are area, is seeking additional lines | electric appliances, hardware and 
n in for the same territory. He is} household products, has taken 
president of the Pittsburgh! new quarters on the eighth floor 
oe Wholesale Merchants Associa-| of the Park Ave. Bldg., 2011 
_ tion. Park Ave., Detroit 26. Its sales : 
Prior to his association with| organization covers all of Mich- 
J. A. Williams Co., he was gen-| igan and northern Ohiog repre- CAMILLUS knives made to top- 
eral manager of Logan-Gregg| senting the Hill-Shaw Co., Chi- quality at low cost are all fast 
Hardware Co., Pittsburgh. His | cago, Son-Chief Electrics, Inc., sellers... profit makers. Add to 
| Winsted, Conn.; Sunlite Mfg. - 
Co., Milwaukee; G. N. Coughlan this forceful sales promotion, 
Co., West Orange, N. J., and modern display,smart packag- 
others ing, and you have America’s 
— outstanding pocket knife 
BRYANT HEATER ADDS line.Camillus Cutlery Co., 
TWO MEN IN NEW YORK A ee New York 17, N.Y. 
The Bryant Heater Co., Cleve- manufacture a halves in Beales 
land, has appointed Malcolm Mc- founded 70 years ago by Adolph Kastor 
Lean and Raymond A. Bissell as 
R- district representatives of the 
ft, company in the New York area. 
et Working with M. H. Laundon, 
4 Jr., Bryant branch manager, the C 7. cea) 4 L L U & 
nt ‘ ‘ 
of two men _ extend oe 4° 
vices in the area on the line 0 
‘ gas-fired heating equipment. The HAS THE EDGE sey 
A Bryant Heater Co.’s New York ; sg 
id offices are in the Chanin Bldg., 
LOU BRADEN 122 E. 42nd St., New York 10. 
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ACE HARDWARE CORP. 
IN NEW QUARTERS IN 
MINNEAPOLIS 

Ace Hardware Corp. will oc- 
cupy new and larger quarters in 
Minneapolis, combining office 
and warehouse facilities at 218 
3rd Ave., on or about Oct. | 
This action is taken to provide 
adequate facilities for increas- 
ing volume from present Ace 
stores in the Northwest, as well 
as the addition of new accounts, 
David T. Olson will continue to 
serve as district manager in 
Minneapolis, and Louis Martzell 
will continue as manager of Ace 
stores furniture department in 
Minneapolis. 


ADMIRAL APPOINTS NEW 
DISTRIBUTORS 


The Admiral Corp., 3800 Cort- 
Jand St., Chicago 47, has an- 
nounced two new distributors. 

Hennigh’s Inc., Wichita, Kan., 
will distribute Admiral products 
including radios, “Dual-Temp” 
refrigerators, electric ranges and | 
home freezers. This firm is owned | 
and operated by Jack and Wil- 
liam Hennigh. 

Earle Appliance Distributors, 
Inc., Escanaba, Mich., has been 
given the Escanaba territory. 


F. J. Earle, president of the firm, 
has been associated with other 
distributing business in Escanaba 
since 1909. 


CHASE MORSEY HEADS 
DAZEY COFFEE MAKER 


Chase Morsey, Jr., has joined | 
the Dazey Corp., 4300 Warne | 
Ave., St. Louis, as manager of its 
new Coffee Maker division. 

Mr. Morsey was formerly em- 
ployed with the International | 
Business Machines Corp., and 
served with the Army Air Forces 
until April, 1946 when he was 
discharged with the rank of 


| major. 


The Dazey Coffee Maker, a 
new addition to the Dazey family 
of kitchen helps, will be handled 
by the D. E. Sanford Co., na- 
tional sales representatives of the 
Dazey Corp. 


BIRD & CO. ELECT 
NEW OFFICERS 
Wesley C. Ahlgren has been 


elected secretary-treasurer of 
Bird & Son, Inc., East Walpole, 


| Mass., to fill the vacancy caused 


by the resignation of Axel H. 
Anderson who was recently made 


president. Mr. Ahlgren has | 


been assistant secretary-treesurer. 
The following were elected 
vice-presidents: H. Eugene Saw- 


| yer, Jr., in charge of flooring di- 


vision, production and _ sales; 
Eli L. Chamberlain, in charge of 
building material division, pro- 
duction and sales, and Ralph A. 
Wilkins, in charge of paper 
products division, production and 
sales. 
Richard C. Floyd will continue 
as vice-president and consultant. 
Bird & Son, Inc., manufac- 
tures paper and paper products, 
building and roofing products, 
and floor coverings. Branch 
plants are located at Norwood, 
Mass., Phillipsdale, R. 1, Chi- 
cago, and Shreveport, La. 
BERGER MFG. DIV. HAS 
NEW SALES OFFICIAL 
The appointment of J. W. 


LeRoy as manager of special 
products sales for the Berger 


HARRY J. SCHMITT 
ENTERS BUSINESS AS 
WHOLESALE FACTORS 
Harry J. Schmitt, former as- 

sistant manager, H. Blumberg & 
Sons, Inc., Hempstead, Long 





| 
| 


Mfg. Div., Republic Steel Corp., | 


Canton, Ohio, has been an- 
nounced. 

Mr. LeRoy previously traveled 
as a sales engineer for the spe- 
cial products department of 
Berger. Before joining Berger 
Mr. Leroy designed tools and 
dies, and later took up sales en- 
gineering. 








eid lad 





SALES AND ADVERTISING EXECUTIVES OF TOASTMASTER PRODUCTS DIVI- 
SION, McGraw Electric Co., compare the first Toastmaster toaster, a model designed for 
commercial use, with the 1946 toaster of today. They are, left to right. H. E. Adams, 
Western sales manager, domestic appliance department; A. S. Miller, Eastern sales manager, 
domestic appliance department; W. E. O’Brien, general sales manager; G. H. Libbey, as- 
sistant to the general sales manager, and J. D. Elgin, sales promotion manager. 

The group met at the recent Toastmaster Sales Conference, held at Max McGraw’s Fin 
*‘n Feather Farm, near Elgin, Ill., Aug. 18 to 24. District managers from the United States 
and Canada learned the merchandising and advertising plans for coming months. A prim- 
ary purpose was to inaugurate a program of education on Toastmaster products. A large 
portion of time was given over to practice sales demonstrations. 

Sales force men spent a full day in the plant where they made detailed inspections of 
the production techniques and product improvements made since pre-war days. 
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HARRY J. SCHMITT 


Island, N. Y., has entered busi- 
ness for himself under the name, 
| Wholesale Factors, with head- 
| quarters at 401 Broadway, New 
York City. Wholesale Factors 
is at present handling builders 
hardware, shelf hardware and 
mill supplies lines, later plan- 
ning to open a warehouse; issue a 
catalog and employ traveling 
salesmen for builders’ hardware 
lines. 

Mr. Schmitt, who is well 
known to the metropolitan hard- 
ware trade, is secretary-treasurer 
of the Hardware Boosters. Prior 
to his association with Blum- 
berg’s he was affiliated with the 
former J. W. Fox Hardware 
Corp., and was at one time a 
traveling salesman for Russell & 
Erwin Mfg. Co. 











AFRICAN TRADE GROUP 
| COMING TO U.S.A. 


| Headed by the Commissioner 
| for East Africa in London, R. E. 
| Norton, a delegation from the 
| Pyrethrum Board of Kenya will 
| shortly visit the United States 
| for discussions with American 
processors and importers. 

The delegation, which is ex- 
pected to leave London shortly 
for New York, will include the 
chairman of the Pyrethrum 
Board of Kenya, W. F. B. Mc- 
Lellan, the assistant manager of 
the Kenya Farmers’ Association, 
R. H. O. Lopdell and _ two 
scientists, Dr. Furlong and Dr. 
Coomber. 

During its stay, the delegation 
will make its headquarters at 
the offices of the Greene Trading 
Co., Inc., 70 Pine St., New York 
2 
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-++ A MECHANICAL 


PRECISION BUILT 


“FUSE” THAT “BLOWs 


VIOLENTLY FoRcEp 


HE Sargent Integralock is one of the first really 
: hardware items to come out of the war. It is 
new in basic design. New in materials. Produced by 
manufacturing techniques new to the hardware indus- 
try. It is more compact, more accurately built, far safer 
than locks of this kind have ever been before. 

Not only are its pressure-formed metals much 
stronger than the cast materials generally used, but 
the Sargent Integralock offers added safety features as 
new as the lock itself. A shear pin, for instance, has 
been engineered into the outside knob. Under extreme 
torsion this pin gives way, the knob—freed from the 
mechanism—spins harmlessly yet the regular key to 
the lock will continue to retract the bolts in the normal 
way. The broken pin, like an electric fuse, is quickly 
and cheaply replaced. 

Naturally, the Integralock has no knob screws that 
could be removed, and no outside escutcheon screws. 


Such advanced features make the lock virtually 





burglar-proof. These are a few of the extra values you 
can offer in this great new lock. Others are its clean, 
simple lines, compact size—the case is scarcely larger 
than a cigarette package —the extreme ease of installa- 
tion, its mechanical precision and simplicity, its avail- 
ability in eight functions and in a number of handsome 
bronze, brass and chromium finishes. 

The mortise type Integralock is now being displayed 
by Sargent distributors. The cut-out type will be avail- 
able soon. 


*Trade Mark 








SARGENT & COMPANY 
NEW YORK » NEW HAVEN, CONN. + CHICAGO 
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GETTY! 


This precision-built casement operator, with exclusive Getty 
internal worm-and-gear construction, is preferred on per- 
formance by leading architects and casement window manu- 





facturers. This modern, compact type of operator provides | 


life-long, efficient operation. May be used for light, or heavy 
casement windows for residential, commercial and institutional 
construction. 


Check these points of preference: 
INTERNAL CONSTRUCTION —Connot freeze or bind—Always runs free. 
No exposed working parts to catch on hangings. Gearing positively 
protected from damage. Pre-lubricated for life at the factory. 
SUPERLATIVE FINISH—High-strength, close-tolerance castings assure a 
soft, lustrous finish. Comes in various metals and combinations of finishes. Also 
supplied in special finishes to correspond with decorative ‘effect. 
FUNCTIONAL REFINEMENTS —Knob of handle cannot come off. Smooth, 
low contour—no sharp edges. Channel-well finished for smooth operation. 
Arm-button is locked in the channel and rides with minimum effort. 
EASY MOVEMENT—Getty internal gear construction always perfectly 
lubricated— assures constant and continued ease of operation. 


Cut-away view shows the case-hard- 
ened steel worm, integral with operat- 
ing arm, fully engaged at all times 
with the accurately-machined internal- 
gear teeth. This exclusive feature, 
pioneered by Getty, is responsible 
for the strength and dependability 
of these operators. 





Getty manufactures operators for all types of casements 
for both wood and metal. Also a complete line of 
high-quality accessory hardware for casement windows. 





Write today for descriptive literature and prices. 


See page 168 of Hardware Age Annual Directory 
for details of other Getty casement hardware. 


H.S. GETTY & CO., INC. 


3352 N. 10th ST., PHILADELPHIA 40, PA. 
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NATIONAL RADIATOR CO. 
SPONSORS COURSE IN 
HEATING SELLING 


An important development in 
the merchandising of heating 
products, completion of what is 
claimed to be the first real train- 
ing course in “Heating Sales- 
manship,” has been announced 
by Robert S. Waters, president 
of the National Radiator Co., 
Johnstown, Pa. Mr. Waters 
points out that the need for prac- 
tical training in heating sales- 
manship was revealed by an 
industry-wide study to determine 
the most practical approach to 
the training problem. 

The development of this course 
was undertaken following a| 
series of veteran NRC sales meet- 
ings held some time ago. The 
completed training program re- 
quired well over a year’s inten- | 
sive study and research. 

The training will be made 
available to contractor-dealers 
and wholesalers on a non-profit 
basis. The fees charged will in- 
clude all necessary text material 
in addition to individual, per- 
sonalized guidance by LaSalle 
University’s sales counselor-in- 
structors. The five basic assign- 
ments are priced at $12.50, and 
a sixth and special assignment 
on dealer relations—for whole- 
salers and their salesmen—will 
be available at $4.00 additional. 

A descriptive brochure pub- 
lished by the National Radiator 
Co. describes the training in 
“Heating Salesmanship” in de- 
tail. The training is started by 
an Application for Enrollment, 
sent directly to the Sales Train- 
ing Department of the firm at 
221 Central Ave., Johnstown, Pa., 
or given to an NRC Heating Div. 
sales representative. The actual 
training will be sent to the en- 
rolee from LaSalle Extension 
University, at Chicago. 





‘RIG’ LEAVES CHICAGO, 
FIRM NAME CHANGED 


Rust Inhibiting Products, man- 
ufacturers of “Rig” Universal 
Rust Inhibiting Grease for rifles, 
pistols and shotguns, have moved 
from Chicago, where the firm 
originated several years ago, to 





new quarters in Oregon, Ill. 

Russ Wiles, owner, states that 
the move was necessary due to| 
several new products for the | 
shooter they are introducing. The 
company also announces a change 
in name. For years, the product | 
name, “Rig” has been much bet- 
ter known than the company 
name and in order to more close- 
ly associate the two the company | 
will now be known as Rig Prod- | 
ucts Co, 








CLYDE R. BELL 


REMINGTON PROMOTES 
BELL AND DICKEY 


Remington Arms Co., Inc., 
Bridgeport, Conn., has announced 
the appointment of Clyde R. Bell 
as sales manager of the Memphis, 
Tenn. district, and James E. 
Dickey as sales manager of the 
Little Rock, Ark., district. 


Mr. Bell, former sales manager 
of the Little Rock district, sue- 
ceeds Robert F. Rothrock, who 
has entered the wholesale sport- 
ing goods business. 


Mr. Bell is well known through 
out the south, having been with 
Remington in the capacity of 
salesman and special cutlery 
representative since 1927. Dur- 
ing the war years, he served at 
the government-owned, Reming- 
ton-operated Denver Ordnance 
plant as chief inspector. 


Mr. Dickey has been a member 
of Remington’s sales force since 
1937. During the war he was 
transferred to the military divi- 
sion and located at the Utah and 
Lake City Ordnance plants act- 
ing in various administrative ca- 
pacities. At the close of the war 
he returned to Remington’s gen- 
eral offices as assistant firearms 
sales manager. 





JAMES ‘E. DICKEY 
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Distribative Council Called 
Into Action By Commerce Dept. 


The National Distribution | Commerce and other Government 
Council, composed of representa- | officials on matters pertaining or 
tive leaders in the field of dis-| related to the field of distribution. 
tribution has been called into 
action with the Department of | 
Commerce and met recently in 
Washington, D. C. The Council | 
is undertaking to determine how | 
the distributive mechanism can | covered the Michigan, Eastern 
be made most effective, most | Indiana, Western Ohio, and Cen- 
economical and most genuinely | tral Kentucky territory of the 
contributive to the well being of | Corbin Screw Div., 
the American people. Corp., New Britain, 





CORBIN SCREW MAKES 
SALES APPOINTMENTS 





Hardware 

Among the objectives formally | Conn., is being assigned to the 
adopted at the Washington, D. C.| Metropolitan Chicago territory. 
meeting, by the wholesalers pres-| Weston MacRae has been ap- 
ent, are the wider circulation of | pointed sales representative in 
factual information about our|the Northern New Jersey terri- 
distributive system; to improve|tory. Mr. MacRae is a returned 
that system by the selection and | war veteran and has been at the 
training of personnel, the plan-| home office as a sales correspon- 


T. A. Delihant who formerly | 


American | 





ning of sales programs, promo-| dent which qualifies him for this | 


tions, and advertising, the reduc- | territorial assignment. 
tion of wastes and malpractices | 3 


where they exist, and the open- | HAGER an OPENS 
ing of new markets and expan- | 
CHICAGO BRANCH 


sion of old markets; to reduce 

duplication and overlapping be-| C. Hager & Sons Hinge Mfg. 
tween the various organizations | Co. St. Louis, Mo., has opened 
dealing with one or more phases | a branch office at 152 N. Wacker 
of distribution; to advise and Drive, Chicago. Charles M. Jones 


counsel with the Secretary of| is the Chicago representative. 











G. W. STEPHENS, president and general manager of the | 
Mansfield Tire & Rubber Co., Mansfield, Ohio, was recently | 


honored by 83 members of the 25-Year-Club of the firm, 


who presented him with a cigar humidor as a token of their 


esteem and appreciation. A silver plate mounted on the lid 


was engraved with the signatures of the 83 veteran employes. | 
The presentation was a surprise to Mr. Stephens and came | 


after he had presented gold watches to 13 employes who 
became new members of the club. Mr. Stephens, right, is 


shown receiving the gift from C. W. Schafer, president of | 


the club. 
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very truly, 
Russel] F Kuenstle; 
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Take it from Mr. Kuenstler, 
AUTOMATICS really ‘‘took it’’ : 
during the war and handed clean ( 
wash right back. And take it 
from us, the new 1946 AUTO- 
MATIC DUO-DISC WASHERS 
are more long-lived than ever 
before. Only AUTOMATIC | 
WASHER offers the ‘“‘DUO- . 
DISC”’ feature! Only AUTO- || 
MATIC has the Stokes Patented 
Ball Bearing Transmission—the 


Wl 
f > seal Neco: : 
eature that holds service calls ies ——b 
| 
| 





to a minimum! If you’re in- 
terested in washer profits you 
can keep, get Automatic’s 1946 
Dealer Proposition now from 
your nearest Distributor. (Name ‘ reas 
on request.) € 











Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 
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TRACY MFG. CO. GETS 
NEW SALES MGR. 
Announcement has been made 
of the appointment of Tom A. 
Grosse as sales manager of Tracy 





TOM A. GROSSE 


Mfg. Co., 3125 Preble Ave., 
Pittsburgh 12. Mr. Grosse will 
make Pittsburgh his headquarters 
for the market development of 
the Tracy line of stainless steel 
kitchen sinks. 

Mr. Grosse joins Tracy after 
24 years’ service with Continental 
Can Co., of which the most re- 
cent years were in New York 
City, as sales manager of the 
housewares division. 


ky, O., a part of the assets ac- 
quired in the transaction, will 
continue manufacturing the irons, 
while sales headquarters of the 
new set-up, temporarily remain- 
ing at the Titeflex offices, will 
be opened in New York City as 
soon as adequate quarters are 
found. 

While production right now is 
the highest in the history of the 
two irons and, in the case of 
Steam-O-Matic, the highest in 
the steam iron business, it is to 
be steadily increased as materials 
become available, according to 
the firm. 

Among businesses which the 
Schreyer brothers control is 
Prima Products, Inc., exclusive 
national distributors of “Aquella,” 
a waterproofing compound. 





TOY GUIDANCE COUNCIL 
ISSUES LITERATURE 


It’s “Christmas in September” 
according to the September fly- 
ers, now being mailed to con- | 
sumers in all parts of the coun- 
try by Toy Guidance Council 
member stores. These flyers pre- 
pared by Toy Guidance Council, 
221 W. 57th St., New York, carry 
to parents the message that chil- 
dren need toys month by month, 
as they grow, instead of once a | 
year at Christmas. 


The toys pictured in the flyers | 


| are all available in stores at this | 


} 


SCHREYER BROTHERS 
AGAIN OWN IRON CO. | 
STARTED IN '38 


For the second time in the 
past eight years Milton and | 
Edward Schreyer have become 
owners of the Steam-O-Matic and 
Petipoint electric iron business, 
which was originally organized 
by them in Milwaukee in 1938. 
At that time the Steam-O-Matic 
was claimed to be the first fully 
automatic steam iron for 7 


use. 
The change in ownership of | 
the iron business came about | 
when a proposal recently made | 


by the Schreyer brothers to pur- | | 


chase the Waverly Tool Co., 
manufacturers of the irons, was 
accepted by Titeflex Corp., 
Newark, N. J.,° the controlling 
corporation. Titeflex had _pur- 
chased the business from the 
Schreyers under a license agree- 
ment in 1944, with a view to 
expanding its postwar manufac- 
turing program to include the 
production of consumer appli- 
ances. 

Milton Schreyer is president 
of the company, the name of 
which has been changed to 
Waverly Products, Inc., and Ed- 
ward Schreyer is treasurer. 

The Waverly plant in Sandus- 
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| time and will also be featured 
tin “The Toy Yearbook” for 1946- 


| 1947, which will be ready for dis- ! 


tribution by TGC member stores 
in the latter part of October. The 
Toy Yearbook consists of 64 
pages, is printed in 4 colors, and 
features 200 toys. The Septem- 
ber flyers, however, are printed 
in two colors and feature only 16 
toys. They will cost the store 
owner less than 1% cents each 
imprint. 

These illustrated flyers will 
reach consumers at least six 
weeks before the start of the 
Christmas buying season. 





NATIONAL SALES CO. 
BUYS ANOTHER 
WAREHOUSE 

The National Sales Co., 365 
North St., Rochester, N. Y., has 
purchased an additional ware- 
house, a four-story brick struc- 
ture, at 51-57 Dewey Ave., and 
has 50,000 square feet of floor 
space with a private siding and 
facilities for spotting 10 carloads 
at one time. 

Improvements are now being 
made throughout the building 
which will be equipped with 
modern facilities to handle major 
appliances and particularly car- 
load shipments and large units. 
Display rooms and offices are 
also being built. 

New lines will be added and 
personnel expanded. Emphasis 
will now be placed in major ap- 


pliances including refrigerators, | 


washing machines, stoves, kitchen 
units and cabinets, and house- 
hold and garden furniture. 





DONALD E. BRUCE, whose 
appointment as sales manager 
of the American Pad & Tex- 
tile Co., Greenfield, Ohio, was 
announced in these columns 


of the Aug. 29 issue. 








VOLLRATH CO. ADDS 
TWO SALESMEN IN 
THE MIDWEST 


Starting Sept. 1 to render more 
service through more frequent 
personal contact with jobbers. 
The Vollrath Co., Sheboygan, 
Wis., has added to the midwest 
area two new salesmen. 

Frederick P. Maynard, work- 
ing out of the Chicago office, will 
cover Chicago, Wisconsin and 
the Twin Cities. 

John W. Ketchum, located in 


Piqua, Ohio, will serve in west- 


| ern Pennsylvania, Ohio, Indiana 


and Michigan. 











THE ANNUAL LOUISVILLE SLUGGER-LOUISVILLE GRAND SLAM Sales Meeting 
of Hillerich & Bradsby was held in Louisville, Ky., Aug. 14 to 17. Those who attended 
were: Standing—left to right: Dick Sawyer, sales; J. A. Hillerich, Jr., assistant secretary; 
C. B. Gilbert, sales; A. B. Birtles, vice president in charge of production and purchasing; 
E. B. Reichmuth, secretary and treasurer; J. A. Hillerich, Sr., president; Ward A. Hillerich, 
executive vice president; Bob Gilbert, sales; R. R. Hovatter, sales; William H. Kaiser, 
vice president in charge of professional golf sales; Carl J. Benkert, vice president in 


charge of distributor sales. 


Front row—left to right: Jack McGrath, advertising manager; Charles E. Quick, timber 
buyer; Roy A. Kaelin, sales; Douglas E. Gray, sales; Stanley Kazmark, sales; William J. 
Schoenbaechler, credits; Carl F. Gliessner, sales; and Frank J. Ryan, sales. 
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Get complete details now from your Admiral Distributor 


ADMIRAL CORPORATION, CHICAGO 47, ILL. 
RADIOS—DUAL-TEMP REFRIGERATORS 
—HOME FREEZERS—ELECTRIC RANGES 


SEPTEMBER 26, 1946 
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§ Colorful card for top of refrigerator calls attention to 
nationally advertised Dual-Temp “no defrosting” feature. 


@ Beautiful life-size girl in natural color shows foods from 
moist cold compartment kept fresh in uncovered dishes. 


Another life-size, full-color girl calls attention to the 
built-in freezing locker. 


G Hinged full-color panel shows freezing locker filled with 
frozen foods. Can be swung open to reveal empty locker. 


5 Another hinged full-color panel shows the moist cold 

compartment as though filled with foods. Reverse side 
of panel, when swung open, gives outstanding Dual- 
Temp features. 






CAN BUILD A DUAL-TEMP REFRIGERATOR 
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MODEL BUILDERS RUN 
POLK’S CHICAGO BRANCH 

Robert Allen, after three and 
one-half years as a C.P.O. in the 
Navy, has reentered the hobby 
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ROBERT ALLEN 





industry as manager of Polk’s 
Model Craft Hobbies’, newly-ac- 
quired wholesale branch located 
at 235 S. Wabash Ave., Chicago. 

Mr. Allen had just completed 
a refresher course at Polk’s New 
York division at 314 Fifth Ave. 
Prior to joining the Navy he was 
with Lange’s Model Supplies in 
Chicago from 1938 to 1940. He 
had his own hobby shop which 
he opened in 1931 in Columbus, 
Ohio, and later went to Pitts- 
burgh and managed Gimbel 
Bros, department store hobby 
department. He helped create 
the original International Gas 
Model Airplane Association and 
the Academy of Model Aeronau- 
tics. 

Sharing in the administration 
of Polk’s Mid-Western activities 





possible . . . we send greetings and the 


sincere expression of our appreciation. 


builder which covers more than 


To you... in the years that lie ahead... 
14 years. He was in hobby 


| sales manager of the Advanced 

| Model Engineering Co., Fresno, 

| Cal. 

LENK MFG. CO. ADDS 
THREE SALESMEN 


The Lenk Mfg. Co., Newton 
Lower Falls, Mass., manufactur- 
ers of solders and soldering 
equipment has appointed three 
salesmen. The new men, Jack 
V. McNeil, Jr., R. H. McNeil and 
L. H. Prior have been assigned 
to cover the North Central 
states in the automotive, hard- 
ware and electrical fields. Each 
of these men has joined the 
Lenk sales organization follow- 
ing his release from military 
service. For the present they 
will work through Homer V. 
Scott Co., 1807 Indiana Ave., 
Chicago. 


POT & KETTLE CLUBS 
MEETING WEEKLY IN 
WEST COAST CITIES 


The Associated Pot & Kettle 
Clubs of America meet regularly 
in five Pacific coast cities. The 
time and place of meetings of 
the various groups are as follows: 
Spokane, Friday, Desert Hotel; 
Seattle, Thursday, Colonial Room, 
Gowan Hotel; Portland, Tuesday, 
Multnomah Hotel; San Francis- 
co, Friday, Western Merchandise 
Mart, and Los Angeles, Tuesday, 
Chamber of Commerce Bldg. All 
the meetings are called at 12 
o’clock. 

The following is the complete 
list of officers of the Associated 
Pot & Kettle Clubs of America, 
elected in June, at the annual 
meeting, held at the Hotel del 
Coronado, Cal.: 

President, Charles G. Putman, 
Charles G. Putman Co., San Fran- 
cisco; vice-president, J. P. Cum- 
mings, Schwabacher Hardware 





merchandising with Offenbach’s, | 
in San Francisco, from 1936 to 


we pledge anew our determination to 
1940. From 1940 to 1942 he was 


serve you better than ever before! 


: is John R. Baker, sales manager. 
} He has a background as a model 
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Manufacturers of Blow Torches—Fire Pots— Gasoline 
Appliances—F urniture Hardware—Bronze Tablets and 
Name Plates— Specialty Items. 
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THE TURNER BRASS WORKS 
SYCAMORE, ILLINOIS 





JOHN R. BAKER 
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Co., Seattle; secretary, Fred C. 
Wood, Fred C. Wood Co., San 
Francisco; treasurer, Earl M. 
Robitscher, San Francisco. 
Directors are: J. P. Lough- 
man, H. Boker & Co., Inc., San 


| Francisco; B. J. Badham, Jr., 
| Hoffman Hardware Co, Los An- 


geles; Philip Smith, Ernst Hard- 
ware Co., Seattle; Robert Curtis, 
Portland; Fred W. Stokes, Co- 


lumbia Elec. & Mfg. Co., Spokane. 


Regional vice-presidents are: 
Ray V. Heinan, Pacific Merchan- 
dise Co., Los Angeles; D. J. 
Bartelme, Bart-Kinnison Co., San 
Francisco; Harry Meir, Fisher- 
Meir Co., Portland; Joe Parker, 
Northwest Metal Products Co., 


Seattle, and L. K. Vallandingham, 
Tull & Gibbs, Inc., Spokane. 


Milton Albin, Hardware World, 


San Francisco, is publicity di- 
' rector. 
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A. K. PAESCHKE HEADS 
MILWAUKEE FIRM 


August K. Paeschke, 32-year- 
old grandson of one of the co- 
founders of Geuder, Paeschke & 
Frey Co., Milwaukee, was re- 
cently elected president of the 
firm. The company manufac- 
tures Met-L-Top Ironing Tables, 
Cream City porcelain enameled 
ware and dairy ware, and other 
sheet metal products. Mr. Paes- 
chke succeeds Henry F. Millman 
who is now chairman of the 
board of directors. 

The board elevated Curt E. 
Hoerig, also grandson of a co- 


founder, to vice-president in | 
charge of production, and Lloyd | 


R. Mueller to vice-president and 





R. F. LOHR 


general sales manager. Frank | 


T. Frey, grandson of another co- 





A. K. PAESCHKE 


founder, retains his position as 
vice-president and treasurer. 
The new president was dis- 
charged last October as an Army 
infantry captain after three and 
a half years in the armed ser- 
vices. He has been associated 
with the company since 1936. 


FLO ENGLISH ANNOUNCES 
HOUSEWARES SHOW IN 
ATLANTIC CITY, JAN. 5-10 


Mrs. Flo English, managing 
director, The Housewares Show, 
Hotel Pennsylvania, New York 1, 
N. Y., has announced plans for 
the holding of that exhibit, dates 
of which have been advanced 
from May to Jan. 5 to 10, 1947, 
in the Atlantic City Auditorium, 
Atlantic City, N. J. It is expected 
that exhibits of housewares, ap- 


pliances, china, glass and plas- | 


tics, will be included. 


WASHBURN NAMES LOHR 
N. Y. REPRESENTATIVE | 
R. F. Lohr has been assigned | 

to the New York sales office of | 

the Washburn Co., 28 Union St., | 

Worcester 8, Mass., kitchenware, | 

housewares and hardware. In 
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his new location, he will serve 
under the direction of W. E. 
Blackmar. 

Mr. Lohr entered the U. S. 
Navy and served as a commis- 
sioned officer in the Pacific. He 
is the son of Chris. S. Lohr, well- 
| known general sales manager of 
| John H. Graham & Co., Inc., New 

York City. 


RAWLPLUG CELEBRATES | 
25th ANNIVERSARY 
WITH DINNER 


The 25th anniversary of the 
founding of the Rawlplug Co. 
was celebrated by the officers, di- 
rectors and employees at a 
cocktail party and dinner held 
'on the roof garden of the Gra- 
mercy Park Hotel, Sept. 5. 

Winthrop Howard, president of 
| the company, traced the history 
| of the corporation since the be- 
ginning and was followed by 
| others who spoke of the progress 
| and changes made during that 
| period. 

At the height of the festivities, 
Miss Mary Scott Williams, the 
purchasing agent, was presented 
with a gift to commemorate her 
25 years of service with Rawl- 
plug. 








WINTHROP R. HOWARD 


Charm is simplicity. It is grace and 
beauty and good taste. And for genera- 
tions SAGER, guided by good taste, 
has moulded charm in fine metals to 
grace buildings of all types—from 
cottages to sky-scrapers. Whether a 
design in builders hardware be “old tra- 
dition’”’ or new and functional, remem- 
ber the SAGER hallmark guarantees, 
along with permanence, easy installa- 
tion and precise operation, an added 
value — style — important, distinctive, 
and quick to be seen and appreciated. 
Always look to SAGER for style. 


BETTER STYLE IN BUILDERS HARDWARE by 








SAGER) 


NORTH CHICAGO, ILLINOIS 
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CABINET 


HARDWARE BRIEFS 















HARDWARE 


CALIFORNIA 


Atlantic Hardware and Sup- 
ply Co. is the firm name under 
which Frank L. Martin is con- 
ducting business at 607 S. At- 
lantic Ave., Compton, Cal. 


Hurwit Hardware Co. is the 
firm name under which Lillian 
Hurwit has published a certifi- 
cate that she is conducting busi- 
ness at 5870 W. Pico St., Los 
Angeles. 
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Vista Variety Hardware is the 
firm name under which Harry 
| Motlo is conducting business at 
| 5809 E. Beverly Blvd., Los An- 
| geles. 
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Industrial Hardware Supply 
Co. is the firm name under 


which Stephen N. Bild and A. T. 


Store, 135 Collinsville Ave., East 
St. Louis, Ill. Fred J. Saeger, 
Mr. Wachtel’s uncle, has retired 
from the partnership which oper- 
ated the store for 18 years, but 
he will be associated with the 
store as an employee. 


C. F. Knudson has opened the 
Blue Island Hardware & Supply, 
12410 S. Western Ave., Blue 
Island, Il]. The store, which Mr. 
Knudson owns and manages, 
stocks complete lines of hard- 
ware, household, and electrical 
appliances. 


LOUISIANA 


Rhodney F. Stephenson has 
opened the Stephenson Hardware 
Co., handling hardware, sporting 
goods and electrical appliances 
in a new store at 507 Barskdale 
Blvd., Shreveport, La. Frank 





Theal have published a certifi- 


ATTRACTIVELY PACKAGED — ot {htt they are ‘conducting 
| 


business at 14,833 Aetna St., Los 
Angeles. | 


for Zuich, Profitable Sales i | 


Scott S. Jordan has _ just 
opened one of the most modern 
hardware stores in Southern 
California at 8808 So. Western 
Ave., Los Angeles 44. Mr. Jor- 
dan, who was formerly in the 
contracting business, built the 
store himself after studying many 
of the newest hardware stores in | 

| southern California. The store is | 
120 ft. deep and 50 ft. wide. 


% SAVES TIME Envelope packing permits 
better service to your customers. Envelopes 
and cartons are clearly marked for easy 
identification. 





% SAVES SPACE Cartons are of uniform 
size, requiring a minimum of shelf space. 
One dozen items packed in a carton. 

% PREVENTS LOSS OF SMALL PARTS 
Envelope packing assures customer that all 
parts and screws required for installation are 
there when needed. 


ILLINOIS 


Henry Wachtel has taken over | 
ful] operation and management 


Woodson is assistant manager. 


—— -* 


MISSOURI 


Manning P. Greer has acquired 
a part interest in the Cape Hard- 
ware Co., 711 Broadway, Cape 
Girardeau, Mo., from Ross Young 
who will now devote all his time 
to other interests. Mr. Greer will 
manage the store with J. Ed 
Deevers as assistant manager. 


Roy Michael, Polo, Mo., has 
purchased the Coffman hardware 
store at Lawson, Mo. 


NEBRASKA 
The Lee Harvey Hardware 


| of the Saeger-Wachtel Hardware Store, at Wisner, Neb., operated 








% PROTECTS FINISH Plated surfaces can- 
not become seratched — Envelope packing 
gives full protection, 


There are four complete matched sets to 
; FL SE SIRT 
choose from — designed and priced for any | a 


style home, large or small. Best of all, it’s a 


Gi a GL72¢ 


AMMUNITION QUIZ: What does the letter ““H’”’ stand for 


on rimfire cartridges? It stands for B. Tyler Henry, and is the 
tribute the Winchester Repeating Arms Co. Div. of Olin 
Industries, Inc., has paid for the past 80 years to the memory 
of the man who is credited with an active part in developing 
the first successful large caliber rimfire cartridge. This revo- 
lutionary development made possible the modern repeating 
firearm and laid the foundation of Winchester and probably 
that of the American sporting arms and ammunition indus- 
tries. Left to right, above, Original Volcanic bullet; cross 
section of Volcanic; 44 flat rimfire cartridge of 1858, and 
modern Winchester 22 rimfire cartridges; 22 W.R.F.; long 
rifle, long and short. 


profitable line for you to sell! 


NATIONAL LOCK COMPANY 


Cabinet Hardware Division 


ROCKFORD, ILI 
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26 years by Mr. 
been sold to Pat Risor, of Battle 
Creek. 














Harvey, has 


years, is retiring from business 


because of ill health. 





Ownership of the J. W. Tyler 

















NEW JERSEY Hardware & Furniture store 
-» East dL. Ri building, Sulphur, Okla. was 
Saeger, Reymen P ivell, recently | transferred to Mace Williams. 
satieed returned from service with the Mr. Tyler, who is retiring from 
h oper- Marine Corps, has purchased the business because of ill health, 
“we business known as the Neighbor- operated the store 21 years. 
th the hood Hardware Store, at 177 16th aii 
Ave., Newark, and will operate TEXAS 
under the name of Eagle Hard- : 
ware & Supply Co. The Guerra Hardware and 
Supply Co. has been chartered 
ed the NEW YORK here by Armengel and Jose 
upply, . é Guerra and Salvador Chapa. It 
Blue Snell & Zipp have opened a| jz capitalized at $24,000. 
sh Mr. hardware store in Dolgeville, 
nages, N. Y., in the location of the Franklin Flato, Fred Flato and 
hard. Frank Doyle store which Mr.| Robert Flato have incorporated 
trical Zipp formerly managed. the Nueces Hardware Co. to 
operate a retail store at Corpus 
OKLAHOMA Christi, Texas. 
Mace Williams has purchased 
the J. W. Tyler Hardware and VIRGINIA 
has Furniture Co., Sulphur, Okla., 
ware and assumed its active manage- | Electrical Corp. has been formed 
ting ment. Mr. Tyler, who has oper-| in Alexandria, Va. Robert B. 
ances ated the store for the past 21/ Murphy is president. 
<dale 
‘rank 
ager. 
Razor Blades Sell in Europe Under 
Brand Names of American Cigarettes 
= Attesting to the popularity | Berlin plant virtually undamaged 
‘ape American cigarettes gained in| in the midst of widespread de- 
ang Europe during the war, some| struction, but only a handful of 
te Continental manufacturers are | employees were at work as com- | 
will marketing razor blades under} pared with 1,800 before the war. 
Ed brand names of leading American Gillette’s English and French | 
: cigarettes, J. P. Spang, Jr., presi-| plants are in full operation and 
dent of the Gillette Safety Razor} a new Swiss factory is nearly 
Co., reported on returning from | completed. 
bas a business trip to Europe. From the standpoint of Euro- | 
re The new blades are offered -" pean industry, coal appears to be | 
packages of the same color and | the greatest single problem, Mr. 
general design as the original | Spang said. For example, Sweden 
cigarette packages. Though} is burning wood and straw in | 
quality is poor, manufacturers} industrial furnaces and has so 
appeal to the war-time memories | many men in forests cutting fuel 
re of customers, using such names| that cities are experiencing a 


d as Camel, Chesterfield and Lucky 
Strike. 

Mr. Spang also reported that 
many firms selling in Europe 
were resorting to “compensation 
trading,” the post-war name for 
age-old barter, to overcome _none- 
tary difficulties in reestablishing 
their markets. 

Gillette’s Swiss subsidiary, he 
explained, swapped its blades for 
tomatoes, asparagus and straw- 
berries from northern Italy. 
Gillette’s Italian representative 
was lining up other seasonal 
crops in the Po Valley so that he 
could barter the year around. 
Exchanges of wood from Austria 
and glass from Czechoslovakia 
are moving blades from Switzer- 
land into those countries, and 
similar arrangements are pending 
in several other countries. 

Mr. Spang found Gillette’s 
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manpower shortage. 





GILLETTE WILL AIR 
WORLD SERIES OVER 
400 STATIONS 


The Gillette Safety Razor Co. 
will sponsor 
Series, its consecutive 


eighth 


the 1946 World | 


year of broadcasting this out- | 


standing sports event. 

The games will be heard over 
the full facilities of the Mutual 
Broadcasting System and the 
Dominion Network of the Cana- 
dian Broadcasting Corp. Sup- 
plementary stations will bring the 
total number of outlets to more 
than 400. 

Weather permitting, the first 
game will be played in the Na- 
tional League park on Wednes- 





day, Oct. 2. 











‘WONDER-BOWLS of 


the Southern Hardware & POLY-T FLEXIBLE PLASTIC 





Exclusive, distinctive and color- 
ful, Tupper Wonder-Bowls of 
genuine Tupper flexible Poly-T plastic are set- 
ting a fast selling pace everywhere. Feather- 
weight and break-proof, they stand all kinds 
of abuse. A natural for candy, nuts, crackers, 
potato chips on the dinner or bridge table, at 
picnics, or in the game room; for any kind of 
food or liquid to store in the deep freeze or 
refrigerator. Shape the edges with your fingers 
and you can pour from a Wonder-Bowl like a 
pitcher. In frosted crystal and in frosted pastel 
shades of lime, lemon, orange, plum and rasp- 
berry. Cellophane wrapped, three bowls to a 
set, 51/p”, 61/4”, 7” diameters, with a folder 
of directions. Retail, 
price $1.50 set of 
three. Also available 
in any one size, col- 
ors equally assorted, 
packed bulk. 






WONDER BOWLS 


are part of the 


TUPPER MILLIONAIRE LINE 
carried by your Jobber. 


TUPPER PLASTICS, INC. 
Farnumsville, Mass., U.S. A. 


Canadian Address: HINDAVID, REG. 


916 Bleury St . Montreal, P. Q. 
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OBITUARIES 


C. T. Gadd Dies; Past President Iowa Assn. 


C. T. Gadd, 76, who engaged 
in the hardware trade most of 
his business life, died Sept. 9 
Mr. Gadd went to Des Moines, 
Ia., and entered the hardware 
business in 1884, and for 32 years 
was vice-president and general 
manager of the Garver Hardware 
Co. From 1933 to 1940 he was 
in business as a manufacturers 
agent. Mr. Gadd was president 
of the Iowa Retail Hardware 
Association in 1915. He is sur- 
vived by his wife, and a son, 


Arthur W. Gadd, Highland Park, 
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THAT DRIP mien | 
died i 
instantly with a after 
He 
Ball Faucet Sealer | FRANK G. W. McKITTRICK | the Feather River Canyon, caus- divieie 
Frank G. W. McKittrick, mill] imé his death. Mr. Sloan was tinued 
Bila est ch} be ince = machinery manufacturer and in- born = 2 Canada, but had until 
no Wimming | dustrial hardware dealer for| lived in the U. S. many years, played 
bf or press hemor nearly 30 years, passed away re- having worked for la rBe timber design 
© Won't waar foucet seots — cently at his home in Lowell, | CO™P&@mles before joining the butior 
> aaaticatie = Mass. Mr. McKittrick was the Atkins sales force. iron, | 
set eowed founder of a corporation which | ing © 
bbs oe, jae included the McKittrick Hdwe. | young 
— ; Co., and the J. C. Bennett Hdwe. 
Co. and Lowell Woolen Mills, H. STUART BYWATER 
and the Rollstone Worsted Mills After attending the Hardware ; ART 
| in Fitchburg. His widow, four! Gojf Association tournament at Art 
| sons, and three daughters survive. | French Lick Springs, Ind., H. ashes 
Stuart Bywater, middle west dis- Mfg. 
} CHARLES F. SCHLINK trict sales manager of the Ames Mass. 
Charles F. Schlink, 54, buyer Baldwin Wyoming Co., shovel, Greer 
; | sail masse praacs 1995 of the fork and rake manufacturers, re- ager 
Ball Faucet Sealers are NEW—and packed | houseware department of Buhl | ‘ed to his office on Friday, cept 
‘ith — ” . Sons Co., wholesale hardware dis- | ~°P*- 13, and at noon of the same baal 
with outstanding sales provoking features. aiiedane  Gaee G e os ag vou Sago noes saw 
" wear ye” Ae ae = ee Ys at his home. He was aged 51. 
These practical, ‘‘no drip” sealers appeal ep x rid = S Si, Gientes abtaatadie in te 
«to customers because they simplify “‘stop- troit. Mr. Schlink joined the — health when he played a vie 
2 | ime ti Wie Geen & nine golf match only two days earlier ware 
ping faucet leaks’” — last longer — and | of World War I. at the meet. : for : 
ap Mr. Bywater was very popular ment 
eliminate wear on faucet seats. Test sales and well-known throughout the N.Y 
in selected territories produced big repeat WALTER S. LANDON hardware jobbing trade of the ‘ine: 
“ e Walter S. Landon, chief engi- In 
orders. One card each for 14", 34", Vp neer of the Oil Burner Div., De- per 
: al és | troit Lubricator Co., died Aug. ote 
and one card with assorted sizes. | a0 is teal Seem ch Gin ee How 
| 23 years. He was considered an Ever 
IMMEDIATE DELIVERY | authority on oil burner control ) Mr. 
| design. ane 
shinaniiniith inte 
DAVID G. SLOAN ant 
Order Dir | inco 
aie David G. Sloan, Klamath Falls, | bes 
Give Name of Your Jobber Ore., crosscut saw demonstrator | yea 
and salesman for E. C. Athine | H. STUART BYWATER Isla 
and Co., saw manufacturers, In- | Ma’ 
dianapolis, Inc., was struck by a| Mid-West. He was a director of N 
John L. Chaney Instrument Co. car Aug. 16, which was driven| the central States Hardware tint 
| out behind a truck directly in| Club. He is survived by his civi 
Lake Geneva, Wisconsin | the path of Mr. Sloan’s car in! widow and a sister. ser 
yea 
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ROYAL R. STERLING 


Royal R. Sterling, 62, treasurer 
and assistant to the general man- 
ager of the Coleman Co., Inc., 


© 





ROYAL R. STERLING 


died in Wichita, Kans., Sept. 8, 
after a brief illness. 

He joined Coleman in 1924 as 
divisional sales manager and con- 
tinued in an executive capacity 
until his death. Mr. Sterling 
played an important part in the 
design, development and distri- 


sistant chief of the local fire de- 
partment and for several years 
served as secretary of the Pots- 
dam Fair Association. He also 
was a village trustee for four 
years. 


JOHN J. WALTER 


John W. Walter, 80, a retired 
hardware merchant and _ sheet 
metal operator at New Albany, 
Ind., died Sept. 9, after a long 


illness. He had been engaged in | 
business 44 years, succeeding his | 


father, Joseph Walter, who 
founded the concern in 1858. 





WALTER S. GREGG 


Walter S. Gregg, 81, who oper- 
ated hardware stores in Inde- 
pendence and Belton, Mo., for 
more than 50 years before his 
retirement in 1937, died Sept. 
ll, at the Independence sani- 


| tarium, where he had undergone 


an operation on Sept. 7. 
RAYMOND E. MICHAELS 
Raymond Ellsworth Michaels, 


| 47, manager of the sporting goods 


bution of the Coleman gasoline | 
|Kans., died unexpectedly on the 
| afternoon of Sept. 1, at his home. 


iron, and also directed the train- 
ing of many of his company’s 
younger executives. 


ARTHUR S. GREENWOOD 


Arthur Scholfield Greenwood, 
sales manager of the Trimont 
Mfg. Co., Roxbury, Boston 19, 
Mass., died on Aug. 6. Mr. 
Greenwood had been sales man- 
ager of the firm since 1915 ex- 
cept for service during World 


War 1. 





FREDERIC A. WEED 


| leaders. 


department of the Blish, Mize & 
Silliman Hardware Co., Atchison, 


Mr. Michaels had worked until 


noon at his desk and became ill | 


only a few minutes before his 
death. A heart attack was the 
cause, 

*Mr. Michaels was intensely in- 
terested in sports and recently 
competed in the Grand American 
trap shoot at Vandalia, Ohio, 
where he finished among the 
For the past two years 
he was captain of the Atchison 


| State Guard Company. He en- 
| tered the Army at 
| World War I, and 


17, during 
served in 


| England and France throughout 


Frederic A. Weed, 81, hard- 


| the conflict. 


He was employed 


ware merchant in Potsdam, N.Y.., | by Blish, Mize & Silliman since 
for 46 years before his retire- | 1920. His father, his wife and 


| 


ment last May, died in Madrid, 
N. Y., recently, after a lingering | 
illness. 
In 1900, he and his brother, | 
William R. Weed, purchased the | 
Potsdam Hardware Co. from | 
Howard Eastman and E., A. | 
Everett. At that time the store | 
was located at 49 Market Street. | 
Mr. Weed bought his brother’s | 
interest in the business in 1906, | 
and three years later the firm was | 
incorporated. He maintained his | 
business in Market Street for 30 
years and in 1930 moved to Fall | 
Island. He sold the business last | 
May to Waldo J. Kearns. 
Mr. Weed maintained a con- 
tinued interest in community and 
civic affairs in Potsdam and |} 
served as village clerk for 17 | 
years. He was also former as- | 
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a son survive. 





RAYMOND E. MICHAELS 
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WALL BRACKET 


SWING-A'Way 


CAN OPENER 





SWINGS BACK 
AGAINST THE WALL 


00 


$2.25 West 
of Rockies 







Any side of the SWING-A-WAY story bv 
is powerful stuff! SWING-A-WAY is 
the most efficient and safest Can 
Opener on the market. Cuts all sizes 
or shape cans... smoothly, easily ... leaving clean, splinterless 
edges. Here’s the Can Opener that does the job best! That's why 
women all over America are demanding it. Stock SWING-A-WAY, 
watch it walk out in a run! Get the Can Opener that gives you 
more profits more quickly! 
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SwinG-k-Uhy 


STEEL PRODUCTS 


Cenedien Address: *. O. Box 330 Port Credit Ontario, Canada 
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FRANK McCABE, says: 
Deal yourself in on EXTRA profits 
with SWING-A-WAY’S new 
SHOPPER STOPPER DISPLAY that 


identifies your store with our 















national advertising! Order Dis- 







plays Direct Or From Your Jobber. 








1439 Merchandise Mart Chicage 54, lilinois 








TEXTILE MILLS CO. 
NAMES N. Y. MGR. 


His work as a creative product 
designer and firearms specialist 


| has been widely acclaimed and 


Textile Mills Co. Chicago, 
manufacturers of Tex-Knit Burn- 
proof Ironing Board Covers and | 





ARTHUR L. GROO 


a long line of other household 
textile utilities, has announced 
the appointment of Arthur L. 
Groo as head of its New York 
sales office,, 200 Fifth Ave. Bldg. 

Formerly with the Spool Cot- 
ton Co., and the David Traum 
Co., Mr. Groo’s experience in- 
cludes 25 years in the textile 
markets. 


C. H. BARNES RETIRES 
FROM REMINGTON BUT 
NOT FROM VOCATION 


Charles H. Barnes, nationally 
known gun designer of Bridge- 
port, Conn., recently retired from 
the employ of Remington Arms 
Co. after 47 years of sporting 
arms manufacture and gun de- 
signing work with that concern, 
has a shop at his home, com- 








CHARLES H. BARNES 


pletely equipped with precision 
tools and machines, and he is | 


a number of patents and original 
processes bear the Barnes stamp. 
Although no longer officially con- 
nected with Remington, his ser- 
vices are retained in a consultant 


capacity on gun development. 


The noted gun designer’s fu- 
ture work will engage his talents 
as a consultant on models, work 
on model drawings and firearms 
mechanism, the designing and 
building of special mechanisms, 
the remodeling of military rifles 
into sporting rifles, restocking 
and rebarreling of riflles and 
shotguns and the fitting of single 
triggers. 


NEW ORLEANS 
HARDWARE CLUB 
PICKS GAUDIN 


Leo J. Gaudin has been elected 
president of the New Orleans 
Hardware Club. Other officers 
elected were Robert Kirsch, first 
vice-president; Dave Lester, 
second vice-president ; Zev Hymel, 
corresponding secretary; Al Pon- 
cet, recording secretary; Ben 
Singer, treasurer, and John Pu- 
sateri, Walter Judlin and C. A. 


Barnes, advisory committee. 





E. L. HESS CELEBRATES 
25th ANNIVERSARY 
AS ROGERS OFFICER 
E. L. Hess is celebrating his 
25th anniversary as vice president 
and general manager of Rogers 





E. L. HESS 


Paint Products, Inc., Detroit, | 
formerly Detroit White Lead | 
Works. Mr, Hess joined this 
organization in 1908. 


CARRY-LITE DECOYS 
BEING PRODUCED 
AFTER BAD FIRE 


The Carry-Lite Decoys plant of 











night fire on July 10. Consider- 
able damage to stock and equip- 
ment was sustained at a time 
when production for the fall 
trade was in full swing. The 
company announces, however, 
that Carry-Lite Decoys are now 
back in production in the com- 
pany’s main plant and that prac- 
tically all orders on file will be 
shipped, in full, with the excep- 
tion of owl, crow and miniature 
duck decoys. 


VAL-A CO. GIVES WATCH 
TO TOP SALESMAN 


N. C. Yarger, who lives at 
Warsaw, Ind., and covers north- 


ern Indiana for the Val-A Co., | 





N. C. YARGER 


700 W. Root St., Chicago 9, was 
recently presented with a gold 
watch in recognition of his posi- 
tion as top salesman for the com- 
pany and for ten years of faith- 
ful service. The presentation was 
made by V. J. Cismoski and 
Arnold Cismoski, the Val-A Co., 
makers of fabric cement. 


‘ 


REPRESENTATIVES NAMED | 


FOR NEW CAMFIELD 
SERVING TRAYS 


promotional program now under- 
way on the new Camfield Serv- 











| GENERAL DETROIT CORP. 


MAKES PROMOTIONS 


Gail Rutledge has been ap- 
pointed Midwestern regional sales 
manager for the General Detroit 





GAIL M. RUTLEDGE 


Corp. Mr. Rutledge will be lo- 
cated in the firm’s Chicago 
branch office, 607 W. Washing- 
ton Blvd., Chicago. He will 
supervise sales in Illinois, Wis- 
consin, Minnesota, and South 
Dakota. 


Mr. Rutledge was manager of 
the Philadelphia office and more 
recently assistant to the vice- 
president and coordinator of na- 
tional accounts and branch oper- 
ations. He joined the General 
Detroit Corp. in 1944. 


Succeeding Rutledge as assis- 
tant to the vice-president and 
coordinator of national accounts 
is Harold J. O’Neill, who first 
joined the corporation in 1942 as 
manager of the CD-Sno Fog 





| ing Tray line, Joseph F. Egan, 
| sales manager of the tray divi- 


| sion of Camfield Mfg. Co., Grand 


| cago, Ill.; Southwest territory— 


| 


| 
| 
Coinciding with the = ander | 
| 


Haven, Mich., has announced the | 
appointment of the following | 
sales representatives: 

Eastern Seaboard — Martin | 
Carlstein Co. 1150 Broadway, | 
New York City; Midwestern ter- 
ritory—Manufacturers Marketing | 
Co., 20 E. Jackson Blvd., Chi- 





HAROLD J. O'NEILL 
D. E. Sanford Co., Dallas office; 
Rocky Mountain and Pacific | 
Coast States—D. E. Sanford Co.,| Division, and later became Cen- 


already busily engaged in re-| the Pulp Reproduction Co., Mil- | with offices in Salt Lake City, | tral states zone sales manager for 
vamping several rifles for big | waukee, Wis., was almost com-| Seattle, Portland. Los Angeles | Michigan, Ohio, Wisconsin and 


game hunters. 
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pletely destroyed in a spectacular 





and San Francisco. Kentucky. 
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a Mi COR. Airtite Heater 
"a gives your customers more value per dollar, 

- through important features like these: 

oad Double-seam construction adds strength 


ints 
Other popu lar Perfected stove pipe collar holds stove pipe securely. 


irst 
as 

‘og MitcoR. prod ucts: Corrugated sides multiply heat radiation. 
Curved top enhances appearance.. 


Right now, demand for this Milcor Airtite Heater 
far exceeds supply. Shortages of the top-grade metal 
used in this popular item are still existent. 
Adjustable Elbow 

However, you can count on our best efforts to 
meet your requirements with the least possible delay 
under conditions current at the time of your order. 





MiLCOR:, STEEL, COMPANY 


MILWAUKEE 4 a Om, ee | 





ad Buffalo 11, New York ° Chicago 9, Illinois 


Baltimore 24, Maryland 
. Detroit 2, Michigan 


Cincinnati 25, Ohio Cleveland 14, Ohio 
Corrugated Kansas City 8, Missouri ® Los Angeles 23, California © Rochester 9, New York 


LockJoint 
Elbow 


Stove Pipe 
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HAND LAWN MOWERS AND 
OTHER ITEMS DECONTROLLED 


Exemption or suspension from 
price control of a number of 
miscellaneous commodities, large- 
ly on the basis of their insig- 
in the cost of living 
and, in some cases, on the 
basis of adequacy of supply, has 
been announced by the Office of 
Price Administration. 


niheance 


Removed from price control, 


effective September 11, 1946, are 
the following: 


(1) Fraternal ware, such as 
dress swords and _ ceremonial 
swords and scepters used by 


members of fraternal orders. 

(2) Upholstered headboards 
for beds. 

(3) Soap dispenser bowls. 

(4) Blankets and comforters 
with built-in electric heating 
elements (Electric heating pads 
remain under ceilings). 

(5) Ladder accessuries aud 
attachments, such as paint hooks 
and extension racks. 

(6) Power lawn mower parts. 

(7) A number of minor items 
of photographic equipment, such 
as exposure meters, flash bulb, 
flash bulb attachments § and 
range finders. 

(Examples of items remaining 
under ceilings are amateur roll 
film, cameras, projectors and en- 
largers.) 

(8) Furniture made wholly or 
predominantly of plastics. Speci- 
fied items of furniture for porch, 
lawn, garden and general outdoor 
use, such as serving carts, chaise 
lounges, gliders, swings and 
rockers, are also exempted. In 
general, outdoor furniture that is 
upholstered and made with rat- 
tan, bamboo, reed or metal 
frames remains under ceilings. 

(9) Television receiving 
combination with radio sets. 
(Those not in combination sets 
have already been removed from 
price control.) 


sets 





(10) Insignia, emblems and 
ornaments for decorative pur- 
poses. Indefinitely suspended | 
from price control are the fol- 
lowing: 

(1) High chair, play yard, 


basket and nursery seat pads and 
other nursery pads made with 
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new or with used filing materials. 
(2) Comforters except down 
and feather filled comforters. 
(3) Floor coverings made 
principally of fibre, grass, jute, 
hemp or sisal. 
(4) Scythes. 
(5) Hand operated insecticide 
sprayers and dusters. 


(6) Hand operated lawn 
mowers, 

(7) Oilers (oil cans for lubri- 
cating purposes). 

(8) Air conditioning equip- 
ment, portable, under one horse 
power. 

(9) Motor scooters. 


(10) Buckles and parts, such 
as fasteners and clamps, but not 


to include any slide fasteners. 

(11) Sun glasses, cases for 
spectacles and sun glasses; gog- 
gles and goggle lenses, excepting 
those classified as _ industrial 
safety equipment. 

(12) Baby carriages, strollers 
and walkers. 

(13) Dry batteries. 

(14) Fountain pens and me- 
chanical pencils and sets. Bases 
for fountain pens and pencils 
and for fountain pen and pencil 
sets. 

(15) Razor blades and razors 
excepting electric razors. 

(16) Engraved, etched, cut 
and sand blasted glassware de- 
signed for use in the prepara- 


tion, service storage of food and 
beverages. 

With the exception of items (12) 
through (15) of the above list 


of suspended commodities, all 
are exempted or suspended on 
the basis of their insignificance 
'in the costs of living or doing 
business. The excepted items 
are suspended indefinitely from 
price control on the basis that 
supply, both current and pros- 
pective, is more than adequate to 
meet domestic requirements. 

(Amendment No. 51 to Sup- 
plementary Order No. 126—Ex- 
emption and Suspension of Cer- 
tain Consumer Goods from Price 
Control; Amendment No. 52 to 
Supplementary Order No. 126; 
Amendment No. 88 to Maximum 
Price Regulation 188—Manufac- 
turers’ Maximum Prices for Con- 
sumer Goods Other Than Ap- 
parel—all effective September 11, 
1946.) 








Sarplus Machine Tool Sales Increased 
Over $1,000,000 in Two Weeks in Aug. 


Sales of war-surplus machine 
tools through “approved dealers” 
increased by more than a million 
dollars during the first two weeks 
of August as compared with the 
last two weeks of July, War As- 
Administration has  an- 
nounced. 


sets 





In reporting the latest sales 
figures, WAA said that machine | 
tools which cost the government | 
nearly 100 million dollars new 
were sold by “approved dealers” | 
from January 1 to August 15, 
1948. Return to the government 
on these sales was $46,839,065. 

During the August 1-15 period, | 
dealers in 31 WAA regional | 
offices sold $8,688,768 worth (new | 
cost) of machine tools for $4,- 
180,384 During the last two 
weeks of July, dealers in the 
same regions sold $6,849,980 
worth of machine tools for $3,- 
166,578. 

Dealers in the Detroit region 
reported the largest volume of 
disposals with sales amounting to 
$1,295,646 for tools costing $2,- 
602,419. New York was a close 
second with sales of $1,076,217 
for tools costing $2,253,797. 
Cleveland was third, selling $1,- 
137,194 worth for $618,589. De- 


troit also led in sales during the 
July 15-31 period with sales total- 
ing $1,065,959 for materials cost- 
ing $2,166,328. 

Almost 3,000 dealers have been 
approved by WAA to act as 
agents in the sale of surplus ma- 
chine tools. “Approved dealers” 


are principally machinery manu- 
facturers, dealers and _ distrib- 
utors, and used machinery deal- 
ers, although others with suf- 
‘ficient engineering and_ sales 
background may qualify. Pref- 
erence is given qualified vete- 
rans. Under the dealer-agency 
plan, “approved dealers” are paid 
sales commissions equal to 12% 
per cent of government disposal 
prices. 





T 





OPA REQUESTED TO 
DECONTROL CASEIN 


A recommendation for the eli- 
mination of price controls on 
casein has been forwarded to the 
Office of Price Administration by 
the Civilian Production Admin- 
istration, officials of CPA told 
members of the Processed Case- 
in Producers and Casein Im- 
porters Industry Advisory Com- 
mittees at a recent meeting. 

Because of the critical short- 
age of casein, an important dairy 
by-product, committee members 
have advocated that it be decon- 
trolled. OPA officials assured 
the committee that action on the 
request would be taken. 

OPA officials warned mem- 
bers, however, that if casein 
prices “run wild,” there is a pos- 
sibility of eventual resumption 
of control on all dairy products. 


OPA feared that if farmers 
and other producers, attracted by 
abnormally high casein prices, 
began diverting milk to industrial 
casein production instead of 
food, dairy controls might have 
to be reinstated to protect our 
food supply. 

Committee members said that 
the present price ceiling of 33 
cents a pound not only sharply 
curtails domestic production, but 
also makes it practically impos- 
sible to import casein from Ar- 
gentina, where the market price 
is reported to be 42 cents. Most 
members agreed, however, that 
there was little hope in any 
event of getting sufficient casein 
from the Argentine to help ma- 
terially the United States supply 
situation, and that this country 
would have to rely on the in- 
crease of domestic production. 
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‘ THE LID’S OFF PRODUCTION H NOW IS THE TIME TO INCLUDE IN YOUR INVENTORY A COMPLETE LINE 


OF JACUZZI PUMPS AND WATER SYSTEMS — NOT ONLY BECAUSE OF 

















ro FOR MANY MONTHS, JACUZZI BROS., INC., HAS BEEN ANTICIPATING 

11, THIS VERY DEVELOPMENT. AS A RESULT OF CAREFUL PLANNING, WE THE POPULARITY OF THIS TYPE OF PUMPING EQUIPMENT BUT ALSO 
ARE FULLY PREPARED TO MEET THE TREMENDOUS DEMAND OF OUR BECAUSE IN STOCKING THE JACUZZI PRODUCT, YOU CAN TRUTHFUL- 

_— POTENTIAL MARKET. LY CLAIM TO BE MARKETING THE BEST CENTRIFUGAL-JET PUMP AVAIL- 
OUR NEW, STREAMLINED PLANT AT RICHMOND, CALIFORNIA, IS HUM- spciacaitals 

nu- MING WITH ACTIVITY ... PUMPS AND WATER SYSTEMS OF ALL MODELS 

rib- AND SIZES ARE ROLLING OFF THE ASSEMBLY LINE IN CONTINUALLY WE INVITE YOUR INQUIRY RELATIVE TO ESTABLISHING YOUR BUSINESS 

eal- INCREASING QUANTITY. AS A MEMBER IN OUR NATIONWIDE DEALER-DISTRIBUTOR ORGANI- 

suf. AS AN AGGRESSIVE APPLIANCE DEALER, YOU ARE WELL AWARE OF ZATION. ADDRESS ALL CORRESPONDENCE TO: 

les THE ENORMOUS BACKLOG OF CUSTOMER INTEREST WHICH EXISTS IN 

ef. THE FIELD OF JET PUMP AND Jacuzye Sr04., Ine. 
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te- WATER SYSTEM MERCHANDISING. 
sid YOUR SHARE OF THIS PROFITABLE 5327 JACUZZI AVENUE 
‘id MARKET IS WAITING .. . RICHMOND, CALIFORNIA 
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FLUORESCENT DESK LAMPS 


For Immediate Delivery 





Constructed Improved 
of cast hood for 
white metal maximum 
Scratch-proof light 
bottom. distribution. 
Conveniently Handy base 
placedON trough for 
ond OFF pens, pen- 
switch cils, clips. 


EXECUTIVE MODEL 


is a beautiful yet sturdy fixture that adds to the ap- 
pearance and efficiency of any desk —for office or 
home. It is constructed of heavy white metal castings, 
stands 14% inches high, wt. 10 Ibs. The stationary 
hood is 19 inches wide and contains a parabolic type 
reflector that takes an 18 inch No. T-12, 15 watt fluor- 
escent bulb. Wired for 110 volts, 60 cycles, A.C. cur- 
rent. The Executive Model is finished in Brown 
Crackle, (individually packed). Sold only through 
recognized Hardware and Electrical Wholesalers. 


WESTERN 
FLUORESCENT LIGHTING CO. 


3242 Roosevelt Road Chicago 24, Illinois 














Two Profitable Items 
That Home Owners Need 


Here, illustrated, are two real selling items 
that return a good profit. They are well 
made and give complete satisfaction. Note 
description and prices. 


HOUSE MARKERS 


Heavy cast alumi- 
num, painted black, 
unlettered, 10” 
name plate. An at- 
tractive, useful, 
lifetime addition to 
any home or lawn. 
Average retail 
price: $5.50 each. 
$26.25 per doz. 


DOOR 
KNOCKERS 


Highly polished, 
solid brass, an au- 
thentic, colonial re- 
production, 8%” long. $30.00 per doz. 
Order now and get started on these attractive items 
that home owners need. Your Jobber, or 


CARTER COMPANY, Mfgr. 


725 Rahway Ave. Elizabeth, N. J. 








18 P. C. Price Boost Given 
Window and Picture Glass 


The ceiling prices for window 
| and picture glass were raised ap- 
| proximately 18 per cent by the 
Office of Price Administration. 

In a related action, OPA also 
raised by about four per cent the 
maximum prices for glazed sash 
and windows, glazed sash doors, 
combination doors and _ glazed 
garage doors in order to reflect 
the window glass price increase. 

The new prices for window and 
picture glass went into effect 
September 11, 1946. They reflect 
increases in labor, material and 
freight costs which took place 
since the industry was given a 
four per cent increase in price in 
December, 1945. 

To the veteran purchasing a 
low-cost home under the Veterans 
Housing Program, OPA said, the 
action’ would mean an approxi- 
mate increase of $1.25 in the 
total cost of his window glass. 

The action establishes uniform 
maximum prices for all manu- 
facturers. This is accomplished 
by increasing the prices of one 
firm about 22 per cent over its 
existing prices. The firm, a low- 
price seller, was in greater hard- 
ship than the rest of the industry, 








| turn on net worth experienced in 


| glass, previously sold at net 


| additional five cents is provided 
| in the extra charges for fractional 
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| showed that the industry as a 


OPA stated. A*complete study 
of all cost and financial data 


whole was not realizing the re- 


the 1936-1939 base period, and 
the ‘action today is expected to 
restore them. 

The increases take the form of 
shortening discounts. In most 
instances, however, bulb edge 


prices, now has a list and dis- 
count pricing method established. 

A new table of list prices, in- 
stead of the net prices used by 
some of the glass manufacturers, 
is provided so that pricing will 
be uniform after applying the dis- 
counts for bulb-edged glass, 
heavy sheet glass, and strips. An 


cutting 

Resellers are permitted to in- 
crease their existing prices by 
the percentage increase in cost 
resulting to them from the in- 
crease allowed the manufacturer. 
This action gives resellers the 


The new prices for glazed sash, 
windows, doors and glazed com- 
bination doors and garage doors 
went into effect September 16, 
1946. 

Resellers will continue to re- 
ceive the same percentage mark- 
ups they had on March 31, 1946, 
as required by the new price con- 
trol legislation. The increase in 
the cost of glass to the manufac- 
turers of stock millwork has been 
passed through in dollar-and-cent 
form by the window glass price 
action. 

The increase takes the form of 
shortened discounts. Glazed sash 
is reduced 1% points, the sash 
sections of combination doors 1% 
points, complete combination 
doors % point, and the standard 
light list is shortened 144 points 
to provide the increase for the 
glass portions of sash doors. No 
change is made in the discount 
for florentine glass, since this type 
of glass has not been increased in 
price. The glazing extra for 
garage doors has been advanced 
10 cents per set to $1.45 as a 
result of. the glass increase. 

(Amendment 20 to Revised 
Maximum Price Regulation 293— 
Stock Millwork — effective Sep- 
tember 16, 1946; Amendment 62 
to Order 1 under Section 25 of 
Maximum Price Regulation 592 
—Specified Construction Ma- 
terials and Refractories—effec- 
tive September 11, 1946). 





COMBINATION SCREEN 
AND STORM DOORS 
GET 1 P.C. RISE 


An increase of one per cent 
over existing ceiling prices for 
resellers of combination screen 
and storm doors has been an- 
nounced by the Office of Price 
Administration. The action per- 
mits resellers a percentage pass- 
through in the increase in costs 
to them resulting from a recent 
one per cent increase authorized 
by OPA for manufacturers be- 
cause of the 18 per cent advance 
in glass prices. The new prices 
went into effect September 23. 
1946. 

(Amendment 10 to Maximum 
Price Regulation 381 — Stock 





same percentage margin they had 
in effect on March 31, 1946. | 


Screen Goods—effective Septem- 
ber 23, 1946.) 
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FOR VET 


BUILDERS’ HDWE. ITEMS 


HOUSING 


GIVEN CC RATINGS 


To give further assistance to 
the veterans housing program and 
other essential construction, the 
CPA has made CC priority rat- 
ings available to producers speci- 
fied builders hardware items, 
Portland cement, several plumb- 
ing and heating items, and 
woodworking machinery in order 
to sustain or incréase production. 

The items added to Schedule I 
(Critical Products) of Priorities 
Regulation 28 were: Portland 
cement; low-pressure boilers for 
residential heating; specified 
builders hardware items; furnace 
pipe, fittings and ductwork; speci- 
fied classes of screwed pipe fit- 


tings; registers and grilles for| 


heating systems, and woodwork- 
ing machinery, including power- 
driven saw blades and saw bits, 
for the production of logs, lum- 
ber, millwork, flooring and ply- 
wood. 

“Cast iron pressure pipe”| 
was added to the list of castings | 
on Schedule I. Cast iron radia- 
tion and convector radiation were 
consolidated into one listing. 
Originally they were listed as| 
two different items. The warm 
air furnaces listing was changed 
to read: “Furnaces, warm air, in- 
cluding floor and wall furnaces.” 

CC rating assistance under 
Schedule I of PR-28 was given to 
manufacturers of residential boil- 
ers, builders’ hardware, furnace 
pipe, screwed pipe fittings, and 
heating registers and grilles, in| 
order to round out the previous 
veterans’ housing program assist- 
ance provided for them through 
listing on Direction 18 of PR-28, 
which made them eligible for CC 
ratings to obtain iron castings 
and steel in the fourth quarter. 

CPA also amended Direction 
18 to PR-28 today to add “steel 
industrially-made houses, panels 
sections (where principal panel 


| 


material is steel)” to the list of 
materials for which CC assistance 
may be granted to get steel in 
the fourth quarter if the items 
produced are suitable for low- 
cost housing. Manufacturers of 
steel industrially-made houses, 


sections and panels of this type | 


should apply to CPA immediately 
on Form CPA-4491 for their No- 
vember and December require- 
ments of steel. 

The listing of boilers, builders’ 
hardware, furnace pipe, screwed 
pipe fittings, heating registers 
and grilles, and woodworking 
machinery on Schedule I makes 
producers of these items eligible 
for CC ratings to obtain produc- 
tion materials, capital equipment 
for replacement only, and mainte- 
nance, repair and operating sup- 


plies. They are not eligible for | 


CC assistance for construction. 
Woodworking machinery, in- 
cluding power-driven saw blades 
and saw bits, was added to 
Schedule I to increase the pro- 


| duction of this equipment, which 


is needed to provide logs, lumber, 
millwork, flooring and plywood 
for the veterans’ housing pro- 
gram and other essential require- 
ments. 

The builders’ hardware added 
to Schedule I was of the follow- 
ing kinds only: butts, hinges and 
hasps; door locks and lock trim; 
sash, screen and shelf hardware; 
night latches and deadlocks; 
spring hinges, and sash balances 
and sash pulleys. The screwed 
pipe fittings added were in the 
following classes: gray cast re- 
cessed drainage, two inch and 
under; gray cast steam fittings, 
three inch and under (125 pounds 
steam working pressure); mal- 
leable fittings including unions, 
two inch and under (150 pounds 
S.W.P.). 








Refrigerator Parts Given Price Rise 
Effective Sept. 17, 1946 


same cost data upon which OPA | 
based the increase on the finished | 
product. It is taken in accordance | 


The recent 3.5 per cent manu- 
facturers’ ceiling price increase 
granted on household mechanical 
refrigerators will also be applied 
to refrigerator repair and re- 
placement parts, the Office of 
Price Administration has an- 
nounced. 

The action, effective Septem- 


ber 17, 1946, is based on the 
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with present reconversion pricing 

policy of the agency. 
(Amendment No, 55 to Sup- 

plementary Regulation No. 15 to 





the General Maximum Price Reg- | 


ulation—effective September 17, 
1946.) 






REFLEXITE 


<q F.R. JOHNSON 


Dealer Display 


DISPLAY REFLEXITE — THE NEW 
REFLECTING LAWN SIGN! 


No stock to buy—we fill orders for you! 





You can build a real business in lawn signs if you can offer your 
customers a better sign than any they have ever seen. And that is 
what Reflexite does. Reflexite is an entirely new kind of lawn sign— 
made from an amazing optical plastic which has unequalled reflecting 
properties. It is always clear, sharp and readable—day and night. 
Whenever light strikes the sign, the letters stand out in flashing 
brilliance. And the sign is permanently efficient, absolutely weather-proof. 


Reflexite Lawn Signs are custom-made in our factory to your cus- 
tomers’ specifications and choice of color. All you do is display the 
3-sign set shown above, and let the customer fill out one of the order 
forms which we supply to you. There is no stock to buy or handle. 
It’s a simple order-taking proposition for you—-and your profit on 
every sign is clear profit. Get started now in a profitable lawn sign 
busi by ding for complete details today. 





REFLEXITE CORP., 412 BISHOP BUILDING, NORWALK, CONN. 














TORNADO 


A Flame for Every 
Laboratory Need 


The Tornado Burner No. 140 is equipped with three inter- 
changeable brass tips giving three sizes of flame (approx. ”, 
¥%”, and %” blast). The easy interchange of these tips enables 
the burner to perform virtually any laboratory job where a 
narrow or wide, hot or soft, flame is needed. 

No air adjustment is nedessary; the burner is self-adjusting. 
The brass needle valve regulator, conveniently located on the 
side of the burner, regulates the flow of gas and is a gas shutoff, 
eliminating the necessity of turning off the gas at the supply 
source. 

_ The steel base, constructed with two side holes, makes it 
simple to attach to a work bench or table. 

Due to a patented feature, the Tornado Burner will, without 
the necessity of using grids, create a flame in which the heat 
is evenly distributed, thereby giving a faster and better heat. 


“TORNADO 


GAS TORCH 
The Modern Way of Soldering 


Ideal for hard and soft soldering. Will heat 
quickly; solder will flow freely and smoothly. 
No compressed air required. Nothing to pump. 
Self-adjusting. Safe. Economical. Can be 
for annealing small parts and bending metal 
parts. Generates a heat of 1700° Fahrenheit. 
Simply connect to any illuminating gas jet with 
a rubber hose and operate. Tornado Torch No. 
119 comes with three tips (%”, %”, %” blast). 
The Tornado Gas Torch No. 119, or the Tornado Burner, 
complete with three tips sells for $2.95. A combination of the 
Tornado Gas Torch and Burner, with three tips which are inter- 
changeable, sells for $4.50, Write today for full information. 


Jobber inquiries invited. 
Robert Manufacturing Co. Inc., 206 E. 44th St., New York 17, N. Y. 






fy. 


























173 





TREMENDOUS |etanvEen ea) 






Average Man’s 
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POWE 


GRIPPING AND CUTTING 


Famous BERNARD parallel action 
pliers, with compound leverage design 


bd 






Grip 


OF CUTTING POWER HERE 


Great power to hold... with jaws that 
close parallel, like a vise. Great power 
to cut, with cutting jaws on the outside 
of the head, convenient to use. 
BERNARD parallel action pliers in 
gleaming de luxe nickel finish now avail- 
able. Order from your distributor today. 


BERNARD 


TRADE MARK REGISTERED 


WM. SCHOLLHORN COMPANY 


Quality Tools Since 1870” 


1009A CHAPEL STREET * NEW HAVEN 9, CONN. 





| whose ceiling prices have had to 


Some Small Electrical Appliances 
Pat on “Low End” Order for Rises 


Several small electrical appli 


- amounts depending upon the earn- 


ances have been added to the ings position of individual manu- 
“low-end” order that permits! facturers but will in no case be 


manufacturers to apply for in 


- | increased by more than 15 per 


creased prices on goods in their | cent, OPA said. 


lowest price lines, the Office of 


Price Administration has an 
nounced. 


The low-end increases autho- 


-| rized restrict the manufacturer 


to the lowest of the following 


The items affected are some) prices: (1) the dollar-and-cent 
types of low-cost electric fans, | price given in the order for sales 
electric irons and hot plates and | to jobbers, (2) his current ceil- 


all low-cost 


sandwich grills, | ing price plus a stated percent- 


toasters and bowl-type space heat- | age increase, or (3) his total cost 


ers, 


to make and sell the item plus a 


This action, effective Septem- stated per cent for profit. 


ber 17, 1946, was taken to en- 


The various ceilings, of which 


courage production of a larger| the lowest is binding, are as fol- 


volume of relatively inexpensive 


appliances and thereby reduce 
the cost of small electrical appli- 
ances to the consumer. Under 
today’s measure, consumer prices 
will be increased by varying 


lows: 


(Amendment 8 to Supplemen- 
tary Order 148—Small Eelectri- 
cal Appliances—effective Septem- 
ber 17, 1946.) 








Maximum Profit 
Per Cent Margin 
Article Cut-off Price Adjustment Factor 
(1) Electric fans 
8-in. non-oscillating $2.50 each 15 4.9 
10-in. non-oscillating 3 ila 15 49 
(2) Household flat irons 
Non-automatic 2.00 “ 15 4.9 
Automatic 356 ° 15 49 
(3) Hot plates 
One burner ils.“ 15 4.9 
Two burner 350 “ 15 49 
(4) Sandwich grills 2.00 “ 15 4.9 
(5) Toasters a" 15 49 
(6) Bowl-type space 
Heaters 2.00 “ 15 4.9 








‘WORK GLOVE RISES 
BASED ON FLEXIBLE 
FORMULA 


Work gloves have joined the 
ranks of cotton apparel items 


be increased because of the 
higher cost of cotton knitted 
and woven fabrics according to 
the Office of Price Administra- 
tion. 

Effective September 11, 1946, 
work gloves went under a flex- 


creases will vary for different 
types of gloves and will be 
passed on percentagewise to con- 
sumers. 

The formula provided by this 
action for giving flexibility to 
glove prices is different from the 
one established for work clothing 
generally but follows the same 
principle. A manufacturer is to 
figure his new price on the basis 
of an increase factor provided by 
OPA for every type of fabric that 
goes into work gloves. He multi- 





ible formula which permits prices 
to go up or down with changes 
in cotton fabric prices. The 
initial effect of this formula will 
be to raise the ceiling price of 
work gloves by the amount of the 
recent increases in cost of cot- 
ton fabric following the passage 
of the new price control law. 
Figured in terms of cents-per- 
yard changes in the cost of the 
actual material used, the in- 


plies the increase in the price 


| per yard of particular fabric by 


the increase factor, which repre- 
sents the average amount of the 
material used in making the 
various kinds of work gloves. He 
then adds this increase to his 
base price. 


Price changes are to be made 


on the 25th of each month, on 
the basis of fabric costs of the 
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10th. While this monthly change 
of prices might afford oppor- 
tunity to withhold deliveries 
pending a higher price, the 
major manufacturers in the field 
have furnished written assur- 
ances to OPA that they will 
make regular shipments during 
this time-lag period. 

Under the amendment, whole- 
salers and retailers will have the 
same margins they had in March 
31, 1946, as required by law, and 


the percentage amount of any 
increases will be passed on. 
Wholesalers are to figure their 
price on the basis of a new 
table, substituted for the dollar- 
and-cent price which gives them 
their mark-up over the manufac- 
turers’ price. 

(Amendment 5 to Revised 
Maximum Price Regulation 506 

Maximum Prices for Staple 
Work Gloves—effective Septem- 
ber 11, 1946.) 








FEDERAL SIMPLIFICATION NEWS 








BELL BOTTOM 
SCREW JACKS 


A proposed revision of Simpli- 
fied Practice Recommendation 
R97-42, Bell-Bottom Screw Jacks, 
is available to all interests for 
their consideration, comment or 
approval, according to an an- 
nouncement of the Division of 
Simplified Practice, National 
Bureau of Standards. 

The revision aims to return the | 
industry to voluntary peace-time | 
simplified practice, after the man- | 
datory simplification imposed | 
during the war. Three changes | 
in the table for four-way head- | 


type jacks are proposed and a 
table is added for ratchet head- 
type jacks, listing eight sizes. It 
is the belief of the proponents 
that all ordinary needs will be 
served by the sizes listed in the 
two tables. The comments of 


producers, distributors and users | 


is solicited to ascertain if the 
proposed revision is satisfactory, 


|or whether changes, if any, 


should be made. 

Copies of the proposal may be 
had by writing to the Division of 
Simplified Practice, National 
Bureau of Standards, Washing- 
ton 25, D. C. 








WRENCH 
MANUFACTURERS 
ENDORSE SIMPLIFIED 
PRACTICE 


Manufacturers of carbon and 
alloy open end and box wrenches | 
have adapted Simplified Practice | 
Recommendations, through the | 
regular procedure of the National 
Bureau of Standards, Washing- | 
ton, D. C. | 


The recommendations provide | 
for the elimination of 85 super- 
fluous items, bringing the total 
down to 255, or a reduction of 
25 per cent. 


The Simplified Practice Recom- 
mendations were developed by 
the Service Tools Institute, which 
includes in its membership 55 
manufacturers of mechanics’ 
hand service tools. Non-member 
companies also participated in 
developing the program. 





COLOR FILMS DEPICT 
WAR ON WEEDS, 
INSECTS 


Two new educational color and 
sound movies were previewed for 
the press in New York City, on 
Sept. 12, by the producers, the 
Sherwin-Williams Co., Cleveland, 
Ohio. The films portray man’s 
age-long struggle against weeds 
and insects, which yearly cost 
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hundreds of millions of dollars 
and untold human suffering and 
annoyance. 

The films, “Good-by Weeds” 
and “Doomsday for Pests,” were 
made by Jerry Fairbanks, Inc., 
producers of “Popular Science,” 
“Unusual Occupations,’’ and 
other well-known shorts. 


Applications for these movies | 
will be handled through the | 
| Sherwin-Williams Co., its 350 | 
branches, and its six affiliated | 
|companies: Acme White Lead 


and Color Works, W. W. Law- 
rence Co., the Lowe Brothers Co., 
John Lucas & Co., the Martin- 
Senour Co. and the Rogers Paint 
Products Co. They will be cir- 
culated to club and association 
gatherings. 


BOOKLET ON RETAIL 
STORE POLICIES 


“Retail Policies—Their Selec- 
tion and Application,” a guide 
for established and prospective 
retailers in measuring the effec- 
tiveness of their procedures, and 
in determining whether changes 
are necessary, has been prepared 
by the Department of Commerce. 
Copies may be purchased from 
the Superintendent of Documents, 
Government Printing Office, 
Washington 25, D. C., or from 
the Department of Commerce 
field offices, for 15 cents. 





You Can Tell Your Customers 


ANY DOOR SLIDES 
EASIER WITH “GLIDE” 
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PU EY 








@ Roller-bearinged “Glide” Hangers, and water- 
proof-birdproof “Glide” Track are the answer to 
handling any size door (weight up to 800 Ibs.) 
with ease. Patented one-piece construction of 
**Glide” Track makes installation simple .. « 
telescoping joints eliminate necessity of joint 
covers. “Glide” assures customer satisfaction .. . 
records of more than 25 years of service from 
original installations are common. Write for de- 


tails on “Glide” and other Frantz salesmakers. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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Gum turpentine — Producer ceil- 
ings for gum turpentine have been estab- 
lished by OPA at $1.05 per gallon, in bulk, 
at direction of the Secretary of Agriculture, 
providing an increase of 21% cents per 
gallon. Wood turpentine ceilings are not 
changed by this action, which became effec- 
tive Sept. 6. 

* * * 

Venetian blinds — Effective Sept. 
10, OPA granted increases, over March, 
1942, ceilings, of 15 per cent for steel 
Venetian blinds and of 20 per cent for 
wooden and fiber Venetian blinds. These 
changes, under price regulation 188, and 
complying with reconversion pricing stand- 
ards, were the first industry-wide increases 
granted on these items. They cover ap- 
proved increases in materials prices, also 
increases in basic wage rates for the in- 
dustry. The increases will go into effect 
at the consumer level as soon as the costs 
to retailers go up. 

. 7 . 

Carpet sweepers—Bissel] Carpet 
Sweeper Co., Grand Rapids 2, Mich., has 
announced the following new lists to the 
trade—Vanity, $4.90 each; Grand Rapids, 
$4.50 each; handles, 18 cents each. On 
brushes, which have been decontrolled, ef- 
fective Sept. 5, the Regular and Silver 
Streak sizes are $1.05 and the Broad-way 
size is $1.50. The new retail prices apply 
only to sweepers or handles invoiced by 
the company on and after Sept. 16, the 
prices having been approved by OPA, 
Sept. 11, 1946. The company states that 
the advances (a little over 20 per cent on 
sweepers) only partially covers increased 
production costs. Wholesalers and retail 
dealers’ margins have been fully main- 
tained. Repair parts will continue in scant 
supply because they are needed for new 
sweeper production. 

~ 7 > 

Floor-wax—putty—On Aug. 16, 
another advance was announced on gla- 
zier’s putty, the second since April, making 
a total advance of 15 per cent over March, 
1942, prices. Boyle-Midway Co., manu- 
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facturers of Old English Wax, recently ad- 
vanced retail prices as follows: pints— 
from 39 cents to 49 cents, and quarts— 
from 69 cents to 89 cents. There is a 
corresponding increase in the cost to deal- 
ers. 

- * . 

Oneida stainless table-ware — 
Effective Aug. 31, OPA issued an order 
authorizing adjusted ceiling prices for 
Oneida, Ltd., for all its items of chromium 
stainless steel flatware and cutlery. Ar- 
ticles which were made during Oct., 1941, 
may be advanced 10.4 per cent over the 
then-existing maximum. Articles added 
since, may take similarly adjusted ceil- 
ings, under the rulings of revised price 
order 119. Resellers’ prices will be their 
revised invoice cost, plus their approved 
percentage markup on their “most com- 
parable article.” 

* * . 

Electrical appliances — Effective 
Sept. 17, OPA added several small elec- 
trical appliances to the “low-end” order, 
which permits manufacturers to apply for 
increased prices on goods in their lowest 
price lines. Items affected are some cheaper 
types of electric fans, electric irons and 
hot plates and all low-cost sandwich grills, 
toasters and bowl-type space heaters. Con- 
sumer prices will be increased by varying 
amounts, depending upon the earnings 
position of individual manufacturers, but 
will in no case be increased by more than 
15 per cent. Further, their advance must 
not push them above certain specific “cut- 
off prices,” such as $2.50 for an eight-inch 
fan or $1.75 for a toaster. OPA said it is 
permitting the increases in an effort to 
boost production of a long list of lower- 
priced goods which have their counterpart 
in more expensive models or types. 








Lawn supplies — While lawn 
mowers have been decontrolled as to price, 
the material and labor situation in the 
factories is still bad. Production there- 
fore has been quite inadequate during the 
recent season. Normal output of power 
mowers has been held up due to inability 
to secure engines, the principal manufac- 
turer of engines having run behind in their 
production. Garden hose manufacturers 
have not been able to complete shipment 
of season 1946 orders on their books. While 
one or two have issued new prices, the 
larger rubber companies have not yet an- 
nounced their forward plans, or evidenced 
a willingness to take orders. At present, 
they are not in production. Grass seed 
producers have announced new prices much 
higher than a year ago, on those mixtures 
containing blue grass seed. The crop 
failure in blue grass has created a real 
shortage, and many brands and mixtures 
will be without this component for a time. 
The Sunbeam Corp. has announced in- 
creased production of Rain King Sprink- 
lers for next spring, but not sufficient to 
meet the evident demand. Their jobbers 
will, therefore, continue on an allocation 


basis. 
” + * 


Linseed oil competition — Great 
Britain has doubled the price it will pay 
for linseed oil while American importers 
are kept out of the world market by low 
OPA ceilings, 2 Dow-Jones dispatch re- 
ported, early this month. Stocks of lin- 
seed oil and flaxseed in the United States 
are at an all-time low point, handicapping 
production in paints, hard surface floor 
coverings and several other industries. The 
new British price is the equivalent of 24.3 
cents per pound for linseed oil while the 
OPA ceiling price, New York basis, has 








PRICE AND OPA CEILING ADVANCES 


Grass seed. One line floor wax. Mech. refrigerator parts. One line putty. Some 
furniture. Some rugs. One line flatware, cutlery. Lining paper board. Glass. 
Glazed millwork. Softwood moldings. Iron and steel scrap. Linseed oil. Gum 
turpentine. Some carpet sweeper parts. Lumber. Wood-pulp. Venetian blinds. 
One line appliance repair parts. One line barn equipment. Some poultry supplies. 
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been 16 cents per pound. However, OPA I 
has announced an increase of 65 cents per HUGE NATIONAL SUCCESS e 
bushél on flaxseed, above the Juné 30 
price ceiling, effective Sept. 9, when flax- 
seed went back under price control. The 
new price will be based on a figure of $4 
a bushel at Minneapolis. The amount of 
the increase was set by Secretary of Agri- 




















































OVEN-TOASTING 
DESIGN: 











culture Anderson to encourage larger pro- 
duction. Argentine and Uruguay are re- 
ported to have an exportable surplus of 
21,918,000 bushels of flaxseed while the 
Argentine crop this year is estimated at 
50,000,000 bushels. Although about half 
of these yields will be retained there, for 
seed and crushing, there will be a large 
balance going to Europe unless there is 
quite a rise in U. S. ceiling prices. 
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New ceilings for cast iron—Ef- 
“A fective Sept. 11, OPA released the official 
e os ne ca . (3 
ei revisions to price regulation 4 (‘iron and See Your Local Distributor ! 
steel scrap) showing specific new ceiling 
ity prices for cast iron ranging from $2.00 to WERIT-MABE, INC. 
= pe 33-37 FRANKLIN ST. BUFFALO 2,N. Y 
c $7.00 per gross ton. Among other things, ; 
i In Canada: Merit-Made, Ltd., Fort Erie, Ont. 
eir the new amendment bars the use of elec- "pat. ‘Pend. 
ers tric furnace and foundry grades by open- f : 
ent hearth furnaces, except when CPA allo- A sfore 
ile cates the material specifically. However, % 
he the OPA scrap branch holds that this does E-2 FLIP - TY-MATIC 
in- not prohibit the use by open-hearth fur- MONO-CHEF - DUO-CHEF 
ed naces of «ailroad scrap such as couplers, 
nt, springs and wheels. The foundry-use ban 
od is designed to halt alleged upgrading, by 
wn restoring a wartime control on the flow of avy 
mm this scrap. 
* a * 
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al Wood-pulp and lumber changes 
es On Sept. 5, OPA announced an increase 
e. of about 10 per cent in prices for domes- of 20008 ach, 
. . . . j 2 
n- tic and imported woodpulp, which will cost La ler four yee 7) secs 
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Apex appliance repairs — By 
OPA action, effective Aug. 26, Apex Elec- 
tric Mfg. Co. of Cleveland was authorized 
to increase its ceilings established under 
the General Maximum Price Regulation 
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Each Forsberg HY-FLEX BLADE 
that carries the famous WHALE 
BRAND mark of quality is scienti- 
fically heat treated to add the tough- 
ness that gives these molybdenum 
blades practically equal performance 
with high speed, tungsten steel. 
They’re > lle one checked through- 
out every step of their manufacture 
and given a stiff bending pounds test 
before you get them for quick sale. 





The same characteristic Forsberg standard of qual- 
ity in « popular line of WHALE BRAND Hack 
Sew Frames. Machine shop mechanics and elec- 
tricians have found these rugged Frames always 
reliable. They're priced right, moreover, to dive 
you over-the-counter action. 


SPEED UP SALES 
WITH THIS 
SILENT SALESMAN 
Order the fast moving Des! 
No. 1012 and get this Coun- 
ter Display FREE! It holds 


sales making folders, as well 
for your counter. 





Forsber 


© MIG. CO., BRIDGEPORT, CONN., U.S.A. 
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(excluding previous adjustments) by 27 
per cent on repair and replacement parts 
for washing and ironing machines, and by 
21 per cent on parts for vacuum cleaners. 
Resellers may add to the new costs their 
approved percentage mark-up on the “most 
comparable” item. 
* + > 
Revere pressure cooker—Effec- 
tive Aug. 28, OPA established for Revere 
Copper & Brass, Inc., Rome, N. Y., ceil- 
| ing prices on the company’s stainless steel 
| four-quart pressure cooker, No. 1774, with 
copper-clad bottom. Prices to retailers in 
| lots of 24 units or over are $9.57 each, 
and in less quantities $10.63 each, f.o.b. 
| factory. To consumers, the ceilings are 
$15.95 each in all areas except the Rocky 
Mountain states, and west, and in parts of 
Texas, where the resale is at $16.45 each. 


ue ~ oa 


War-surplus posts Exempted 
from price control by OPA, effective Aug 
30, were resales of government-surplus 

| “new steel anchoring posts or stakes,” 
made for military use for supporting 
harbed-wire entanglements. 


~ + . 


Figuring steel products deliv- 
ered—OPA has emphasized to the trade 
| that resellers’ maximum delivered prices 


for iron and steel products must be fig- 


| ured on the basis of the buyer’s destina- 
| tion. This precautionary statement was di- 
| rected expressely at buyers and sellers op- 
erating under Price Schedule 49 (Resale 
of Iron or Steel Products), which defines 
| “destination” as “the place at which de- 
| livery is required for the buyer’s opera- 
| tions.” Reports have reached OPA that 
| some sellers are figuring ceiling prices on 
| the basis of a “destination” other than 
| the place where the buyer’s operation is to 
be performed. In order to clear up any 
confusion, the following explanation is 
offered for the benefit of those who may 
be violating Schedule 49 unintentionally. 
| Under that regulation, the buyer and the 


| seller both have responsibilities for estab- 


lishment of the facts required for figuring 
the maximum delivered price. It is the 


responsibility of the buyer to disclose to 
| the seller the true destination of the ship- 
| ment. The seller, for his part, should 
satisfy himself as to the authenticity of 
| the claimed destination, since this is an 
| important factor in the calculation of the 
ceiling. He may even require the buyer 
| to endorse the purchase order certifying 
its authenticity. Concealing the destination 
or stating a false destination, with the 
result that a price higher than the true 
ceiling is figured, is a violation, and is 
subject to penalty. It is equally a violation 
for a seller to request or influence the 
| buyer to specify a destination other than 
| the true destination, when such change 
| results in the calculation of a price higher 
| than the true ceiling. 


Farm lines—Summarizing recent 
comments by jobbers in this field, it is 
said: (1) That wheel barrow manufactur- 
ers are finding it increasingly difficult to 
obtain sheets of the proper gage to make 
trays. Production is declining instead of 
increasing, as the demand warrants. (2) 
That, on barn equipment, one large pro- 
ducer has just issued a new price list, 
which effects the 10 per cent increase per- 
mitted by OPA. Jobber and dealer dis- 
counts remain the same. (3) That, Oakes 
Mfg. Co. just issued a new price list on 
poultry supplies which cancels one issued 
early this summer. The new list shows a 
10 per cent advance, but gives the jobber 
and dealer the same margin of profit as 
heretofore. (4) That, the serious wire 
situation makes it very difficult for chain 
manufacturers to bring up their production 
to a point where it will take care of the 
demand. Deliveries are months behind. 


* > * 


Kitchen-wares—On Sept. 1, OPA 
announced that it had extended from Sept. 
1 to Oct. 1, the time allowed manufacturers 
of cast iron and enamel kitchenware to 
reticket their products with new ceilings, 
because most manufacturers have indicated 
they would be unable to comply with the 
earlier requirement. The date when it will 
be unlawful to display untagged merchan- 
dise has been changed from Sept. 15, to 
Oct. 15. 


Steel distribution unbalanced— 
The Iron Age said in a recent weekly sur- 
vey, that the imposing of the priority sys- 
tem on the steel industry appears well on 
its way toward wrecking a balanced dis- 
tribution of steel products. While the num- 
ber of priorities in recent weeks has been 
few, the amount of steel taken from regu- 
lar consumers without preference ratings is 
becoming substantial. 

“If the current trend in preference rat- 
ings under the present system continues,” 
says The Iron Age, “the same results will 
occur as during early wartime days, when 
‘more tickets were issued than there were 
seats in the theater.’ 

“Hardest hit by the present maldistri- 
bution of steel products are warehouse 
interests which serve the major industries 
for repair and rehabilitation purposes as 
well as for the completion of projects 
which require small amounts of specific 
steel products. Warehouse stocks are at a 
new low point this week while demand is 
reaching an all-time high. 

“Steel officials, recalling early wartime 
days, look for a hectic six-month period 
ahead, as consumers of all types attempt 
to obtain priority ratings from Wash- 


ington. 
* * «@ 


Electric goods next year—The 
earliest the electrical manufacturing indus- 
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try can anticipate full scale production 
will be some time in March or April, 1947, 
according to a survey of 100 member com- 
panies, made by the National Electrical 
Manufacturers Association. The companies, 
which represent every branch of the indus- 
try, were nearly unanimous in the belief 
that the problem of material shortages has 
not been alleviated to any substantial de- 
gree, nor is there prospect of permanent 
olution in the near future. 

“While the shortages are being felt in 
all phases of the industry, they are espe- 
cially marked in the production of mate- 
rials needed in the housing field, such as 
electric wiring materials, wire required for 
extensions of electric service, and small 
motors, which affect the production of elec- 
tric appliances,” the survey said. Most of 
the companies reporting to the survey men- 
tioned a shortage of labor, especially 
women workers. The current backlog of 
demand for fractional horsepower motors 
is among the heaviest for all electrical 
products, the association disclosed, in an- 
nouncing a new program of standardiza- 
tion for these motors. 


- * * 


Glass and glazed mill-work — 
As of Sept. 11, window and picture glass 
prices were increased by 18 per cent. 
OPA also raised by about 4 per cent the 
ceilings on glazed sash and windows, 
glazed sash doors, combination doors, and 
glazed garage doors. To a veteran buy- 
ing a low cost home, the increase will mean 
about $1.25 in the total cost of his window 
glass, OPA estimated. The price action 
compensates glass manufacturers for higher 
costs of labor, material, and freight, it 


states, 
* = * 


the-board increase of about 20 per cent 
over existing ceilings for softwood mould- 
ings, other than western pine, was an- 
nounced by OPA, affecting southern pine, 
Arkansas soft pine, cypress, Douglas fir, 
redwood, northern pine and western red 
cedar. The price increase, effective at all 
levels of distribution on Sept. 17, follows 
the recent similar increase given western 


pine mouldings. 


* * * 


Advances approved by OPA — 
The reeent 3.5 per cent manufacturers’ | 
ceiling price increase granted on household 
mechanical refrigerators is applied to re- | 
frigerator repair and replacement parts in 
amendment 55 to Supplementary Regulation 
15, effective Sept. 17. Higher cost of cot- 
ton yarms makes it necessary to raise the 
increase factor used to adjust ceiling prices 
on certain clothing and hosiery items, and 
on men’s bandanna work handkerchiefs 
and waterproofed clothing, also certain 
leather work gloves. Producers’ ceiling 
prices for chlorine, caustic soda and soda 
ash are increased 5 per cent, effective Sept. 
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Softwood mouldings—<An across- 
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GREENLEE 
AUTOMATIC PUSH DRILLS 





When you talk hand tools to a fine workman, it is long- 
time, accurate performance that interests him most. And 
you can guarantee this with a GREENLEE Automatic 
Push Drill! For its completely enclosed parts stay dirt 
and grit free. The special phosphor .bronze drive nut 
easily withstands constant, heavy usage. Heavy chromium 
plating protects all exposed metal parts. Handle houses 
the drill points. Sell top quality . .. sell GREENLEB! 
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CRAFTSMAN 













STOCKED BY LEADING WHOLESALERS 
FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits ¢ Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers « Bit Extensions e Bell Hangers’ Drills « 
Turning Tools ¢ For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1809 Herbert Avenue, Rockford, Illinois, U.S.A. 





179 








andesite 


16, as required under the price control act 
to lift their earnings to the 1936-39 base 
level. Resellers may raise their ceilings to 
give them their March 3] percentage mark- 
up over new acquisition costs. Procedure 
whereby comparatively high “new small 
manufacturer” prices have been authorized 
for manufacturers of soft mattresses and 
boxsprings is revoked, effective Sept. 17, 
and in the future, ceilings in line with 
those established for old-line firms will be 
set. Prices already established under spe- 
cial pricing procedures are not affected. 
Makers of feather-filled pillows were 
granted an additional one per cent in- 


“ 


terim price raise, effective Sept. 17, “to 
reflect their higher cost of textiles since 
May 31.” 

. 7 . 

Gloves, rugs, paper-board—OPA 
has placed the pricing of cotton work-gloves 
under a flexible formula, which permits 
prices to go up or down with changes in 
cotton fabric prices, and effects an imme- 
diate rise of three cents per pair. While 
leading glove manufacturers are preparing 
new price lists, they tell their customers 
that less than usual amounts can be made, 
due to a shortage of both materials and 
labor. A temporary increase of 15 to 20 
per cent in cotton rugs was allowed manu- 
facturers, effective Sept. 13, because of 
higher cotton prices. OPA said con- 
sumers must pay increases varying from 50 
cents on small bathroom rugs to $1.50 on 
small bedroom type rugs. Coated and com- 
bined fabrics may be sold on an adjustable 
pricing basis by manufacturers, wholesalers 
and supply jobbers to cutters, other job- 
bers, or industrial users, by a ruling effec- 
tive Sept. 16. OPA also increased con- 
verters’ ceilings for lining paper-board, ef- 
fective Sept. 16, by 40 cents a hundred 
sheets where the converter supplies the 
lining paper, and 25 cents where the cus- 
tomer provides the paper 

* > o 

Lead shortage worries auto in- 
dustry—Automotive industry worries over 
lead shortages were crystallized last week 
when George Mason, president of the Au- 
tomobile Manufacturers Association, wired 
the Office of War Mobilization and Recon- 
version that “chaotic curtailment and wide- 
spread unemployment” was in early pros- 
pect, unless supplies of lead were made 
available immediately. He cited that do- 
mestic lead production is no more than 
25,000 to 30,000 tons a month; that sec- 
ondary metal is flowing into the market 
well below its anticipated rate of 25,000 
tons a month; and that current needs are 
approximately 80,000 tons monthly. Imports 
customarily fill out such domestic deficits, 
but Mr. Mason’s letter noted that the 
government, the only agency which has 
importing licenses, has drastically reduced 
its purchasing abroad. 


« * . 


Other shortages cited—Lead is 
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but one of the materials problems con- 
fronting the automobile industry, in its 
efforts to reach higher production levels. 
Copper and pig iron are nearly as short. 
Copper, just as much an essential for 
radiators as lead is for batteries, is on 
order for six months and more into the 
future on the books of all leading pro- 
ducers and fabricators. One auto company 
which hoped to increase its forward pro- 
duction schedules notably, found itself un- 
able to do so because of inability to place 
orders for the approximately 50 pounds of 
copper and brass required for each car. 
Pig iron is just as tight. General Motors 
has bought pig iron from points as far 
distant as Utah, and Mexico, but still has 
not been able to stretch its inventories 
notably above the one and one-half day 
stockpile level recently mentioned in the 
news. Sheet steel, most troublesome in 
the early spring months, has retreated to 
fourth position in the companies’ pressing 
material wants. But even if the other three 


could be cleared up, sheets would con- 
tinue below demands, One estimate is that 
the steel industry is able to supply at 
maximum, this year and most of next, 
only three-quarters of the automotive in- 
dustry’s needs of sheets. 
> + > 
Lack of steel-making scrap— 
The effects of the Labor day holiday on 
steel making operations have been inten- 
sified by closing of many open-hearth fur- 
naces because of lack of scrap, or as a 
means of conserving raw materials. The 
magazine Steel comments that, “while some 
movements have been organized to resume 
the war-time collection of scrap, many ob- 
servers believe only higher prices can offer 
a solution.” 

Nevertheless, OPA Administrator Porter 
has announced flatly that there will be no 
change in scrap prices generally “for at 
least the next six months,” despite the 
scarcity. Instead, Mr. Porter said, the gov- 
ernment will rely on strict new controls 











MORE THAN 18,000,000 MOVIE-GOERS are expected to make their first visit to 
an ammunition company’s shot tower when they see the first full-color motion 
picture sequence ever produced of the making of shot pellets. These pictures of 
the Winchester shot tower are included in the current issue of “Popular Science 
on the Screen,” one-reel production of Scientific Films which has just been re- 


leased by Paramount Pictures. 


Even though the process of dropping shot has been practiced for hundreds of 
years, relatively few persons have ever visited a shot tower to watch the molten 
lead pour through perforated “skillets in the sky” for its nine story drop which trans- 


forms it into spherically perfect pellets. 


The workman—watchman is watching as perfect shot is being separated from 
imperfect. The shot rolls down inclined planes of glass. The perfect shot being 
spherical, rolls straight and gathers sufficient momentum to hurdle the open gap 
at the bottom of the plane. Imperfect shot wobbles slowly down plane and falls 


into the gap and is remelted. 


It has been estimated that 18,000 movie theaters will show this picture within the 
next three years. It will be the first opportunity millions have ever had to witness 
shot actually being “dropped” as well as the unique machinery used in all subse- 
quent processes including loading of shotshells. 
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over inventory supplies of scrap to prevent 
dealers and processors from accumulating 
large stocks in expectation of price boosts. 
CPA also is expected to require that scrap 
processors ship out as much material as 
they receive. The only increase is an “in- 
centive raise,” permitted on prepared 
grades of cast iron scrap, which will aver- 
age slightly less than $4.00 a ton and will 
range from $2.00 to $7.00. 

Describing Mr. Porter’s decision as “a 
distinct shock,” The Iron Age commented 
that OPA’s rejection of the steel scrap 
industry’s major request for relief, “sug- 
gests the probability that the steel indus- 
try’s demand for higher steel prices will 
be closely scrutinized before any final ad- 
justments are made.” 


* > a 


Small arms ammunition — Fol- 
lowing a recent review by industry mem- 
bers and the CPA as to prospects for re- 
suming production of “less-essential” small- 
arms ammunition (that used in shooting 
galleries and also for skeet and trap shoot- 
ing), it was decided that conditions are 
not yet right for restarting this manufac- 
ture. Louis S. Loeb of CPA stated that 
the lead shortage will continue through 
the fourth quarter, and industry members 
decided 


tinue to refrain from making such less- 


that they would therefore con- 


essential ammunition. It was said that if 
production of such small-arms ammunition 
were resumed, shooting galleries could use 
about 600,000,000 rounds of .22 low-velocity 
shorts, or about 1200 tons of lead, in a 
year. None of the “less-essential” small- 
arms ammunition has been produced since 
April. 


* * * 


Farm income high—The U. S. 
of Agriculture 
cash receipts from farm marketings this 


Department reports that 
year may exceed last year’s record of 
$20,781,000,000 by as much as 10 per cent. 
The increase would largely reflect higher 
Estimates indicate that 
cash receipts in the first seven months of 
this year from livestock and _ livestock 
products were about the 


average prices. 


same as last 
year, with meat animals, dairy products, 
and poultry products close to 1945 levels. 
Crop receipts for the same period showed a 
gain of about 3 per cent from last year, 
with especially large gains from wheat and 
soybeans. 
* a * 

Hide inventories low — The re- 
duced legal cattle slaughter in the first 
half of 1946 has had an adverse effect on 
the current flow of hides to tanneries, Dun 
& Bradstreet, Inc., reports, saying that in- 
ventories of raw hides continue low, as 
exports remain large. Imports from South 
America are reported negligible. Leather 
consumption is at a level about 25 per 
cent above average use before the war. 
Russia and the Argentine recently have 
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CRISE—the only Heat Control 
that furnishes EVERYTHING 
needed—in 1 shelf package! 
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Get Profitable Turnover 
with this ‘‘Action” 
Demonstrator 


- «+ in window—on counter. — 
Simply plug; shows how Crise 
Control actually operates. 
Panel carefutly wired, well- 
built, painted 3-color. 


NATIONALLY 
ADVERTISED 


Your customers will read 
about Crise Heat Control 
in Better Homes & Gardens 
— Pathfinder — American 
Home. 








CRISE 


IS THE ANSWER TO 
THE MASS MARKET 


Automatic Heat Control 


Because CRISE is right . . . in En- 
gineering—Sale Price—generous 
Dealer Margin . . . this proved-in- 
use Heat Control for ALL hand- 
fired heating systems — warm air, 


hot water, steam. 


Crise Heat Control is a package 
of satisfaction for your customers 


... saves up to 1% tons yearly — 
banishes draft-tending — operates 
automatically, electrically . . . gives 
dependable, trouble-free perform- 


ance. No servicing. 


CRISE Safety Twins*— 


1 *Limit Control: prevents furnace overheating. 


2 


FREE MAT 
SERVICE 


gives you added Sales 
Punch in local newspapers. 
Spotlight CRISE Safeatures 


*Spring Return: automatically retards fire if 


current fails; resumes with current come-on. 
These and other unique Crise features bring 
automatic heat control, at modest price, 


within reach of all. 


COLORFUL 
FOLDERS 


— improved economy, 
new-found comfort, con- 
venience. 


Capitalize on Crise Heat Control opportu- 
nities — ask your jobber salesman 
or write us for distributors’ names. 


“CRISE 


COLUMBUS 16, OHIO 


MANUFACTURING 
COMPANY 


(Dept. A-620) 
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GREAT NECK 








"Well done!"—that's easy to 
say for Great Neck work-wise 
tools. A job done with the aid 
of our various tools is likewise 
“Well done!" This is our con- 
tribution to your maintenance 

of good profits and good will. 





REAL EYE & SALES APPEAL 
No. 60 
KEYHOLE KUT-UP DISPLAY 
| doz. per display 
Ideal for “hard to get at” jobs, 
cuts wood, metal, plastics, etc. 
Easy-grip aluminum handles 
(unbreakable) have sales-wise 
finish. Blades of Tungsten Steel, 
very flexible and breakage- 
resistant. 


SEE YOUR JOBBER 


great neck lines 


hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades & handles 
wood chisels & screw drivers 
(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 





been heavy buyers of hides, while U. S. 
dealers were barred by OPA ceilings. For 
example, a recent Dow-Jones news report 
said the British bought more than 100,000 
Argentine hides that day, at prices rang- 
ing up to 32% cents, and Russia took 250,- 
000 hides at prices ranging from 274% to 
31% cents a pound, while the ceiling on 
hides in the United States is 15% cents. 


Aluminum roofing and siding — 
The building products division of Reynolds 
Metals Co. has announced that several of 
the company’s aluminum building prod- 
ucts are ready for immediate shipment. 
roofing, clapboard 
siding and other 


Aluminum 
weatherboard 
lines now are in volume production, ready 


shingles, 
siding, 


to be used in farm, commercial and in- 
dustrial buildings. 


* * . 


Oil burners—With the vaporizing 
oil burner industry already at 1941] pro- 
duction levels for space and water heaters, 
the annual market for fuel oil for vaporiz- 
ing oil burner equipment now is approach- 
ing $200,000,000, an increase of nearly 
one-third compared to the prewar yearly 
average. This was reported by industry 
leaders who said that more than 40 makers 
of vaporizing burners are well on their 
way to their combined postwar production 
goal of 1,000,000 new units a year to sup- 
plement the 2,500,000 burners already in 
operation throughout the country. The in- 
dustry has two to three times its prewar 
productive capacity, says the Oil Division, 
Institute of Cooking & Heating Appliance 

| Manufacturers, 
* > > 

More vacuum cleaners 
just released by the secretary of the 


\ report 


| Vacuum Cleaner Manufacturers Associa- 
tion states that the industry produced 


| 193,655 machines during July. This com- 
| pares with 161,631 cleaners made in June, 
| and with 155,843 in July, 1941, the last 


| pre-war full production year. 


* * . 


Galvanized ware A proposed 
| Simplified Practice Recommendation for 
standard grade galvanized ware has been 
submitted to producers, distributors, and 
users, for comment or acceptance, by the 
National Bureau of Standards. This recom- 
| mendation, proposed by the Manufacturers 
| Council, covers the capacities or dimen- 
sions of both hot-dipped and sheet types 
of standard grade galvanized water pails, 
| fire pails, well buckets, round tubs, square 
tubs, baskets, coal hods, sprinklers, garbage 
| and ash cans, garbage pails and grain or 
| feed measures. Heavy and extra heavy 
grades of galvanized ware are not included. 
Mimeographed copies of the recommenda- 
| tions may be obtained from the Division 
| of Simplified Practice, National Bureau of 


| 


| Standards, Washington 25, D. C. 
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Emergency heating or plumb- 
ing—NHA has promised that priority as- 
sistance may be obtained by any home 
owner for heating or plumbing supplies 
“necessary for emergency repairs to a 
dwelling made uninhabitable by a break- 
down of those facilities.” The move was 
necessary because of recent orders setting 
aside the bulk of plumbing and heating 
items for use in veterans’ housing, making 
it “tough” to obtain parts for emergency 
repairs. The total cost of supplies for which 
such priority assistance is granted may 
not exceed $200 for a single residence, or 
$500 for a dwelling designed for six or 
more families. Application for priority as- 
sistance should be made to local FHA 
offices for non-farm dwellings, and to 
county agricultural conservation commit- 
tees for farm dwellings. 

+ * * 

New construction reported — 
The total value of new _ construction 
reached a new monthly high in August— 
$1,039,000,000—increasing about 6 _ per 
cent over July volume, according to the 
U. S. Department of Commerce. Privately 
financed construction of all types accounted 
for about 80 per cent of the August dollar 
Privately residential 
construction in August (excluding farm 
buildings, trailers and conversions) valued 
at $355,000,000, increased 6% per cent 
over July, 1946, and 466 per cent over 
Aug., 1945. 


volume. financed 


* * . 


Slow-downs really hurt—A de- 
cline in productivity by workers is seen 
as an important factor causing higher 
prices for many things people wish to buy. 
In many instances labor costs have more 
than offset the benefits resulting from im- 
proved manufacturing methods and labor- 
saving devices. In a recent survey con- 
ducted by Mill and Factory among large, 
small and intermediate manufacturers, 55 
per cent of those replying said that labor 
efficiency in their plants was below pre- 
war standards, 35 said it was about the 
same, and only 10 per cent said efficiency 
was improved. The majority of the com- 
panies attribute the decrease in efficiency 
to “a general indifference on the part of 
labor.” Other factors mentioned were pro- 
duction limits set by the union, or by the 
employees Also mentioned 
were inexperience, poor supervision, and 


themselves. 


lack of materials and parts. 
* 7 s 

Reserved for veterans—A new 
CPA “set aside” order threatens some con- 
fusion for the retail home furnishings 
trade. As reported, dealers are required 
to set aside up to 75 per cent of their 
stocks of cooking and heating stoves, 
ranges, space heaters, built-in metal kitchen 
and bathroom cabinets, and felt-base and 
linoleum floor coverings for the veterans’ 
housing program. The set-aside is effective 
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and the ratio is computed on a basis of 

75 per cent of the monthly. deliveries of 

those items. Each order must also carry 

a standard certificate from the builder 

that the items are to be incorporated in 

veterans’ housing, and delivery must be 

requested not earlier than 30 days and | 
not later than three months after the order | 
is placed. It is understood that dealers are* 
not obliged to accept orders lacking the | 
proper certification. Also, that to secure | 
priority, the builder or applicant must | 
meet the usual terms of the retailer, either 
on a cash or credit basis. Where priority 

orders, properly certified and paid for, do 

not reach the 75 per cent quota, dealers 

are left free to sell the balance to their 

regular customers. 


> ” ad 


A new class of customers — 
Hardware dealers, having learned to study 
and cater to the again-rising flood of 
tourist trade, are watching for the expected 
demand from the semi-permanent trailer 
coach families. They, too, are fast gain- 
ing in numbers and in penetration. Ap- 
proximately 35,000 trailer coach homes will 
be built in the last three months of this 
year, to reduce the housing shortage, the 
president of the Trailer Coach Manufactur- 
ers Association said recently. About half 
will be built under veterans’ priorities and 
will be available to veterans, educational 
institutions providing veteran housing, and 
to public organizations for local emer- 
gency housing situations. The priority 
trailers will retail for not more than $2,500 
with minimum standard equipment. The 
VEH program permits trailer manufactur- 
ers to apply to NHA in Washington for 
priorities on such scarce materials as hard- 
wood flooring, lumber, millwork, construc- 
tion plywood, plumbing fixtures, building 
board, builders’ hardware, nails, electric 
wiring devices, and other items. 

7 * * 

Recent sales reports — Mont- 
gomery Ward & Co. report that sales for 
August set a new record in the firm’s his- 
tory, with an increase of 88.7 per cent over 
August, 1945. Cumulative sales for the 
seven months ended August 31 increased 
50.1 per cent, to set another record for 
that period. In the variety field, F. W. 
Woolworth Co. reported an August gain of 
27.2 per cent, with a rise of 13.6 per cent 
for the year, to date. W. T. Grant Co.’s 
relative gains were 36.3 per cent for Au- 
gust, and 17.8 per cent for the eight 
months. Sales of the nation’s department 
stores rose 45 per cent and 48 per cent in 
the week and four weeks ending August 31, 
compared with year-ago periods. These 
figures were supplied by the Federal Re- 


serve Board. 
+. a . 


Heavy building awards — Civil 
engineering construction awards for the 
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Sell Kwikheat Thermostatic Soldering Irons for 


profits and repeat sales. They give customers 
solid, satisfying performance and long useful 
life. Built-in thermostatic control prevents over- 
heating ... less re-tinning. Heats fast... only 
90 seconds. Use less current to keep iron at 


usable temperature, 


Two sizes, 225-watt and 450-watt. Less than 
half the average weight of conventional-type 
irons of equal power. Perfect balance. Cool, 
plastic handle. Six interchangeable tips and core 
of fast-heating copper alloy. Body of heat- 
resistant chrome plate. Push the new, modern, fully 
guaranteed Kwikheat Soldering Irons for profits. 
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Want a streamlined inventory ? 
Listen to my caster-story: 
Don’t load up with “ shelf-dwellers” — 
Concentrate on Bassick sellers! 








OF THE 
MOST POPULAR 
SPEEDIEST-SELLING 
BASSICK CASTERS 


No. 
7258X42-0C_ | 
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No 5628-8 
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SEE YOUR BASSICK CATALOG 
FOR THE ABOVE NUMBERS 





No “permanent guests” among these 
pacemakers in the Bassick caster line 
Their stay with you will be short—and 
profitable. Be sure you order these six 
tast-moving items from your jobber, for 
a basic stock to take care of the majority 
of your customers’ needs. 

THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart-Warner 
Corporation. Canadian Division: Stewart- 
Warner-Alemite Corporation of Canada, 
Lrd., Belleville, Ont. 


Bassick 








MAKING MORE KINDS OF CASTERS 
«++ MAKING CASTERS DO MORE 
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Labor Day holiday week ran 7 per cent 
| ahead of the preceding week, and 180 per 
cent above the corresponding 1945 period, 
| Enginering News-Record reports. For the 
| year to date, contracts awarded rose 194 
per cent from the year ago period. Pri- 
vate construction was up 461 per cent, and 





| public contracts were up 69 per cent. 
* oa oe 


Employment increases—Civilian 
| employment in August just about equaled 


July’s high level, as increases in industrial 
work largely.offset the seasonal decline in 
agricultural labor, the U. S. Census Bureau 
reported. Total civilian employment in 
August was estimated at 57,960,000 per- 
sons. Non-agricultural employment in- 
creased 650,000, to compensate almost en- 
tirely for a decline of agricultural work- 
ers. Unemployment declined by about 
250,000 persons jobless in August. 


Commerce Department Retail Conference 
Discusses Government-Business Co-operation 


Washington, D. C., meeting of retailers, association 
and business paper representatives hear outline 


| 


ORE than 100 representatives of 
| retail organizations and associa- 
| tions and business paper editors attend- 
ed the Conference on Retailers’ Prob- 
| lems, sponsored by the Department of 
' Commerce, Sept. 12, in its Auditorium 
in Washington, D. C. Operations of 
| various units of the Department of Com- 
| merce, including Census and the Offices 
| of Domestic Commerce, Business Eco- 
| nomics and Small Business were out- 
lined, at the morning session. The after- 
noon session was broken into groups— 
hardware, furniture and several other 
classifications of retail business being in 
one group, which recommended clarifi- 
cation of the classifications under which 
| business statistics are gathered and 
publicized. 
Nelson A. Miller, chief, Marketing 
Division, Office of Domestic Commerce. 
| said that “Sales of retail stores in the 
first seven months of 1946 were at the 
annual rate of $93 billion, the largest 
| in the nation’s history. Dollar volume 
is now at a rate more than double the 
1939 level, with two-thirds of the sales 
| increase occurring since’ Pear] Harbor. 
But price rises accounted for about two- 
thirds of the 1936-46 sales increase. 
This consideration is a sobering and 
realistic factor in any analysis of the 
extremely high present dollar volume of 
retail trade. As would be expected, total 
income payments increased much more 
than dollar retail sales. Retail sales 
jumped 82 per cent from 1939 through 
1945, while income payments rose 116 
| per cent.” Further he stated, “The level 
| of sales in the first seven months of this 
year, however, was about 25 per cent 
| above the sales in the corresponding 
| period of last year. The significant fact 
is that during the first seven months of 
this year, retail purchases have been in 
line with the disposable income of indi- 
viduals on the basis of the prewar rela- 
tionship for the first time since 1941. 
Thus it appears that consumers have 


of government plans as to business sstatisties 
gathering and dissemination. 


been making purchases pretty much out 
of current incomes, and depending less 
on past savings.” 

Speaking on Retailers and the Depart- 
ment of Commerce, Alfred Schindler, 
Under Secretary of Commerce, con- 
gratulated the retail trades on accom- 
plishments of the past five years, and 
expressed the opinion that the sooner 
most of the remaining wartime controls 
over business were eliminated the better 
it would be. Merchants should give par- 
ticular attention to methods, layouts, 
products handled and their manpower. 

In the absence of J. C. Capt, Direc- 
tor, Bureau of the Census, William 
Truppner, Chief, Business Division, 
Bureau of the Census, told briefly of 
the Bureau’s operations, calling atten- 
tion to development of city statistics as 
part of the Monthly Trade Reports, 
showing trends in total sales, as a guide 
for handling of new and dropping of 
old lines. Congressional approval is be- 
ing sought for a complete Census of 
Business, including retail and service 
trades, at five year intervals beginning 
with 1947, to be supplemented by spe- 
cial interim reports on changes in oper- 
ating cost items, credits and collections 
and trends toward different types of 
operation. 

H. B. McCoy, who presided at the 
meeting, later talked on the Office of 
Domestic Commerce, outlining studies 
made by the Marketing, Industry, Trans- 
portation, Construction and Trade Asso- 
ciation Divisions. He told how market- 
ing studies are made by direct contact 
with members of different trades, and 
associations, as to operating methods, 
layout, experiences, etc. 

Telling how The Office of Business 
Economics operates, Louis J. Paradiso, 
acting chief, Business Structure Divi- 
sion, covered its means of measuring 
general business conditions, trends in 
retail trades, etc. Prior to the war, he 
said, income and purchases kept a fairly 
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hdustrial level trend, but during the war the in- 
come-trend went up faster than the con- 
sumer spending trend. 
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Bureay 

ment in Raymond Bill, Consultant to the Sec- 
00 per. retary of Commerce, discussing A Busi- 
mt in. ness Man’s View of the Distribution 
host en. Problem, asked why distribution is “the 
ror most misunderstood man in America. 


He stated the reasons as being ignor- 
about ance on the part of the consumer, as 
the result of the lack of information. 

Distribution will be on the spot until we 

present our case, which will be done 

through the National Distribution Coun- 
cil. Distribution costs, to a large extent 





- are labor costs. In 1870 agriculture em- 
ployed 53 plus per cent of the gainfully 
employed, manufacturing 21 per cent 
and the services and distribution indus- 
tries 24 per cent. By 1930 the ratio was 
agriculture, 21 per cent; manufacturing 

h out 30 per cent and service and distribution 

less 47 plus per cent. Service and distribu- 
tion industries include, he pointed out, 

part- transportation, communication and dis- 
dler, tribution. 
con- Laurence F. Arnold, assistant to the 
7om- Secretary of Commerce for Small Busi- 
and ness, told of the operations of The Office 
ner of Small Business, which has developed 
rols a substantial file of information, includ- 
tter ing studies on special types of busi- 
par- nesses, case histories, reports and re- 
uts, search material. 

ver. Carlton Hayward, director, The Field | 

—_ Service, told of its work in providing | 

_ business with basic facts in manufactur- 

=, ing, wholesaling, retailing and service 

of trades, and through the field offices be- 
vail ing established in 76 strategic points 
end throughout the country. 

= Dr. Paul Nystrom, chairman, Central 

of Council of National Retail Associations 

emphasized that through the meeting 
if there was hope for determining things 
needed to be done, services that can be 

e eo" . 
performed and means of publicizing in- 

< formation obtained. 

Civilian Government 


Pay Rolls Increasing 
OVERNMENT payrolls, after a 


brief Post-war decline are again 
trending upward. Don’t be misled by 
releases appearing in many newspapers 
recently about the drop in Federal pay- 
rolls. The figures given are undoubted- 
ly correct, but they only give part of the 
story. It is true that War and Navy 
Departments are reducing personnel. 
But the so-called oldline departments, 
the regular and emergency division else- 
where are increasing at an alarming 
rate, 
Take, for instance, the month of May. 
Some 50,000 workers were dropped by 
Army, Navy and other departments from 











SEPTEMBER 26, 1946 











\ 


ZT IT’S GOOD 






BUSINESS TO 


cll 








The high grade quality of welded 
and weldless Cleveland Chain never 
varies. Depend on this quality 
reputation to satisfy customers 
and build repeat business for you. 


he | 3 VELAND 
CHAIN: MFG. CO. 


boa 
i* 


SINCE 1869 





186 





jobs which were almost entirely related 
to the war effort. During the same peri- 
od nearly 25,000 people were added to 
regular and emergency bureaus, and 
that figure represents the real increase 
in government bureaucracy. 

The following paragraphs are taken 
from a recent statement to the Senate 
by Senator Harry F. Byrd, chairman of 
the joint committee on reduction of non- 
essential Federal expenditures: 

“A report on post-war civilian per- 
sonnel in the Federal Government sub- 
mitted to Congress discloses that in the 
first five months following V-J Day there 
was a net increase of 86,822 in person- 
nel employed by old-line agencies inside 
the United States exclusive of War and 
Navy Departments. Major reductions, 
of course, were reported by the Wai 
and Navy Departments but a great part 
of their reductions were effected among 
industrial employees, no longer needed 
in the war effort, who were employed in 
arsenals, ship yards and munition plants 
inside the United States or working on 
construction of air fields and roads 
abroad. 

“In August 1945, the all-time peak 


| in Federal employment, there were 3,- 
| 649,769 Federal workers both inside and 


outside the United States. As of Janu- 
ary 31, this over-all total decreased to 


| 2,893,670, a reduction of 756,099. In. 


cluded in this reduction were 298,003 


| civilian employees of the War Depart- 
| ment stationed outside the United States 


and 313,367 inside the United States. As 
well as 134,348 Navy Department em- 
ployees. 

“Much of the 86,822 increase was 
caused by transfers from war agencies 
to old-line departments. A monthly 
analysis of this 86,822 increase discloses 
that the old-line agencies increased 
28,677 during September, 12,377 in Oc- 
tober, 10,166 in November, 1,033 in De- 


cember, and 34,569, in January. 


“That these increases are taking place 
under adjusted ceilings established by 
the Bureau of the Budget is evident 
from a comparison of ceiling determina- 
tions for the months of July, August, 
and September, 1945, with allowances 
for the months of October, November, 
and December, 1945. The agencies 
were allowed a total of 1,810,567 em- 
ployees in the United States, exclusive 
of approximately 900,000 wage board 
personnel for the first quarter of the 
current fiscal year which began before 
the war ended. Allowances for the sec- 
ond quarter, which began after the war 
ended totaled 1,856,828, a net increase 
of 46,261 civilian jobs in the United 
States exclusive of wage board em- 
ployees. A reduction of 53,466 was 
prescribed for the War and Navy De- 


| partments, and the emergency war agen- 


cies were ordered to release 59,955 em. 
ployees, but the old-line agencies were 
allowed an increase of 159,682 em. 
ployees. 

“In December 1939, excluding emer- 
gency relief employment, Federal per. 
sonnel stood at 928,836. Although some 
additional personnel are required ove: 
the 1939 total to deal with problems of 
the war’s aftermath, surely the present 
figure can and must be reduced speed- 
ily.” 


The Largest Increase 


Here are some more figures from the 
committee’s report. 

The largest single increase during the 
month of May was in the Veteran Ad- 
ministration, 11,688. The June 1 total 
of employees was 166,116, and this num- 
ber is bound to increase. 

Then 4641 were added to the Agricul- 
tural Department bringing its total to 
92,273. 

The Post Office Department added 
2581, bringing the total to 484,827. 

War Assets Administration added 
2036 during the month. Total as of 
June 1, 32,427. 

Department of the Interior added 
1601. 

Office of Price Administration added 
1070, and had 34,332 on the rolls June 1. 

The National Housing Agency added 
864 and totaled 16,357. 

State Department additions were 589 
for the month. 

The Civilian Production Administra- 
tion increased by 482, the Federai 
Works Agency by 485. 

Just for purposes of comparison, here 
are some high spots of the record of 
civilian employees of Government: 

When World War 1 started there were 
482,971 on the rolls. 

The peak for that war, on Armistice 
Day, 1918, was 917,760 employees. The 
low post-war point was 514,610, on Dec. 
31, 1926. 

The payroll then remained under 600.- 
000 until the New Deal agencies began 
boosting it in 1933. It went from 607,- 
936 on Dec. 31, 1933, to 950,000 in 
1939, and then as the defense and wa! 
program came along it continued lo 
climb. 

In January, 1941, it was 1,153,430. A 
year after Pearl Harbor it was 2,549.- 
474, and reached its peak in this war. 
of 3,338,700, a year ago just before 
V-E Day. 

The total over-all civilian payroll, in- 
cluding industrial workers, had fallen 
to 2,848,527 on June 1 of this year, bui 
was still 300,000 over the Jan. 1, 1943. 
figures. 

—National Small Business Men’s 
Association. 
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WINDMILL 


“Governor s 
CONTROLS R.P.M. 


5 m.p.h. Wind—Monitor 
Windmills are sensitive to 
very light winds. Auto- 
matic wind “governor” 
completely releases wheel 
brake. Ball and roller 
bearing construction as- 
sures adequate water sup- 
ply, even during calm 
summer months. 










40 m. p.h. Wind — An 
automatic wind“ governor” 
on the Monitor Windmill 
applies wheelbrake, pre- 
vents runaway wheel speed; 
assures constant pumping 
speed in varying wind 
velocities. 


Here is a windmill that will save 
your farm customers many hours 
of work and worry. Investigate 
our special dealer plan. Write 
your nearest Baker branch. 
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POWER WOYOMIELS 
nelor LANE © BRANCHES e 

WATER BAKER MFG. CO. Minneopolis, Minn; 
Madison, Wis., Fort Dodge, lo, Cedar 
Rapids, lo; Omoho, Neb, Konsos City, 
Mo; Enid, Okla; Hutchinson, Kon 
BAKER MFG. LTD. Winnipeg, Conode 
AXTELL CO . Fort Worth, Tex., Amarillo, 
Tex, Lubbock, Tex; San Angelo, Tex 
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HARRY CROWE 


Leaves Hardware, 
Implement Trade After 35 
Years; Tells Why in Ads 


| 
| 
| 
| 
| 


ARRY Crowe, an implement and 


hardware dealer at Tulare, Cal., 
and a past president of the California 


Retail Hardware Association, recently | 


decided to sell out. He told his neigh- 
bors and customers his reasons for 
doing so in the following straight- 
forward and effective newspaper ad- 
vertisement. 
should be evident in more advertising. 


“T have reluctantly sold my place of | 


business, known as the Harry Crowe 
Hardware & Electric Works. The new 
ownership will take over 
May l. 

“The reasons for the sale are obvious, 
but the foremost reason is my age—let 
younger men take over. Another 
reason is the new owner chose to buy 


tomorrow, | 


my business among many others, and | 


had the cash to lay on the line. If we 
live economically, the wife and I should 


be able to live comfortably the balance | 


| 


| the latter’s advice 
“The new owners step in; I step 
out. This was my ‘baby’. I watched 
it grow. It was my constant vigil. I 
| shall miss my store friends and cus- 
| tomers. I commend the new ownership 
to you. They are strong financially 
and no doubt they will enlarge the 
business scope and, I dare say, they 
will serve you and this community 











| Latest News on 
RECONVERSION 


on page 170 








of our days. Our banker did not advise | 


| 


us to sell, but our doctor did. We took | 


This spirit of honesty | 











ONE FINGER 


CAN TURN:THE 





A ten second demonstration will show 
your customer why the Monitor Silent 
Flow Automatic Water System runs 
so quietly. 

Remove the belt and let him spin the 
flywheel. It runs so easily he can spin 
the wheel with one finger. 


You’ll see his interest pick up when he 
actually feels the precision-machining 
that goes into the making of every 
Monitor Silent Flow. It means noise- 
less operation, longer life of vital parts, 
and less power needed to operate 
the system. 

A Monitor will furnish all the water 
needed for farm and household use at 
very low operating cost, year after 
year. Has automatic lubrication. 


Sealed in a beautifully designed, 
moisture-proof case. 

Here’s the water system that fulfills 
the dream of every installation and 
service man. Get our special dealer 
plan. Write your nearest Baker branch. 





s 


i = : 
AUTOMATIC WATER SYSTEM 


BAKER MFG. CO., EVANSVILLE, WIS. 


BAKER MFG. CO.: Minneapolis, Minn.; Madison, 
Wis.; Fort Dodge, la.; Cedar Rapids, Ia.; Omaha, 
Neb.; Kansas City, Mo.; Enid, Okla.; Hutchinson, 
Kan. BAKER MFG. LTD.: Winnipeg, Canode. 
AXTELL CO.: Fort Worth Tex.; Amarillo, Tex.: 
\ubbock, Tex.; San Angelo, Tex. 


187 
















CUT 
DOWN 


Your 





Packaging and 
Shipping Costs! 


SHIP US— 
Your Product 
In BULK! 














We'll Assemble 
Package and 
Ship it For You! 








A fast MONEY-SAVING ser- 
vice—we can show you real 
savings for every item handled. 
By shipping to us in bulk, you 
SAVE on Yreight weights and 
freight space — and, thus on 
FREIGHT CHARGES. We can 
assemble things of all kinds— 
radios, kits, tools, etc..—pro- 
vide any type of protective 
packaging your specifications 
may require — and guarantee 
to meet your delivery schedule 
right “on time"—even though 
it may be simultaneous to many 
markets. Let us submit a COST- 
CUTTING PLAN which will be 


a revelation to you. 


For Complete Details 
Write or Wire— 


PACKAGING: SHIPPING 
SERVICE, 


SCRANTON. PA 
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much better than I have done. I be- 
speak for the new management the 


| opinion that their venture will be 


crowned with success and pleasure, 
and I ask our friends and customers 
to be patient with them until they get 
really under way. 

“The new firm will carry the name 
as before, and follow the policy of 
selling and serving in the future as in 
the past. 

“The new ownership consists of five 
partners: Charles E. Manley, Keith R. 
Manley, A. T. Jansen, Merle Taylor 
and Ted Henry. 

“The managing partner will be Merle 
Taylor, many years with Minneapolis- 
Moline Power Implement Co. of Minne- 
aplolis, several years with the Karpe 
Hardware & Implement Co. of Bakers- 
field. He has for approximately four 
years been with a local hardware con- 
cern in charge of the implement de- 
partment. 

“T have never kept anything from my 
customers. The above is for your in- 
formation. The new concern will take 
care of all bills at the office, as usual. 
except my personal bills. 

“Respectfully,” 
Harry Crowe 

Mr. Crowe, who has held the Minne- 
apolis-Moline agency, sold the business, 
which is located at Tulare, Calif., for 
more than $100,000. 


Asphalt Roofing Shipments 


SPHALT roofing and siding ship- 
ments totalled approximately 6,- 
500,000 squares in June, the highest 
level in the industry’s history, the Civil- 
ian Production Administration reports. 
Anticipated further improvement in pro- 
duction in the last half of this year will 
bring supply into approximate balance 
with new construction requirements. 


Ships in the Discard 

ORE than 1200 obsolete Navy and 

merchant ships will be scrapped 
under a plan of the Civilian Production 
Administration and other government 
agencies to provide iron and steel scrap 
for industry. Some of this metal will 
go into plumbing fixtures, cast iron soil 
pipe, radiators and other home building 
materials and equipment. 








Construction Denied 


LMOST $1,000,000,000 worth of 

non-housing construction was de- 
nied throughout the country by the 
Civilian Production Administration be- 
tween March 26 and July 25, CPA re- 
ports. A total of 23,676 applications for 
commercial, industrial and institutional 
construction were turned down in favor 
of veterans’ housing. The jobs denied 
had a total valuation of $999,408,000. 


Builders’ Hardware Quiz Answers 
(Continued from page 140) 


Chapter 10—Elementary Course 


SELLING THE Finish HarpwaAre 

1. After the painting has been com- 
pleted. 

2. Furnishing those supplying other 
items of metal with color plates of the 
hardware finish. 

3. Showing samples in the open 
store where there are constant inter- 
ruptions. , 

4. Mounted blocks showing lock 
operations, mounted samples of all 
designs on board and samples on 
uniform size boards. 

5. Just as outlined in Chapters 3 to 
9 inclusive. Start with the front door 
lock and finish with the miscellaneous 
items. 

6. You get better service, changes 
are made more easily and the returned 
goods problem is less serious. 

7. Never show any more samples 
than is necessary. 

8. What your bid includes and what 
it does not include. 

9. No. 

10. Follow your quotation with a call 
stressing the values you are quoting. 


Chapter 11—Elementary Course 


SCHEDULING, MARKING, SERVICING 
Tue Finish HARDWARE 


1. Making a complete schedule of 
the hardware to be used. 

2. A. Keep the original for your 
own use. 

B. Send one copy to the architect. 

C. Send one copy to the contractor’s 
office. 

D. Give final copy to the foreman or 
superintendent on the job. 

3. Either by item number or type- 
written label. 

4. On the hardware schedule im- 
mediately following the item on which 
special instructions are required. 

5. Yes, in order to show that hard- 
ware for these openings is coming from 
other sources. 

6. The butts and hinges should be 
sent first. 

7. Go to the job and check the open- 
ings against the hardware schedule. 

8. Furnish the carpenter with the 
locks to cut by. Then the painter can 
proceed with his work. 

9. See that the hardware is properly 
applied, praise the carpenter’s work- 
manship and reward him with a modest 
gift. 
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10. They clearly indicate where the 
hardware belongs. 


Chapter 12—Elementary Course 
CULTIVATING OWNER 
AFTER POSSESSION 


1. No, for your greatest sales oppor- 
tunity lies ahead. 

2. By calling on him and again ex- 
plaining the hardware conveniences 
which have been arranged. Express 
admiration for the good taste shown 
in the new home. 


3. Garden hose, clothes reel, electric 
door openers. (Or any others you might 
mention would be correct). 

4. House numbers, letter boxes or 
plates and chime door bells. 

5. Woodworking tools, household 
tools and nails and screws. 

6. Linoleum wax, pots and pans, 
cutlery. 

7. By observing what appliances the 
owner lacks. 

8. Fireplace fixtures. 

9. Garment hangers, tie holders and 
shoe racks. 





Yale & Towne Introduces 
New Colorful Catalog 


HE new 450-page catalog of The 

Yale & Towne Mfg. Co., Stamford, 
Conn., division, comprises a series of 
colorful, two-page “spreads.” Each 
serves as a “visual unit” display of 
hardware of a type, quality and price 
range attractive to a specific group of 
customers. And each “visual unit” 
gives all information relating to a 
product for a given use. Simple rather 
than technical language and generous 
use of pictures are features. More in- 
formation is given than in previous Yale 
catalogs, but in shorter text. 

Two, three or four colors are used 
wherever they may be employed to ad- 
vantage, some items being in natural 
color. Hardware finishes are shown as 
well as described. Color plates, em- 
bossed and lithographed in natural 
colors, are attached to a divider oppo- 
site the text which describes the 
finishes. 


Divided into 12 sections. each of 








which is separated by tabbed dividers, 
the indexes follow a simple system 
making the finding of any product 
easy. The general index describes the 
12 sections of the book, but each 
section is also preceded by its own in- 
dex printed on the front of the divider. 
For the design sections there is a pic- 
torial design index arranged by schools 
of ornament. There are also complete 
numerical and alphabetical indexes in 
the back of the book. 

Pages of each section are numbered 
independently of other sections, so 
that all information falling under one 
general heading will be on pages with 
the same digit. A system of numbering 
products has been included to give all 
products in the same family a number 
link. A patented “magic back action” 


‘binder makes the back spread out 


when the catalog is opened and allows 
the sheets to lie flat, to permit the 
catalog to “grow” as pages are added. 


Comparing an older and a new Yale catalog page relating to cast bronze padlocks 

—the one to the right being the new presentation. Pictures are in natural color. By 

careful re-organization of material on the page, space is available for a cut-open 

‘view of the product, together with selling copy. Such streamlining helped reduce 
the catalog from 1250 to 450 pages, with more information in fewer words. 
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Pyrex Gift Sets 
Advertised Once More 


For the first time since the war the 
Corning Glass Works, Corning, N. Y., 
will feature factory packed “Pyrex” gift 





sets in its Christmas advertising and dis- 
play campaign features. Shown here is the 
advertisement on a new l1l-piece “Pyrex” 
Ovenware set and a three-piece Flameware 
set, which will appear in full color in 20 
national magazines and 113 newspapers. 
Display kits containing a mounted reprint 
of the advertisement, 12 Christmas counter 
cards, eight price cards for the featured 
ware and a newspaper mat, will be mailed 
to all dealers who have signified their de- 
sire to regularly receive “Pyrex” displays, 
about Nov. 1. 





Britex in New Dre§ss 


Britex Co., 163 N. Beacon St., Boston 35, 
Mass., manufacturers of “Britex,” all-pur- 
pose household cleaner, report sales in- 
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creases of seven to one after redesigning 
its package. Left to right front of old 
package; back of old package; front of new 
package and back of new package. 





New ‘Universal’ 
Automatic Toaster 


A new automatic toaster which allows 
toast to be inspected without interrupting 
the toasting cycle has been invented by 
Landers, Frary & Clark, New Britain, 
Conn. The “Toast-Timer” is a specially 
devised lever separate from the regular 
lever which controls the toasting process. 
It can be raised during the toasting period 
without causing the toasting cycle to be 





interrupted. Finished in chromium, with 
base and handles of cool, rounded bakelite- 
brown mottled finish. A dial may be set 
for lighter or darker toast. Depressing the 
starter handle turns on the current. The 
starter will then return to normal position 
and “Toast Timer” remains depressed until 
toast is browned according to setting of 
dial. The toaster also has a clean easy tray 
with a hinged bottom which is easily 
opened by turning a thumb screw. 





Improved ‘Air-Wick’ 


“Air-Wick,” household deodorant, now 
features an improved wick made of felt that 
remains saturated till the last drop. The 
new wick has a stainless steel clip attached 
to it by which the wick can be pulled out 
without wetting the fingers. Clip holds 
wick at the desired height. Seeman Bros., 
121 Hudson St., N.Y.C. 





‘Towlrac’ Produced in 
Knife, Fork, Spoon Designs 


“Towlrac” Kitchen Towel Holders, made 
by the Belart division of Standard Brass 
Corp., 401 S. State St., Belvidere, Tll., are 





available in knife, fork and spoon designs. 
All three styles are 18% inches in length 
and are made of durable cast aluminum. 
Towlrac knife, fork and spoon are finished 
in favorite kitchen-trim shades of red, green 
or yellow. Each “Towlrac” packaged in 
colorful, striped carton. Display boards for 
counters or windows are also available to 
dealers. flanned as a $1 retail item. 





Dry Rug Shampoo 


Puritan Sales Co., 916 Ashvy St., N. W., 
Atlanta, Ga., claims its “Dry Rug Sham- 
poo” makes it easy to clean rugs right in 
the home. Maker says the rug should be 
vacuumed and then sprinkled with the dry 
shampoo and brushed to get the powder 
into the rug nap, then allowed to stand for 
an hour or more before being vacuumed 
again. Packaged in blue and white litho- 
graph metal cans, a full 3% Ib., and re- 
tails for 98 cents. 
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MECHANISM FOR RELIEF OF 
HEADACHE AND INSOMNIA 

| U.S. PATENT No. 737,473 
Issued Aug. 25, 1903 











aw Wy aS ee aS OS le 





NATIONAL BRASS COMPANY, Mfrs. 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohiec 
DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH CHICAGO 
CLEVELAND PHILADELPHIA SAN FRANCISCO LOS ANGELES OMAHA KNOXVILLE 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 


TAMPA 


NO HEADACHES 


There is no unhappy aftermath — no complaints or "returned 
goods”— when you sell Dexter-Tubular locks and latches. 
Dexter's stay put, contractors stay pleased. This in-built quality 
is supported with an actual guarantee packed in each box and 
backed by a company rated AA Al in Dun & Bradstreet. 

Moreover, they sell because they save. Installation is faster, 
easier — bore a couple of holes and the rest is like inserting a 
cartridge in a gun. 

Prominently displayed right now will help create sales for 
tomorrow and hold customer goodwill today. 


Grand Rapids, Michigan 


AND SHELF HARDWARE 









Catalog No. 1159 Dexter Screen and 
Storm Door Latchset equipped with 


locking rose inside, solid wrought 


brass trim, polished brass finish. 
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Small Capacity 
Electric Water Heaters 


A new line of small-capacity automatic 
electric water heaters is being marketed 
by Modo-home Products, Inc., Bourbon, 
Ind. The units are made of stainless steel 
throughout and are furnished in three sizes 
with capacities of 3, 5 and 7% gallons; 
the smaller size retailing for $44.50 plus 
Federal excise tax of $2.67 and the larger 
heaters for $49.50 (tax $2.97) and $59.50 
(plus tax of $3.57) respectively. Claimed 
by maker to have unusually quick heat- 
recovery and high heat-retention. All the 
units operate on 110-115-volt alternating 
current. Available for immediate shipment. 





Said to be easily installed with standard 
pipe fittings, and fit in small spaces under 
cabinet sinks, lavatories, and on shelves. 


Casement Window Operator 


Parlyn, Ltd., 707 S. Broadway, Los An- 
geles 14, manufacturers of builders’ hard- 
ware, has announced its new universal 
casement window operator. Available for 





immediate delivery in unlimited quantities. 
A universal operator, the same model may 
be used on left or right hand, large or 
small windows without adjustments or 
special equipment. Only 1% in. is needed 
between screen and sash and the operating 
handle is quickly adjusted to any screen 
clearance depth by a set screw. Only seven 
screws to tighten down. Roller bearing 
borne arm makes for easier operation of 
large or tight windows. Precision operat- 
ing gears, which are self-meshed and ma- 
chined to close tolerances, according to 
maker. Gears are packed in a permanent 
non-melting _lubricant. Manufacturer 
claims best feature of the Parlyn Universal 
Operator is the “turret tep,” which allows 
an extra 20 to 30 per cent opening, allow- 
ing the arm to swing in a full circle in 
either direction, thus opening windows 
over 90 deg. Claimed to be virtually “bur- 
glar-proof.” The rust resistant Zamak metal 
is plated with Cadmium. 





‘Juice King’ Produces 
Compact Home Juicer 


Newest member of the “Juice King” 
home juicer family is the compact JK-35. 
It incorporates single-stroke operation, the 
patented “Juice-All” strainer and a dur- 
able steel handle. 

The new model has an aluminum juice 
receptacle, which accommodates over three 
regular-size glassfuls and may be quickly 
moved for pouring juice or cleaning. 
Enamel finish. OPA approved price, $5.95. 
Other models in the “Juice King” line re- 
tail from $4.95 to $9.95. National Die 
Casting Co., Touhy Ave., at Lawndale, 
Chicago 45. 


Light, Adjustable 
Clothes Prop 


“Props-it” is a new lightweight, adjust- 
able clothes prop. Constructed of rust- 
proof tubular aluminum, it weighs only 17 
ozs. The prop has a special clip to fasten 
it firmly to either rope or wire lines, 
eliminating the danger of prop being blown 
over and permitting clothes to drag the 
ground. Easy to adjust, the prop will ex- 
tend from 4% to 8 feet, by applying a 
slight pressure on the clip and releasing 
when a slot is reached at the desired 





height. The rubber tip at bottom prevents 
slippage when used in courts or on other 
hard surface areas. Retail price is $2.25. 
City Machine Co., Piqua, Ohio. 
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“When Joe said he could cure production headaches ...I wonder 
if he really understood the probleml” 


Joe has his own peculiar approach . . . and honestly, 

we feel as though we were looking over his shoulder! 

We truly are grateful, however, to know that most of 

5 € D ge R A i our friends have been so understanding of the prob- 
lems which we (like so many other manufacturers) 

still find hanging around our doorstep. We also are 

# ) ad grateful that these conditions can’t go on forever... 
/- there’s bound to be an upturn.soon. That's when 
your orders for FEDERAL Practical HOUSEWARES 

will be handled on a more current basis . . . and new, 

HO U 5 e WAR E % profitable products for your trade will be introduced. 
In the meantime, we follow an impartial shipping 


policy to assure your present orders equitable service. 





FEDERAL TOOL CORPORATION, 400 N. LEAVITT ST., CHICAGO 12, ILLINOIS 


, rs NEW YORK . 1 . MEMPHIS - SEATTLE . DENVER . DETROIT 
Jon” > A > 
Kkeniesenawes Mm MINNEAPOLIS © KANSAS CITY @ v f © PITTSBURGH e DALLAS . ATLANTA 
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Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 


Announcing CLOVER Grinding 
Wheels * rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover 
now announces the addition of 
general purpose and hardware 
grinding wheels. Possessing the 
quality and accuracy usually 
found only in industrial wheels, 
these new products possess re- 
markable mechanical strength and 
longer wheel life. 

When writing, ask about color 
ful counter display now obtain- 
able. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


SINCE 1903 
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QUALITY ABRASIVES AND PERFORMANCE 


WHATS NEW 





‘Deer Bags’ 
Protect Venison 


The “Deer Bag” protects venison from 
flies, insects, dust and dirt while a hunter 
displays his trophy. These bags are stoutly 





made of durable, unbleached cotton, woven 
to permit cooling of venison. May be 
laundered and reused. Size 7% ft. by 40 
in. to accommodate deer of any size. Draw 
cord at top of bag. To retail for $2.75. 
Also elk bags in sets of four bags for 


quartered elk, $7.50. Western Hunter Co., 
0333 S.W. Sheridan St., Portland 1, Ore. 


Yale & Towne Announces 
Six New Night-Latches 


A revolutionary lock invention, one of 
a series of six new “Yale” night-latches, 
is now in production at the Stamford 
Division of The Yale & Towne Mfg. Co. 
Nation-wide distribution of all six new 
products will begin early in November. 
Streamlined, the new products have a dull 
brass color. The new “One-Arm” Spring- 


| latch, listed as 040, can be opened with 
| one hand and will lock automatically. The 


latchbolt of this lock is held back auto- 


| matically when it is retracted by the key, 


permitting the withdrawal, of the key and 
the unlatching of the door with the same 





hand. Moreover, the latchbolt automati- 
cally springs out and locks the door as 


it closes. All six night-latches in the new 
series have an improved “stop” button 
which is claimed never to stick. By push- 
ing the new button, the bolt of the latch 
is held back, and just as simply it is re- 
leased by a turn of the latch-knob. 

The case and strike are of a solid, rust- 
less, die-cast, metal alloy with a tensile 
strength of more than 40,000 ib. per sq. 
in. The bolts and key cylinders are of 


cast brass. The turn knob has a scalp of 


wrought brass to better withstand han- 


dling. All interior parts are steel. A pat- 
ented device makes lock-picking by any- 
one except a master locksmith a virtual 
impossibility. Recessed collar permits the 


face of the cylinder to be flush with the 
door. 

Each night-latch in the new series of 
six will replace a lock of the same catalog 
number and similar function. Thus, the 
new “Yale” night-latches will be listed as 
040, 42, 042, 44, 047 and 2. 


Cory Announces 
Rubberless Models 


New Cory Rubberless Coffee Brewers 
incorporating the use of a glass-to-glass 
vacuum seal, a patented and exclusive 








Cory feature, have just been announced by 
Cory Corp., 221 N. La Salle St., Chicago 1. 
Rubber bushings ordinarily used to obtain 
a vacuum seal between upper and lower 
dowls are entirely eliminated. The vacuum 
seal is obtained by a ground glass edge 
on both the upper and lower bowl. When 
the bowls are placed in normal working 
position these two ground glass edges 
come into direct contact with one another 
thus forming a vacuum seal. Available in 
two models, the Model DNG, two- to four- 
cup size, and the Model DCG four- to 
eight-cup size. A new three-color counter 
display will be packed with every ship- 
ment of eight Model DCG brewers. It is 
constructed so as to hold an actual Model 
DCG brewer together with all accessories. 
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SELF-CENTERING 


PUNCH 






Pat. Pending 


homes. 

Tapered to fit the hinge 

Made of hardened steel. 

Sold thru Hardware Wholesalers. 
Electros & catalogue sheets free. 
Each doz. has a display card. 


~~ Sielea 


METAL PRODUCTS INC. 


SHELTON, CONN. 





Spring 
Adction / | 


Help the carpenters build 10 million | 








WOW AVAILABLE! 


Bright. Bronze. Industrial 


pepe “4! 


WIRE SC 





PROFITABLE! SELLS ON SIGHT! 


Available NOW—20 x 20 mesh .0113 Ga. 
In 24''—30"—36" widths. 15 x 15 mesh .0/2 
Ga. in widths from 24" to 48". All 100-ft. 
rolls. 


Write today for Prices er Phone STAte 1275 
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Get that —_ | Portable Electric Heater 


The “Premier P-20” is a portable, elec- 
tric water heater which produces hot water 
by the pailful at a cost of about one cent 





| per gallon, according to the maker. It can 
| be used anywhere near an electrical outlet. | 









Operates on ordinary 115-volt current. A | 
pail of water is hung on the switch arm | 
and the 1500-watt Chromalox heat unit is | 
immersed in the water. The water is | 


heated to any desired temperature. When 


| the pail is removed, the switch shuts off | 


automatically. This unit sells for under | 


| $15. Manufactured and distributed by the 
~ | National Ideal Co., Toledo 4, Ohio. 





Fence Controller Catalog 


The Central Equipment Corp., Toledo, 
Ohio, has issued a new pamphlet on the 


four models of “Underwood” Electric | 


Fence Controllers, manufactured by L. H. 
Underwood & Co., Mt. Vernon, Ohio, for 
which it is the sales agency. 





Fly Weight Travel Iron 


Travel-Made Corp., 1300 E. Park Place, | 
Milwaukee 11, Wis., makes a new travel | 
iron especially useful for travelers, nurses, | 


campers and students. Plastic handle is 
positive lecking, easily assembled, easily 
removed. Lightweight and compact. Folds 
flat for packing. Chrome finish. Nichrome 
heating element heats complete ironing 
surface and is built to do all regular iron- 
ing, according to maker. Comes in sepa- 
rate package with approved U. L. cord set. 


It can be used on both A.C. or D.C. cur- | 


rents, 375 watts, 115 volts. 
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Few products for the farm and shop 
trade have been accorded the world- 
wide acceptance of Alligator Steel Belt 
Lacing —and there are some sound, 
basic reasons why most hardware and 
implement dealers stock Alligator — 
reasons that show up on the profit side 
of the ledger. 

It’s an old, old story but one that we 
believe you as an aggressive dealer, out 
to build yourself sound, profitable vol- 
ume will want to review again—and 
so briefly here it is: 


@ Alligator Steel Belt Lacing has al- 
ways been sold through standard trade 
channels. 

@ Alligator has always been a profit- 
able item with dealers. The margin is 
good and the turnover is excellent. 
Many dealers tell us that on the basis 
of percentage of profit per dollar in- 
vested, Alligator is one of their best 
lines. 

@ Alligator is widely known to the 
shop and farm trade. For more than 30 
years it has been used throughout the 
world and it has been backed by ad- 
vertising in 140 trade papers. The 
trade knows Alligator Steel Belt Lac- 
ing and asks for it by name. 

@ Alligator is made in a complete 
range of sizes so the exact size can be 
used for the particular belt thickness 
to be joined. There are 12 sizes rang- 
ing from No: 00 to No. 75 to join belts 
from thin tapes up to belts 44” thick 
made of any material. Alligator is also 
made of Monel and Everdur and in 
long lengths for wide belts. 


Bulletin A-60 gives the complete de- 
tails of Alligator Steel Bele Lacing 
with size chart, and prices on standard 
boxes and cartons of Economy Pack- 
ages; also includes prices on long 
lengths of Steel, Monel and Everdur. 


Order from your Jobber 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago 44, Ill. 


ALLIGATOR 
aiagemchcerle sf 
STEEL BELT LACING 


For more then 30 years the most univer 


sally used belt lacing in the world 




























Yes, versatile 

word that aptly describes 
the Master STREAMLINE 
steel tape rule. 

Its accuracy, of course, has 
never been questioned but, 
in addition to extreme accur- 

acy, STREAMLINE performs 

Lo many measuring jobs. You can 

use it with confidence as a 
caliper, height gauge, scriber and for 
inside measuring. This last use is par- 
ticularly outstanding since the reading 
is ‘made directly oh the rule itself — 
no adding or subtracting is necessary. 
The lever brake holds the reading 
indefinitely. 

Note STREAMLINE's fine chrome 
plating and extra long tip which acts 
as a claw in holding the blade steady. 
Also note that spare blades can easily 
be inserted. 

Restock with STREAMLINE at once 
— available in 6 and 8 foot sizes. 


MASTER RULE MFG. CO., INC. 


201 Main St., White Plains, N. Y. 
BRANCH: P. 0. BOX 1587, OAKLAND, CAL. 
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Pocket Flashlight 


WATS NEW 








Glamorized Garbage Pail 


The “Sanitainer” is streamlined in de- 
sign. Its neutral tone makes it adaptable 
to all kitchen color schemes. Being rec- 





tangular in contour it fits into a corner or 
flush against the wall. It stands only 18 
in. high, but holds a five-gal. aluminum in- 
sert. A feature is the recessed pedal for 
opening and closing the lid. Slight pres- 
sure of the foot on the pedal opens the lid 
and it will remain open until the user 
wishes to close it, which makes it con- 
venient to air. The lid is bordered with a 
rubber washer which prevents the escape 
of unpleasant odors, and allows the lid to 
be closed silently. Suitable for doctor’s or 
dentist’s offices, hospitals and washrooms. 
Retails for about $6.95. Morton Industries, 
American Furniture Mart, 666 Lake Shore 
Drive, Chicago. 


“Kay-O Flash-O-Lite” is a pocket flash- 
light in a polished aluminum case, about 
the size of a fountain pen. To sell for $1. 
Packed 12 lights to a card, 14 in. by 10 in. 
Carton contains 12 cards and 288 cells. 
Shipping weight 21% lb. Distributed by 
hardware stores through jobbers by Smith- 





Benny Sales Co., Inc. 11 W. 42nd St., 
New York City 18. Made by Kay-Wat 
Vig. Co., Chicago. 


Appliance Safety Switch 


4 new heavy-duty appliance switch is 
now being produced by the Trilmont Prod- 
ucts Co., 24th and Walnut Sts., Philadel- 
phia 3, as a device to be attached to elec- 
tric appliances now in use in the home to 
prolong their life, avoid current waste 
and reduce hazards of fire, accident and 
shock. Operates on electrical devices rated 
up to 2500 watts AC or DC, 125 or 250 
volts, and carries the UL listing of 20 
amperes at 125 volts. Has a miniature neon 
lamp, visible from three directions, which 
serves as a warning glow-light indicating 
that current is on. Is a double-pole single- 
throw switch, so that when it is thrown 





off both power lines are severed inside 
the switch and the appliance is completely 
isolated from the power supply. Carries 
one year warranty. Sells for $1.95. 


Pleasure Trailer Jacks 


Persson Trailer Foundation Jacks make 
it unnecessary to chock up trailers with 
blocks or lumber, and are claimed to pro- 





vide a safe, permanent foundation even 
when used in sand, gravel or loose soil. 
Weigh only 8 Ibs. each but each support is 
individually tested with a dead weight of 
four tons, according to maker. Positive 
lock action prevents jack screw from mov- 
ing and jack head claimed to be non-slip. 
All steel-welded. Set of four jacks, $15; 
set of two, $8, retail. Persson Mfg. Co., 2 
Henry St., Bloomfield, N. J. 
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Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 


Inquiries from 


Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 
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WEST COAST 


SALES FORCE 
FOR YOUR PRODUCT? 


Large Los Angeles manufac- 
turing company with West 
Coast sales organization wants 
to sell additional products in 
housewares or hardware field. 
Does your concern have readily 
salable product with produc- 
tion capacity for West Coast 
business? Send no samples, 
but write complete information 
about product and company. 


Address Box K-756 
care of HARDWARE AGE 
100 East 42nd St., N. Y. 17, N. Y. 





Lin-x ‘Quick-Slick’ 
Auto Polish 


The new “Lin-x” Auto Polish is the 








in one simple operation. A hard and non- 
sticky finish in the quickest possible time 
results because it polishes bone-dry, accord- 
ing to manufacturers, All dealer show- 
room and window display pieces have been 


Williams Co., Cleveland, Ohio. 





| Drinking Fountain Pump 


A new sanitary drinking fountain pump 


areas outside the reach of public water 
systems. This fountain, built on a modified 
hand pump, operates from any well or 
similar source of water supply. No pressure 
water system is necessary. A few strokes 
on the pump handle builds up sufficient 
pressure to allow a person to walk around 
in front of the pump and take a satisfying 
drink without further pumping. The bub- 
bler is at a convenient height for an adult 
person, and a step on one side provides a 
place for a child to stand while drinking. 
Another .feature is a basin underneath 
which provides a drinking place for dogs, 
birds and other animals. The fountain 
pump can also be used to fill a pail. If 
pumping is continued after the box is full, 


the stand where a pail can be placed. 





fourth addition in the “Lin-x” family line. | 
Maker claims it cleans, waxes and polishes | 


restyled and are now available. Sherwin- | 


just announced by Baker Mig. Co., Evans- | 
ville, Wis., provides safer drinking for | 


water flows through a diversion pipe to | 












130A 
Quick-Return Spiral 






Screw 
Driver e 


| The spring in the handle 
| gives a quick return after 
each push ... keeps the bit 





firmly in the screw slot. 

One-hand driving for fast- 

er assemblies and for use 

in narrow or out-of-the- 

way places. It’s the same 

willing tool as the Ratchet 
| Spiral No. 30A except for 
the “quick-return” spring 
in the handle. 


Accessories available: 
Extra Bits, Drills, 
Sockets, Countersinks. 





NORTH BROS, MFG. CO. 
Division of The Stanley Works 
Philadelphia 33, Pa. 














Need a 


NATIONAL 


SALES FORCE 
FOR YOUR PRODUCT? 


Large Los Angeles manufac- 
turing company with national 
sales organization wants to sell 
additional products in house- 
wares or hardware field. Does 
your concern have readily sal- 
able product with production 
capacity for national business? 
Send no samples, but write 
complete information about 
product and company. 


Address Box K-755 
cere of HARDWARE AGE 
100 Eest 42ad St., N. Y. 17, N.Y. 





inclines 





Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
WT.. MATCH YOUR EW 





Made in 
California 


From Your 


e):1:19:m 1178 $e. te' 


fy Regtetered trade mart of Corning Giass Works 
























Brea Ave. | 
les Angeles 35, Calif. | 





WHATS NEW 








Pipe Threading Tools 


The Wing Nipple-guide and Pipe-chuck 
provide a quick, simple, and accurate 
means of threading any length pipe on 


the job, according to the manufacturer, 
Starvation Laboratory, 120 Water St., 
Grass Lake, Mich. These tools are har- 
dened, electroplated, come in sizes for % 
in. through 1 in. standard pipe, and are 
used with removable or _reversible-die 
stocks. The illustration gives an exploded 
view of a regular pipe threader with its 


| dies turned over. First ‘set of threads is 


made on a long pipe; length desired is 
cut off, and screwed up to the adjustable 
stop. In use the Nipple-guide is pushed 
through and the tapered threads are 
screwed into the half-completed nipple. 
After threading the stop is released with 
a pipe wrench and the nipple is screwed 
out with the fingers. The Pipe-chuck is 
also held in a pipe vise and holds pipe of 
any length for threading. Only two to 
four minutes are needed for total opera- 
tions from long pipe to a nipple, it is 
claimed. When needed to connect runs of 
pipe out of line, threads may be made at 
an angle up to 15 deg. per pair. 


1946 Porta-Buffet 


The “Porta-Buffet” has a large sandwich 
board and work table which slide back to 
permit access to built-in silverware and 
napery compartment. Salt and pepper 





shakers, salad oil and mustard jar in safety 
holders. Removable “Safety-Server” bever- 
age tray with safety glass holders. (Glasses 
and pitcher not included.) Portable 
“Thermo-Server” has three half-gallon cas- 
serole crocks of special oven-proof and 
cold-proof stoneware. Dishes may be pre- 
pared in them, baked in oven or chilled in 
refrigerator. Turned wood lids and serv- 
ing ladles. Matching wheat-straw finish 
throughout. Size 37 x 20 x 36 in. Folds 
to compact size for storage. Shipping 
weight each, 62 lb. F.O.B. Chicago ware- 
house. Dealer price: Lots of one to five, 
$26.33 each, and lots of six or more, $23.70 
each. Mason-Williams Co., 663 N. Wells 
St., Chicago 10. 





‘Kitchen-Aire’ Ventilator 


Requires only a 6 in. opening through 
wall and likewise a small grille on the 
inside. Fire resistant construction includes 
a fan cooled motor, entirely removed from 
the grease and moisture encountered ia 





the air stream. Aluminum construction 
throughout. Electrically controlled from 
wall switch. Manufactured by Stewart 
Mfg. Co., 3205 E. Washington St. In- 
dianapolis 1, Ind. 


Seth Thomas 


Kitchen Clock 

The “Hitt” model Seth Thomas Kitchen 
Clock has a self-starting electric time move- 
ment. Molded case in ivory, red or white. 














Bright metal trim. Black hands and nu- 
merals. Has current interruption indicator. 
Is 64% by 856 by 2% in. Dial 5 in. square. 
Shipping weight about 2 lbs.; per case of 
12 clocks, 26 lbs. To sell for $4.95 (not 
including Federal tax). Seth Thomas 
Clocks, Thomaston, Conn. 
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One-hand Pruning Shears 


The “Alligator” No. 101, 
Pruning Shears have a long and narrow 
hand grip for hard-to-get-at places. Hands 





cannot be pinched while 
springs are hidden. Safety lock keeps 
shears closed when not in use. Lock nut 
keeps blades in line and prevents spread- 
ing. Hardened and tempered cutting blade. 
Orange colored for easy finding should 


operalng das 


One-hand | 


they be lost in garden. Weigh 14 oz. 
Barco Sales Co., 620 Western Reserve | 
Bldg., 9th and Superior Sts., Cleveland, 
Ohio. 

Utility Portable Vise 

For industrial, home and farm use. A 


fine steel casting weighing 2% lb. Has jaws | 


1% in. wide which open a full 1% in. One 
jaw is slotted for holding round objects. 





Recommended for holding small parts for 
grinding, polishing, etc. 
separate bracket which permits turning to 
any desired position. Separate brackets 
may be had and permanently mounted so 
vise can be used in different places about 
shop, home cr farm. Retail price, including 
one mounting bracket, $3.25 each, less job- 
ber and dealer discounts. Newman Mfg. 
& Sales Co., 205-207 Westport Road, Kan- 
sas City 2, Mo. 


———— 


Strongman Clothes Dryer 


An indoor clothes dryer for fall and 
winter promotion that retails at $3.95 pair. 
All steel, hot dip galvanized to prevent 
rust. It holds four clothes lines and comes 
with an adjustable bracket that is installed 
to joist or wall of basement or garage. 
Complete with fasteners for wood or ma- 
sonry. Available for immediate delivery 
through Kamkap, Inc., 200 Fifth Ave., New 
York 10 


Sy 
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BURNING UP FOR A HOT ITEM? 
No. 100 FOLDAWAY Incinerator 


A PROVEN TRAFFIC-GETTER 
AND A PROFIT-MAKER! 


The FOLDAWAY all-welded incinerator has in- 
stant sales appeal. Durably constructed of heavy 
gauge metal, it withstands high temperatures and 
retains its shape even when packed full. Scien- 
tifically designed for fast, safe burning. Attrac- 
tive enamel finish. A year round seller that moves 
like a torrent in Spring and Fall. Place your 
order now. 


* 







HEIGHT—24'/-” 
DEPTH—18//2” 
‘ WIOTH—18/2" 


Folds 
stock space, freight and delivery costs and you'll 
realize that there's money in this item at $2.15 each 
—retail O.P.A. ceiling. Costs you $15.42 per dozen, 
F.0.B. Elwood, Ind. Terms !% 10 days, net 30. 
Minimum order—one dozen. 

No. 105—Extra-heavy Foldaway Incinerator. 
x24!/2"'x24/,"". Costs you $27.96 per dozen. 
order—one dozen. Packed six in carton. 


SEND IN YOUR ORDER TODAY! 
R. C. COX CORPORATION 


205 W. Wacker Drive, Chicago 6, Illinois 
National Distributors of Monticello Wire Products 


flat to 37°'x24"'xi'4"'. 


Think of the saving In 





Size 24/2 a 


Minimum 


Folded—37''x24"'x! '/4"' 
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generous 
pt FM The Universal Liquid Cement 
Salat for countless household and industrial uses 
25 Ready to Use—Sticks Fast—Holds Fast 
- Waterproof—Mends Everything 
4 ounce Lop Notch Cement for Over a Generation 


Just display Ambroid prominently on your 
counter for easy profits. Attractive, eye-catch- 
ing display box furnished free. One dozen to 
the box. Put it to work for you now. Also 
in pints, quarts, and gallons. 


FREE full-size ple onr t. Just send us 














your name and the name of your wholesaler. 
# A postcard will do. 
as AMBROID CO., INC. 
EST. 1910 


305 FRANKLIN ST., BOSTON 10, MASS. 


¢ 
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Combination Cellulose Sponge 
Head and Rubber Squeegee 


RETAIL PRICE 79c 


Cleans Windows with Less Work, A 
natural sales leader that catches hold 
immediately . .. the Minute WINDOW 
BRUSH does two operations better . . . 
by itself, First, the long-lasting DuPont 
Sponge quickly loosens and dissolves 
dirt and grimy film and rinses clean. 
Then, when brush is turned around 
the combination SQUEEGEE wipes 
the glass surface sparkling bright. No 
muss—chamois and cloths eliminated. 
Prevents hands raw from rubbing. 
Ideal for any size—picture window to 
casement pane. Many other clean- 
ing uses. VOLUME SELLER. Instant 
buy appeal. Brings steady good profits. 
Now is the time to introduce the 
Minute WINDOW BRUSH! 


CASH IN—Stock the 
Complete Minute Mop Line 


Women wont and need ail the 
Minute Mop handy household help- 
ers — Minute Mop and Drainer, 
Dish Mops, Bottie Brushes, Bath- 
room Brushes, Soap Banks, Window 
Brushes, etc., all made of DuPon? 
Cellulose Sponge. Each item is a 
ster seller because if saves them 
time and trouble on a burdensome 
daily cleaning chore. Great new 
Display Stand furnished free with 








78-piece introductory assortment. | 


Ask your jobber or write us today 
for details. 


_\MINUTE MOP (0. 





~~ §3 € Bae ve. oe. 


* CHICAGO 16 ILL. 


| 


| 


| pounds, glue, 


_WHATS NEW 


| Waterless Hand Cleaner 
which 


“Quickee”—a creamy cleaner 
when rubbed thoroughly on the hands, 
liquefy instantly, 


printers’ ink, 


said to 


paint, grease, 





removing dirt 
caulking com- 


carbon and plastic mixtures. 


| 


} 


Also said not to injure the skin because it | 


contains lanolin and vegetable oils. Packed 
display with each case; | 


12 cans to a case; 
six cases to a master case. 
per doz. 
229 W. 


179th St., New York City 53. 


Adjustable Jack 
For Sagging Floors 


| 


A new adjustable jack is being offered 
by Harris, Inc., 1157 Cleveland Ave., Co- | 


lumbus 3, 
2-in. pipe, new or used, 
and leveling of sagging floors, 


struction points, sagging porches, etc. 





pale 


has a 6-in. adjustable screw top and self- 


centering top and base plates. 


For easy 


storing oa ordinary store shelves, the jack 
is packed individualiy in a package 6% 


in. by 10% in. by 2% in. 


614 lb. 


It weighs only 


Ohio. Designed for use with any | 
for the support 
weak con- 


} 





List price $6.00 | 
Tudor Chemical Specialties, Inc., 








Sharon 


SOCKET SET SCREW 
and WRENCH ASSORTMENT 





@ This popular, fast-selling assortment 
contains a wide selection of 330 heat 
treated alloy steel pieces in attractive 
counter dispensing packages. Com- 
pact stock has high profit margin, re- 
quires only small investment. Order 
direct or from your jobber. Quick re- 
fills available. 


Sizes: 3/16 x 1/4 to 3/8 x 1/2 
With wrenches to fit. 


Shanon Gul and Shoat Co 


BOSTON 10, MASS. 














* SCHALK’'S CRACK FILLER - 


SAVABRUSH 


DOUBLE X 
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1 Spot or a Flood ar tue 


TURN OF THE LENS 


Less Battery 


$300 


























THE METAL 


New York Two River Wis 


Manufacturers of Electrical Appliance Toy 


* 


WARE CORPORATION 


Chicago 


and lantern 








BUY L 


Ne. 104. A sturdily made 
steel frame with strap hang- 
ers to fasten on auto seat 
lean back. High quality 
fabrics used for seat part. 
Fully assembled. Packed 
in bulk. 





with drawstring, cotton 
comfortable ridi 








SPRADLING'’'S 
ST. LOUIS, MO. 





ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 





BABY SWING 


Ne. 06. They will be in big de- 
mand this fal and winter. Cash 


from 





Made from high-grade fibres, cloth walls 
padded. Made for 
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‘Refresh-Aire Ozonizer’ 


The “Refresh-Aire Ozonizer” utilizes a 
Sylvania electronic ionization tube in de- 
ozone to rid home-size rooms of 


veloping 


cooking, tobacco, bathroom, sickroom and 








other organic odors. Claimed to be the 
only unit in its price range not using the 
condenser plate system. It uses only 10 
watts—less than a dim light bulb—on 
110-volt AC, 60-cycle current. Claimed to 
make no radio interference. In ivory or 
walnut molded plastic cabinet, 7% in. 
long, 5% in. high and 4% in. wide. Made 
by Refresh-Aire Ozonizer Corp., 382 Lafay- 
ette St., New York 3. Sales representative 
is N. E. Drazan, 200 Fifth Ave., New York 
10. 


Wrench Works Like Pliers 


The Bledsoe wrench has a plier-type ac- 
tion, the unusual construction of the jaws 
and teeth gives a powerful “bite” without 
the necessity of a strong grip on the han- 
dles. The set of the jaws and the direction 
in which the teeth exert force actually 
tightens the jaws on the work as more re- 
sistance is encountered. Designed for use 
on all types of bolts, bolt heads, pipe, 
metal rod and wire rope or cable. Tool 
steel, drop-forged, machined, heat-treated 


| and oil tempered. Instantly adjustable and 





operates as a rachet, right or left. Comes 
in two sizes. The 8-in. size handles objects 
from 3/16 to 3/4 in. and retails at $2.50, 
while the 10 in. size has a range from 
% to 1% in. and retails at $2.75. Bledsoe 
Wrench Co., 1403 Foshay Tower, Minne- 
apolis, Minn. 
















« 


“ 


A 
» 





~ TAILORED CARE FOR 
~ TROUSERS AND SKIRTS 


Yew HOME VALET 


Trousers and skirts hang in full length, 
tailored storage. Creases and pleats 
last longer. Wrinkles disappear. Fewer 
pressings are needed. Good clothes 
can have no finer care. With patented 
equalizer bar garments simply slip in 
or out without adjustment of slides, 
clamps or other fasteners. Lightest sum- 
mer skirts and thickest tweed trousers 
hang equally securely. Saves clothes, 
time and space. Nickel plated steel. At 
men’s clothing, department and hard- 
ware stores. 


TABER, BUSHNELL & CO. 


Midland Bank Bidg. Minneapolis 1, Minn. 


4. BOOT SAVER 


Sportsmen— 
Farmers— 
Outdoor Workers 


BUY 
ON 
SIGHT 


Van’s Boot Saver is 
a smart, simple de- 
vice for the proper 
drying and between- 
season care of boots 
and other outdoor 
footwear. Easy to carry, even in coat 
pocket—folds flat.” 








Quick Drying 
Rising warm air circulates through 
boots, quickly drying them. Prevents 
cracking—long boots do not have to be 
folded. 
FOR EASY SALES 

A convenient vending display 

which holds stock—occupies less 

than a square foot of counter 

space. Consistent advertising in 

leading sportsmen’s magazines. 


Retail Price $1.25 
Leaving you a good profit. 


if your jobber cannet supply you right new, 
we will give your order prompt service. 


NOEL VAN TILBURG COMPANY 


Oe 
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1027 Washington Ave., S.E., Minneapolis 14, Minn. 
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URGE BUILDERS TO 


USE MORE WIRE! 


In hundreds of building 
applications, Brooks 
Hooks & Wire Forms do 
an infinitely superior job 
—usually with less labor 
and at lower cost. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


‘BROGKS HOOKS 
































Solid Brass - Highly Polished 
Door Knockers - Letter Slots 


Each Packed in a 
Separate Box 


Here Is the big improve- 
ment in letter slots that 
you have been waiting for 
—the letter slot that's 
really magazine size. (Slot 
opening 5%" by !'/2"’.) 
MASLO PRODUCTS are 
known for their quality, 
work hip and app 
ance. 


ORDER YOURS TODAY... 


THE MARKET IS 8IG 
THE PROFIT IS BIGGER 


a b> 


nn - 








Door letter slot, size 10%” 
by 3%” with slot opening 
7 13/16" by | 9/16" new 
ready for delivery. 


SPECIAL — New Store | 











Maslo Manufacturing Corp. 


316 Bingaman St., Reading, Pa 
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Magnetic Knite, Tool Rack 


“Magnagrip,” a permanently magnetic 
knife and tool rack, is being manufactured 


by R. FE. Phelon Co., 199 Union St., Spring- 





field, Mass. Holds knives, scissors, can 
openers, pliers, wrenches, screw drivers 
and odd shaped steel implements of many 
types, heavy as well as light. Expected 
users include housewives in their kitchens, 
hobbyists in home workshops, service sta- 
tions and garages, repair establishments 
and factories. Maker guarantees it to hold 
its magnetism, and claims it will grip the 
largest cleaver as easily as the smallest 


paring knife. Heavily plated and finished . 


in white enamel. John H. Graham Co., 
Inc., 105 Duane St., New York, N. Y., are 
exclusive sales agents. Finished wood dis- 
play dispenser is offered dealers free with 
their first order of three dozen or more 
List price is $35.40 per doz.; retail price 
$2.95 each. 


| Folder on Water S ystems 


The Deming Co., Salem, Ohio, has is- 
sued a new Water System stuffer which 
contains illustrations and descriptions of 
the various types of water systems. The 
folder gives information to help a farmer 
determine the water requirements of his 
farm. 


‘Thompson’ Fly Reel 


This new reel, developed from hand- 
made models made by Dick Thompson, 
ardent sportsman, for his own use, is ad- 
vertised as “built like a fine watch and 
just as accurate.” The especially designed 
drag is claimed to insure better control of 
large fish as the fish is played against the 





WHATS NEW 


brake. When winding in the drag and click 
disengage. Controls recessed to prevent 
line snags. Main bearing equipped with 
self-lubricating ball-bearings. Line guide 
swivels in the socket. Each reel packed in 
chamois bag. Thompson Reel Div., Floyd 
T. Lovens, Inc., Bank of America Bldg.. 
San Jose 16, Cal. 





Floating Faucet Washers 


Frictional wear is claimed to be elimi 
nated by the use of “Perfection” Floating 
Washers. as the washer does not turn with 





the faucet handle and the face of the 
washer does not grind on the valve seat. 
Claimed to end faucet dripping. Packaged 
in display type boxes containing 1 doz. 
14-in. washers; 2 doz. %-in. washers and | 
doz. %-in. washers. Also in plain cartons 
of 1 doz. and 2 doz. of one size. All sizes 
also sold in bulk. Perfection Automatic 
Machine Co., 2558 E. 93rd St., Cleveland 
4. Ohio. 


‘Spike Aid’ for Golf Shoes 


“Spike Aid” is a plate of rust proof 
Dural to be inserted between the spike 
and the sole of golf shoes, etc. Accommo- 


“4 





dates any type of spike, Prevents the spike 
from tilting, gouging or breaking through 
the sole leather. Also serves as lock 
washer to prevent spike from working 
loose. List 35 cents per set of 16. Counter 
cards contain 24 sets. Also spike wrench 
suitable for removing and installing any 
spike replaceable; list $1.25 Chadkin Sales, 
Inc., national factory agent, 7922 Beverly 
Blvd., Los Angeles 36, Cal. Made by R. R. 
McKenzie Co.. Pasadena, Cal. 
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America's Champion 


Cleaning Twins 
Make Double Sales 









And All Year ‘Round Repeats! 


Leading 





Upholstery & 
Rug Cleaner 






for So Little.” 





Me Soap! No Water! 
No Rinsing! No Drying! 
Order from your jebdber 
MYSTIC FOAM CORP. 
Cleveland 14, Ohio 
The Mystic Feam Co., 
Los Angeles, Calif. 










Nationally 
Advertised in 


America’s No. 1 


“Nothing Else Cleans 
So Well, 8o Basi, 

























Now Available 
For Immediately Delivery 


Screen, Storm and Combination 
Door Checks and Closers 


No. 100 JUNIOR 
ight Screen Doors 








For Lightwei 








No. 200 SENIOR 


For Heavyweight Screen Doors 








No. 300 GENERAL 


For Screen, Combination and 
Storm Doors 








write for Descriptive Folders 
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Steel Tine Lawn Rake 


R. C. Cox Corp., 205 W. Wacker Drive, 
Chicago 6, is ngtional distributor for the 

| new “Monticello” lawn rake. The rake is | 
constructed with 20 spring steel tines. 





Smooth 47 in. wood handle is held firmly 


to the rake frame. Prompt delivery 


promised 


Wire Strippers 


The new “Holub” Universal and Avto- 
matic Stripper, No. A-02, strips No. 10 to 
No. 22 wire, solid or stranded. Intended for 
average electrical worker, for construction 
work, plant wiring or production. Claimed 
to strip without nicking wire or cutting 
the strands. It clamps the wire. cut- the 
insulation and strips it in one operation. 





Pocket size. Blades renewable. Available 
also in other sizes with a wire cutter on 
one side, but less stripping notches. List 
price $6, Extra blades 90 cents per set. 
Discount 20 per cent for less than 12; 25 
per cent for 12 or more. Weight 1% Ibs. 
Holub Industries, Inc., Sycamore, Ml. 


Luminous House Numbers 


House numbers made from luminous 
plastic are being manufactured by Reflecto 
Letters, 411 E. 101st St., New York City. 


4 
46 





| Claimed to withstand time and weather. A 


short daylight exposure is said to make 
letters visible for six to eight hours after 
dark. Number retails for 15 cents. Indi- 


| vidually packed in glassine envelope with 


non-rusting screws. 








Another Step 
of Achievement 


The Lurie Hardware Com- 
pany announces removal to 
its new and larger quarters 
—six floors of hardware 
items. 

Thanks to our many friends 


and customers for 15 years of 
steady growth. 

Distributors of nationally rec- 
ognized Hardware — House- 
wares — Plumbing and Elec- 
trical Supplies. 

Visit us at our new quarters and 


write for the Lurie Flyer, listing 
many hard-to-get, critical items. 


The Lurie Hardware Co. Inc. 
552-554 W. LAKE ST. 
CHICAGO 6, ILLINOIS 











The Rest ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 














‘Ammaco’ Dispenser 
Measures Coffee 


| The “Ammaco” Dispenser screws on a 
| mason or coffee jar and a flip-cover releases 
an exact tablespoon from the inverted jar 
whenever the key-guard is moved. It may 
also be used to measure exact tablespoons 





f x 


| 
| of tea, sugar, cocoa, baking powder, pow- 


| dered sugar, powdered soaps, etc. Pack- 
| aged for display. To sell for 39 cents. 
| Ammaco Products Co., St. Paul, Minn. 











since 1869 | aie 
first choice of New ‘Kler-Vue’ Display 
fine craftsmen - 
Today .. . recognized Ari 
among the basic tools of @ 
try. VAUGHAN tools] 
electrically-hardencd steel 
that hold their temper and § 
longer life. Handles provide @ 
proper balance to reduce fatigal 
| Italways pays to buy a good toe * 


Th nt 


A new counter display has been pro- 
vided for the “Kler-Vue” Knife Rack, made 
by the Kler-Vue Knife Rack Co., Inc., 1776 





KLER-VUE 
ER 


AKG 






No. 700— 4 
Small Tool Assortment 


1 





Broadway, New York City 19. Shows the 
No. R-1 “Regular” rack which holds eight 
knives and steel. 


All-Purpose Utensil 


The “Kleenspoon” is a stainless steel 
utensil that can be used as a spatula, skim- 
mer, turner, scraper and measurer. Models 
also made with perforated bowls for those 
who also care to use it as a strainer. Cleans 
pans, bowls, freezing trays, etc. Serves 
hard-to-manage foods like gelatine and 
puddings. Strains cooked foods and vege- 
tables. Stainless steel bowl holds one table- 
spoon. Both spoon and strainer made in 





scmares 
C.dams, staves 






WHATS NEW 


left and right hand models. Length 9%% in. 
Retails for 59 cents. Packed 3 doz. per 
carton. Shipping weight of carton 10 lb. 
Ferris Factories, Inc., 225 Springdale Ave., 
York, Pa. 





Matched Coasters 
And Canape Trays 


Low-priced coasters and canape trays 
have been created by the Modérn Artware 
Co., 1313 E. 55th St., Chicago. Matching 
patterns and color schemes are used on 
both coasters and trays. At present Modern 
is offering two types of these matched sets, 
one the Magnolia design on a pastel green 
background and the other a silhouette 
design in the Colonial motif, black and 
white on a Chinese red background. Other 








designs to follow will be roses and thistles 
presented in natural colors on a pure white 
surface. All will be available in gift 
packages. 


Plastic, Plywood Catalog 


The Carmen-Bronson Co., 165 E. Third 
St., Mount Vernon, N. Y., has issued its 
Plastics and Plywood Catalog No. 8. The 
36-page booklet lists all types of plastic 
materials and some fabricated parts, and 
also contains a section on plywoods. 


*‘Tex-Knit’ Ironer Cover 


Burnproof covers for electric rotary irons 
are the latest addition to the “Tex-Knit” 
line of ironing covers. Made of Asbeston, 
a war-developed fabric used in firefighter 
suits, the “Tex-Knit” Burnproof Ironer 
Cover comes in a range of sizes to fit all 
automatic home ironers. Retails $1.95 for 
smaller sizes. In a set with “Tex-Knit” 
waffle-knitted pad, from $2.65. Made by 
Textile Mills Co., 2637-69 W. Polk St., 
Chicago 12, 
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Cast Aluminum 
Ice Cream Scoops 


A new, cast aluminum ice cream scoop 
with automatic spring release is being 


E. 92nd St., N. Y. C. The bowl and 


shank are made of single casting of solid 





aluminum. The wiper, silver soldered at 
the bearings, is claimed to yield a clean 
scoop of ice cream and leave the bow! 
clean. Available with either maple grip 
YOU can stock and sell any Pecora finished in sprayed enamel to provide 
product with the full assurance of cus- water resistance, or aluminum grip. They 
tomer satisfaction. For every product come in all five usual sizes, 12, 16, 20, 24 
bearing the Pecora name is designed and 30. 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- | ae 
oratory research, quality ingredients and 


excellent manufacturing facilities all Rain-Beau Issues 
combine to make Pecora first choice | 
| Consumer Booklet 


with cautious buyers. 

Rain-Beau Products Co., Canton, Mass., 
manufacturers of fish lines, offers free a 
new booklet entitled “Let’s Go Fishin’.” 
This “give-away” has 32 pages of interest- 
ing and helpful suggestions for consumer 
reading. Fully illustrated, pocket size. 


the enamel spray which is distinctive and 
different for each size. 


OUTSTANDING BEST SELLERS 
FROM THE ~ 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 


applied. Gun and knife grades. Wallace Silversmiths 
ROOF COATINGS 


ade oo _ To Market New Polish 

astic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid A new non-inflammable silver polish, 
and alkali proof. More durable than claimed to be easier to use and providing 
paint. Costs less. complete protection to the hands of the 

WATERPROOFINGS user, is being marketed by R. Wallace & 
“Klere-Seal” and “Varseal” types; Sons Mfg. Co., Wallingford, Conn. The 
also Black Asphaltic Waterproofing 
in paste or liquid form. 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of | 
every furnace repair man. 

} 


METAL & WOOD SASH PUTTIES 

STOVE & BOILER PUTTY 

PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 











introduced by the Corvette Mfg. Co., 222 | 


An added feature is the color of | 








Paint Company Inc. 
Established 1862 by Smith Bowen 


Lawrence & Venango Streets si page toe 
polish, to retail for 50 cents a bottle, re- | 
PHILADELPHIA 40, PENNA. quires a minimum of time and effort in 


ms ing. the maker claims. 
SEPTEMBER 26, 1946 








DEPT. HA-5, 90! W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 








































liger brip 


The GREATEST IMPROVEMENT 
IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely different from any 
glove intended for the same 
purpose! Oxtwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted material with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX”’ to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
paves including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 





Detroit. Toledo- Chicago+Rome, Ga. 
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7 “RED BIRD” PRICE CARDS 
are 
convenient—orderly 
durable 
— tT] Made in five handy sizes 
- + + a 
———TC EE] Our transparent protectors render 
Ss or oe a the cords legible at all times. 
t T +) Sample mailed on request 
=] WEAVER-BEACH CO. 

















Scottsville, N. Y. 













FOLDING 


CHAIRS 
Upholstered end 
Picla. Meany styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 








SPAR-TEX 


MAKERS OF BETTER 


PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57, N.Y. 


FISHING POLES 


Native Canes, Bamboos, Calcuttas, Tonkins, 
Sample Jointed Native Cane, painted (with- 
out Reel Seats, Clamps, Guides), $2.50. 
Bamboo 6° one-piece rod with Clamps, 
Wrapped Handle, Rubber Butt, Tip Top, 
Guides, Varnished, $5.50 prepaid. 


Dealers write 


BOB PACE, Combs, Ark. 


~: 
ww” 45CO 


LEATHER 
AND 
SADDLE SOAP 

















Vey 


es 


Maker for You 


For use on all leather except 





suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 





Pecked in 6-02., 12-02. & S-4Ib. Cons 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn 21, N. Y. 











Tool Bit Kit 
For Home Workshops 


The Tru-Cut Tool Co., 14236 Birwood 
Ave., Detroit 4, Mich., manufacturers of | 
tools and machine products, is producing a 
tool bit kit. Designed particularly for | 





home or small-shop lathe work on steel or 
wood, this kit contains four high speed 
steel bits in popular sizes ranging from 
*% in. to 3/16 in. Bits according to maker, 
are precision ground on four sides with a 
Rockwell 63/65 and are constructed to fit 
all lathes. 





Abrasives Catalog 


Everything from pocket stones to grind- 
ing wheels is listed in the new Simonds 
Abrasive Hardware Catalog, Form AH-2. 
This 16-page catalog lists all items in this 
line of industrial quality hardware abra- 
sives and is fully illustrated. Copies free by | 
writing to Simonds Abrasive Co., Tacony 
and Fraley Sts., Philadelphia 37 


' 
| 
| 


Combination Utensil 


The “Kitchen Do-All” combines juicer, 
dicer and potato French fry maker. Con- 
structed of extra sturdy steel and tested up | 
to 850 lbs. pressure. It juices and strains 
all citrus fruits and dices and slices all firm 
fruits and vegetables. Also serves as a 
meat tenderizer. Simple attachments for 
quick interchangeability of parts. Comes | 





in three colors—red, green and white. Com- 
plete with all attachments. Dealer’s cost 
$3.57 less 2 per cent 10 da. F.O.B. factory. 
Midwestern Mfg. Co., 28 N. Clinton St., | 
Chicago 6. 











STYL-MOR 


zig-zag sewn side hemmed. 3 

STOCK SHADES 2 

$ Any sizes you need 18” to 386” (every inch). 3 
Smartest and most durable composi ~ 
tion shade on the market. Compares s 
favorably in appearance with finest > 

$ cloth shades yet retails in lower z 






price field 
ORDER DIRECT. DELIVERIES AT ONCE 
C-MOR BLIND & SHADE SUPPLY CO. 
3476 Bailey Ave. New York 63, N. Y. 
AAI 























| ALUMINUM ICE CUBE TRAYS 


Immediate 
Delivery 
Popular 

Sizes 
Write for prices 
Mention your 

FOR INSTANT RELEASE jobber 

EDISON COOLING CORPORATION 
310 E. 149th St. New York 51, N. Y. 











A COMPLETE LINE 


7? Years Ryaulalion 
4 
ws Ke Traas 


AMERICAN SHEARER MFG. CO, misma nu 


DAVID B. TAYLOR CO. INC. 
BALTIMORE 2, MARYLAND 
Presto Cookers—DeWald Radios—Electri- 
cal Appliances — O'Cedar Mops and 
Chemicals — (AGM) Weter Heaters and 
Products — Cordage — Cutlery — Gifts 

—Brushes — Paint. 

— STOVES — 
Gas—Oil—Coal or Weod 
Hardwore—Farm—Household Specialties 
STRICTLY 











Wholesalers & Distributors 








Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 











[FAST SELLERS! 


— GRD 


SAFETY DOOR HOLDERS 


For Homes, Garages, Offices, Schools. 
Churehes, Theatres, etc. No tripping has- 
ards! Adjustanie levers for varying Goor 
coverings. Solid brass, or esdmium-plated 
steel. le Steel-Reinfereed rubber 
shoes. 6 sizes. Send for illustrated bulletin 
and free display offer. 
GRAND SPECIALTIES CO. 

3130 W. Grand Ave., Chicego 22, IM. 
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ynock-OU! FOR SALES 


A ACE 2-1 RUBBER HEADED HAMMERS 
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ACE 2-1 HAMMERS REALLY MAKE A HIT 


Dan Morey 


814-16 SO. ROBERTSON BLVD., LOS ANGELES 35, CALIF. 





Me 2 4 
NOW only $970 = 


be Others Reduced in Proportion 
IMMEDIATE DELIVERY 


These famous, fast-cutting ecatotoy tipped i bits for masonry 
end concrete are new priced within reach of every user. They 
cut 50 te  F . faster, assure clean, round holes for anchors, pipe, 
conduit or and ere quiet in operation. in addition, they 
hold their. Ry mer. Order yours TODAY. 


Ask Your Supplier or write to 

THE PAINE CO. 

2963 Cerroll Ave. 

CHICAGO 12, ILL. 
= 


Printnat Cities a at yh D E V/ 4 E 5 


SEPTEMBER 26, 1946 

















. wherever needed 
HARRIS 
ADJUSTABLE JACKS 


individually packaged—6/4” x 1034” x 214” 
(shipped 6 to the carton) 






Supports and levels sagging 
floors, weak construction points, 
porches, houses without base 
ments. Stops binding doors, 
plaster cracks and squeaky 
floors. 

fhe Harris Jack can be used 
with any length 2” diameter 
pipe, new or used. Requires 
only 8” clearance. Anyone can 
install for solid and permanent 
support. 

6” Adjustable Screw Top. Self 
centering Top and Base Plates. 
The Harris Jack is a Jack of 
All Trades—and of many uses. 
DEALERS—The Harris Adjustable 
Jack can be stocked on regular stock 
shelves for simple and easy over-the- 
counter selling to home owners, re- 
pairmen, contractors, engineers, 
plumbers, and property and indus- 
trial maintenance firms.—PROFIT 
Ang — oe and the present 

@ repair tren Sug- 

gested Retail Price $5.75 


Write for Jobber and 
Dealer Discounts 


HARRIS, INC. 


1157 Cleveland Ave. 
Columbus 3, Okie 




















Seymour $mitx 


PLIER-WRENCH 


Serves As 

A PLIER 

A WRENCH 
A HAND VISE 
A CLAMP 


LIMITED DELIVERIES NOW 


In FULL PRODUCTION SOON 


“FUTURE” ORDERS FILLED IN SEQUENCE 





ee S55 


J 

















You want lines that give you 
rapid turn-over, for turn-over 
means profits. Ask your whole- 
saler for ROYAL, every time! 





ROYAL ELECTRIC CO., inc. 


PAWTUCKET RHODE ISLAND 


WIRE * PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS ° 
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Shingle Style Guide 


A new Shingle Style Guide which pic- 
tures and describes various shingle styles 
and colors, together with other building 
products, has just been released by the 
Barrett Division, Allied Chemical & Dye 
Corp., 40 Rector St., N.Y.C. Printed in 
full color, it contains full-page, close-up 
views of houses roofed with Barrett 
“Dublecote” “Multi” Shingles, Hexagonal 


| Shingles and “Anchor-Lok” shingles. Other 





Barrett building products—rock wool in- 
sulation, roll roofing, built-up roofing for 
flat-roofed house areas—are also described. 





Champion Adds New 
Fluorescent Lamp 


Champion Lamp Works, Lynn, Mass., 
has added fluorescent lamps in 4500 deg. 
white. All sizes of preheated regular 
fluorescent lamps from 14 watt to 100 watt, 
as well as the instant start 40-watt T-12 
lamp, are included. As an intermediate 
color between the 3500 deg. white and 
the 6500 deg. daylight lamp, this new 4500 
deg. white lamp is said to meet a sizable 
demand for a light source warmer in color 
than the daylight lamp and of a cooler 
shade than the 3500 deg. white lamp. 








Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

California Retail Hardware Association 
Inc., annual convention, San Francisco, 
Cal., Feb. 11-13, 1947. LeRoy Smith, Room 
237 Market St., San Francisco 5, Cal., is 
manager-treasurer. 

Michigan Retail Hardware Association, 
annual convention and exhibit, Feb. 11-14, 
1947, at the Statler Hotel and Convention 
Hall, Detroit, Mich. H. W. Schumacher, 
1112 Olds Tower Bldg., Lansing, Mich., is 
secretary. 

New York State Retail Hardware As- 
sociation, annual convention and _ trade 
show. Headquarters at Seneca Hotel, show 
at Convention Hall, Rochester, N. Y., Feb. 
4-6, 1947. N. H. Kiley, 508 Hills Bldg., 
Syracuse, N. Y., is secretary. 

National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers’ Association, 


| Oct. 14-17, inclusive, 1946; at the Marl- 


borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers’ Association. 

National Metal Exposition,, Nov. .18- 
22, 1946, at Municipal Auditorium, At- 
lantic City, N. J. Chester L. Wells, 7301 
Euclid Ave., Cleveland 3, Ohio, is assistant 
managing director. 

North Dakota Retail Hardware Asso- 


| ciation, annual convention and _ exhibit, 
March 25-27, 1947, at the Community War 





Memorial Building, Bismarck, N. D. 
Clarine Sherwood, 21 Clifford Building, 
Grand Forks, N. D., is secretary. 

Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, Atlan- 
tic City, N. J., will be headquarters for 
American Supply & Machinery Manufac- 
turers’ Association, Inc. The National Sup- 
ply & Machinery Distributors’ Association 
and the Southern Supply & Machinery Dis- 
tributors’ Association. R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh 22, Pa., 
is general manager of the American asso- 
ciation; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer 
of the National association; George A. 
Fernley is advisory secretary of the Na- 
tional association, and E. L. Pugh, 712 
Volunteer Bldg., Atlanta 3, Ga., is secre- 
tary-treasurer of the Southern association. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 146) 

1—Answer. (a) $1.02; (6b) $0.17; (c) 
$2.20. 

2—Answer. (a) $0.62; (6b) $8.04; (c) 
$1.20; (d) $2.70. 

3—Answer. 36 days’ credit on the books. 
Average investment in accounts receivable 
over the six months period was $4,416.67 
per month. This is the average amount in- 
vested for a 30-day period; therefore, the 
$5,400 in receivables is equivalent to 36 
days’ credit. 

4—Answer. Withholding taxes must be 
deposited within 10 days after the close 
of the month. 

5—Answer. Dealer should apply to the 
Collector of Internal Revenue of the U. S. 
Treasury in his district for an application. 
This should be filled out and returned. 
Fee is $1 and must accompany the appli- 
cation. 
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. A » MURDOCK BUZZERS and 
, Mass., NEW 
ne Tone- Right PUSH BUTTONS SELL FAST! 
#0 woe, BUZZER' Quality Products Priced Right for Easy Sales! 
ae a Hardware dealers everywhere report fast sales on these special- 
ie ond ties. These sure-fire money-makers are made by the Wm. J. Mur- 
ew 4500 dock Co., for 50 years a leader in communications equipment. 
sizable MURDOCK'S Tone-Right Buzzer attracts favorable attention be- 
in color List Price cause of its modern louver-design. Buzzer produces a pleasing, 
| cooler $1.00 each uniform tone and is guaranteed for years of trouble-free service. 
a No. 46 Choice of colors in attractive moulded cases. Operates on 6 to 
8 volts, A.C. only. 3/2" x 1%" x 1%" deep. This no-contact 
; buzzer is fully insulated. 
These Two Push Buttons Ring Your Profit Bell... 
Display Them On Your Counter for Self-Service Sales! 
' MURDOCK Push Buttons are time-tested products. Smart, com- 
7 pact appecrance . . . smooth working, positive contacts .. . all 
List metal parts rustproof and insulated. Available in attractive 
$.30 each moulded cases. 
No. 10 
N. D. No. 10 — 15%" x 1%" x %" high. Name plate model No. 11 has 
lilding, removable metal escutcheon, 3's" x 1's" x %/e" high. 
» May WHOLESALERS: Write Today for Trade Discount 
Atlan- 


— WM. J. MURDOCK CO. 234 Carter St. Chelsea 50, Mass. 
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Used to stop drafts under doors. Easily 
: (ce) installed by anyone. Well made from 
Plastics for fabricating in the tractive profit. We want you to 
s (e) .0159 Dry Rolled Brass and 5/32" water- home workshop represent a big have that profit—so that we can 
and rapidly expanding market. It concentrate more fully on distri- 
ate proofed felt, packed one dozen to a box, is « market that we have devel- bution! 
are — ery oye rma — We are ready to give you all 
° ° . . | consistent vertising in Popular necessary information and mer- 
16.67 with screws for installing. Send for cata | Seience, Popular Mechanics, Me- Guntiiae suggestions for instal- 
nt in- e ° chanix Illustrated, Popular Home- ling a profitable C-B Plastics De- 
», the log and prices of other weather strip craft, Home Craftsman, Science & | partment. To start you off with 
nd 36 Mechanics, and other magazines. the proper stock, we have prepared 
materials special, moderately priced stock as- 
. Now demand for C-B Plexi- sortments of sheets, rods, tubes, 
st be glas, Lucite, Bakelite and other and special shapes—all fast movers 
; plastics is at a level in most cities —all available for immediate ship- 
close that will enable you to operate a ment. Write us today for complete 
C-B Plastics Department at an at- details. 
> the 
Ss 
LS. My) CARMEN-BRONSON Company 
= Jobber Division 
ose 165 EAST 3rd STREET + DEPT. 9R * MOUNT VERNON, N. Y. 
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Plastic Resin 
WATERPROOF GLUE 


— 













/ 
Here’s why this glue 
is a profit-maker for you 


An excellent all-year-around re- proof... waterproof . . . and | 
peat item...Weldwood Glue is _ stain-free. | 
a favorite of hobbyists, handy 
men, and skilled cabinet makers. 





Makes painting easier 
-- faster.. better! 


These new, inexpensive hooks put 
point con in the right place . . . 
seve ine. accidents 










Packed in convenient-sized | 
cans. Priced from 10¢ up. Ask | 


. . . . 
Its unique selling points include your jobber for prices and com- der may be shifted without removing 


aes e 
wove woos eves the can. 


tremendous strength . . . easy _ plete information, orwrite direct | Simple te use, instantly adjusted for 
mixing in cold water... rot- to United States Plywood Cor- | aoe oo eh cide of any ledeie or 
. Twe cans mey be hung on, 


poration, Industrial Adhesives opposite sides with ease. 
posicion: 


Division, Dept. 297, 55 West 
{4th Street, New York 18, N.Y. | 
For lett 2 


WELDWOOD Pararrtyr me ttl 


PLASTIC RESIN 


WATERPROOF GLUE 









224 GLENWOOD AVE BLOOMFIELD, NEW JERSEY 








PRESTORER 


COMPLETELY CLEANS 
THE HARDEST BRUSH 


A new method based 
upon emulsification of 
|], paint oils—not a solvent 
cleaner. No fire hazard, 
no toxic fumes. 





t% Hardware dealers can create new EXTRA 
PROFITS from ready and waiting home modernizo- 
flon jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. Peeple gladly pay up to 
$5 per day in rentals alone. Besides you sell large 
ts of supplies that are needed In any floor 
finishing of building modernization program. 





|| Rapid repeat item; 
stocked by leading 
dealers from coast to 
coast. Packed in new 
lithographed packages 
| that actually sell 

THE LINCOLN SPEED-O-LITE | themselves. Liberal 
This famous rental sander has earned th ds upon th ds of dol- | discount. Ask your jobber 
lars for hardware and paint dealers from coast to coast. The rentai | or write. 








Income that ranges up to $5 per day is only a starter. 








SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES BEFORE AFTER 
Figures plied by a iber of your fellow dealers clearly indicate PRESTORER . PRESTORER 
TREATMENT 


that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., TREATMENT 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full detalls about the 
Speed-O-Lite Sander Rental business. 





| TECHNICAL DEVELOPMENT LABORATORIES 


A Division of The Penetone Company 
|| DEPT. H8 TENAFLY, NEW JERSEY 























World's manufacturer of the mest complete line of floor maintenance equipment. 
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Westchester Brickote Products Co., Inc. | 


Manufacturers 





ELECTRIC FIRELOGS 


Andirons and other Accessories for the Fireplace 
IMMEDIATE DELIVERIES 





Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 





Ow products are nationally known and proven best seliers. 


Literature sent upon request 





WESTCHESTER BRICKOTE PRODUCTS CO., 


1528 Williamsbridge Rd., New York 61, N. Y. 





“LIGHTHOUSE BRAND” GARMENTS 
PROTECT ON LAND OR SEA 


No matter where you are, it's mighty important to 
keep dry. Sawyer's "FROG Brand" oilskins have pro- 
tected sailors against the weather for over 100 years. 


Now Sawyer's new rubber- TT ™ 
ized ‘LIGHTHOUSE 
Brand" garments assure 


you of modern protection 
against the elements. They 
are rubberized-rugged to 
withstand rough, tough 
going, in any climete, in 
any weather. They are 
powerfully built to with- 
stand snagging, tearing, 
chafing. 


WRITE 


for free descriptive folder showing our 
new post-war lines of "LIGHTHOUSE 
Brand" Rubberized Garments, and 
“FROG Brand” Oilskin Garments 


The H. M. SAWYER & SON CO. 
26 Thorndike St. 
East Cambridge 41, Mass. 
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PROFITABLE 
HARDWARE STORE ITEMS 

























SHEPS ~~" ——~—~ 
Oil. Mede three 
es x el . Sheps . 
Se Sheps Ster Herness 
ed Made from seme formule 
=. over 30 years. ve. Contelas Ash 











oil, pure neatsfoot oll, and beet 
tallow. 


“BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef onimais processed is 
Omaha Packing Houses, comes the Pure Neatsfoot 
Of used in SHEPS NEATSFOOT OILS. 


Made ia three grades. Pure—Prime—Ne. | 
Seftens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesme- 
NEATSLENE COMPANY 
Roy W. Sheperd, 
OMAHA &, pana 
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THE 


PREMIER 
CHIK- SAVER | 


puLAr 








atl 


PRICED 
stagae 


NOW AVAILABLE 


A full size electric brooder—popu- 
lar with farmers for its quality and 
reasonable price .. . IMMEDIATE 
DELIVERY. 
An all-galvanized steel brooder, 
fully insulated, vents in each end — 
s dead air space in ridge above vent 
HIPPING WEIGHT 43 LBS holes. Temperature regulated by 
— on — PB ett en- 
closed type heater with bi-metal auto- 
- aoe — matic thermostat. Assures even heat 
Gadienih at all times. Extra heavy steel legs, 
tom intrened inthe Premier Chit sturdy construction throughout. 
prices end deliveries Orders for these brooders will be 
filled in order of their placement. 
——— Order immediately or if you do not 
have our price list, send in coupon. 
THE NATIONAL IDEAL CO. 
TOLEDO 4, OHIO 


JOT CORD AND PLUG 











JS Sener eres 


£8 CORAL OER eg! Oa 








that SELLS 
Padlocks . 


Locks BOTH Sides Shackle 


Dealers! Beat price competition on a quality 
basis with the Popularly-Priced, Chicago Pad- 
locks. Explain to your customers how ALL 
Chicago Padlocks lock BOTH SIDES of 
Shackle. Sell "Double Security"’ with Chicago 
Padlocks. It PAYS! 


«<< Double Bitted Keys with Each Lock 








No. 4675Z MOST ATTRACTIVE 
SET OF COASTERS 


Can also be used as ash trays, jelly dishes, pin trays, etc., 
etc. Made of finest fire polished crystal glass with hand 
painted flowers in four different colors. Felt lined bottoms. 

Put up in beautiful White GIFT BOXES with all four colored 
flowers showing in a flash, when cover is removed. A most 
attractive seller, beautiful, refined, cultured in appearance, 
making a most fascinating window display, and is one of the 

Best sellers we ever produced. 





Coasters 3!/, inches in diameter ¥% inch deep. 
$8.00 per doz. sets (of four) 





We cerry a tremendous assortment of fast selling GIFT GOODS, 
ranging in price from $1.80 to $120.00 per doz. Complete set Z of 
Mustrated Price Lists mailed to any HARDWARE DEALER on request. 





J 








333 and 335 
LEO KAGE c... South Market St. 
Chicago 26, il. 
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| Acclaimed by thousands as the HOTTEST 
HEATER line at the Chicago Furniture 
| Show. You too will agree that MONROE 


outstanding quality are the Heaters for 


| @ cost comparable with coal or oil. Un- 
| rivalled gas ay resulting from the 








MONROE 
Acclaimed The Finest 
From Coast To Coast 


Heaters, with their striking beauty and 


you to sell. Modern MONROE Vented cir- 
culating Heaters will make available to 
your customers the luxury of gas heat at 





unique —- = the _Super Warm-Flor 
Radi ter Burner make MONROE the choice of the 
L.P.G. » Sm alle ts one ae gases. 


Famous Gasmaster Burner 


Orifice Inside Bell 
(Protected from damage) 
Monroe Designed Valve 
(Precision and quality) 
Beveled Crown Interior Baffles 
(Better secondary aeration) (Even flame distribution) 
ay er Air Bell Blue Flame Pilot 
Abundant primary air) (Light it once a year) 
Horisentel Orifice More and Higher Ports 
(Dirt or Dust won't clog It) (For perfect combustion) 








Let These Sales Features 
Increase Your Heater Volume 
° Ultramodern Stylieg ® Automatic Lighting 


eA dant Radiati ® No Moisture Problem 
® A.G.A. Approval for L.P.G. 





@ Warmer Floors 


Model Illustrated Is MRV-65, 65,000 B.T.U., Height 35", Width 33/4", Depth 
20%"". Other vented models in 45,000, 30,000, and 20,000 8.7.U. capacities. 
Also unvented Kool-Kabinet models. 


DEARBORN MONROE CO. 1. 





Heucther ERRLSON 


SPECIAL FEATURE 








a 


COLES 
Co C 


TAPE 
CONNECTION 


at ie | men | | US 


CARLSON & SULLIVAN 


501 WEST FOOTHILL BLVD. 
MONROVIA? CALIFORNIA 


HARDWARE AGE 
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ALUMINUM 
WARE 


Volume 92te 








oice of the 




























































3 UNDERWOOD 
“| Sure-fire items for rapid turnover. ELECTRIC FENCE CONTROLLERS 
Saucepans, Frying Pans, Chicken Fryers, Sauce Pots, 
Grillettes, Double Boilers, Egg Poachers, ‘Will Satisfy Your Customers. ee 
. le Dish on . 
Bun Warmers, Casserole Dishes 1. Low Cost of Operation: dood one your og any 
Durable heavy gauge aluminum. © Giemihed Gi. eemnaiien tate ei Goteet one ore covered by 
Steel, Plastic or removable Hardwood Handles. about 10¢ per month! a ™ - 
e 
Quick selling at full profit to the dealer. e pele fo 6 ments ng Finest Quality: 
Reorders pouring in—additional items on display. Barbed wire fence not necessary! © Minty dbttinns cele 
2. Priced Right: Underwood controllers hove three 
WE'LL BE AT GRAND CENTRAL PALACE IN . outstanding features: (a) only one 
my po A Siw competition in moving part (b) ball-bearing mech- 
7 BOOTH 117 cluding mall erdert , anism (c) permanently lubricated! 
ry INQUIRIES FROM RECOGNIZED JOBBERS INVITED 3. Fully Guaranteed: 5. A Set For Every Purpose: 
Eh. ny © All Underwood controllers guaran- © Underwood offers 4 different styles 






= eae ry meet all consumer 






I. LEVY SONS 1107 Broadway, N.Y. a “Proved Best by Te 


SOLE NATIONAL DISTRIBUTORS tor STEMCO 
CENTRAL EQUIPMENT CORPORATION + TOLEDO 3, OHIO 


















Champion 
FRICTION 
Catches 


are fast replacing 
elbow catches for 
greater convenience 
when opening or 
closing cupboard doors. Sturdy. Easily applied. 
Have blued steel springs. 2 doz. in box with screws. 


















No. 9760 





Champion Friction Catches for right or left hand, 
flush or offset cupboard doors. Packed with two 
strikes complete with screws. One in an envelope. 
2 doz. in box. 





OUREE OWE 


—pmoric ca’s Finest Line 
of Tank Heaters”’ 

Standard the country over! The favorite 
water tank heater for stockmen every- 
where, because they provide greatest pos- 
sible heat radiation below the water line. 
Siphon feed assures steady flow of fuel, 
steady heat. No wicks, or burner to get 
out of order. Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 


Efficient! Economical! Oil Burning! 


Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 
Order Now! Get In Ahead Of 
The Rush! Write For Descrip- 
tive Literature and Prices! 


GSIGCHRING MANUFACTURING COMPANY 


200 Main Street GEORGE, IOWA 


Nearly all hardware 
jobbers handle 
some products in 
the big CHAMPION 


line. 








els for every - 
se. Retailing 
$18 up. 





No. 9730 


THE CHAMPION HARDWARE COMPANY 
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NEW 
SPRING HINGES fie op -~ PENNSYLVANIA 


THE NEW Streamline Cj : ) U T C H 
“SIMPLEX” SPRING BUTT-HINGE | | P . W EATHE R 


@ Combines every important 
feature of proven advan- 


tage with the beauty of 
modern design and sim- 
plicity of application. 








v 





A REAL 
VOLUME 






@ Quality in every detail in- 





sured by our sixty years pike® a S E L L E R 
experience in the design 
and manufacture of spring | Hand decorated, hand painted, in beautiful shades of 
hinges. Pennsylvania Dutch red and blue. Figurettes come out 
or go into house to predict the weather. Hand made of 
Double Acting Type GUTIED | wood, with roof covered in deep red Rayon Flock Plush, 
Trim and Streamlined . . . the “'Simpiex" Spring Hinge Is designed | for added eye appeal —and floor covered with green 
~ aes with the mest modern requirement tn buil ors’ hardware. Rayon Flock. 
cation door cas wi use a nging 
both mort Priced for rapid turnove-—VOLUME profits for you. Immediate 
= —_ Cups end ccsnceten, cequitag ¢ me on & Se deliveries. Order this fast money maker now. Dealer’s cost $9.00 per 
Here Is 0 product that maintains our ffadition for quality . dozen. (Don’t forget the Christmas season coming up. Get your 
tradition that has quided us through more than 60 years of par. orders in early.) 
=e oye DEALERS — JOBBERS: Wrice today for illustrated catalogue and 

















price list on complete line of our fast-selling specialties. We prepay 
freight on single orders of 10 doz. or more. 


Chicago Spring IMIMCNIE | nockONWOOD INCORPORATED 





NEW YORK | Dept. H Bloomfield, lowa 








Ya" capacity 
in Steel 


1" capacity 





In the home workshop .. . in the main- 
tenance department ... on the produe- 
tion line . . . and on the construction 
/ field . . . men who know tools call for MallDrills. They 
know MallDrills have more than enough power, speed and 

stamina to drive twist drills into steel . . . take auger bits 

through hard or soft wood . . . and drill plastics with a tem- 
plate. In fact, every feature of MallDrills clicks with the 
j men who use them. Their cool operation under load—their 
{ light weight and pistol grip that reduces fatigue—and their 


| compact design that simplifies drilling in close quarters and | 

ij cramped positions. There are 5 powerful models—with 4 | BRIGHT WIRE GOODS 
i in 2 speeds, 5/16, % and \% inch capacities. Each available 2 i : ; 

it Ask your Jobber for these nationally advertised products. 


in 2 voltages—110-volt AC-DC or 220-volt AC-DC. | 
i MALL TOOL COMPANY 702 South Chicago Avenue, Chicago 19, lit. | O. LARSON CO. e STERLING. ILLINOIS 
| 











A NAME THAT GUARANTEES 
Superior 








2S YEARS OF “BETTER TOOLS FOR BETTER WORK." 
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ED The Hacksaw Frame that 


“CUTS AROUND CORNERS” 





Sawing in hard-to-get-at places is 
easy now with the improved K-D 
No. 99 Convertible, all-steel Saw 
Frame. Spans obstructions with short 
blades—saws in places inaccessible 
with conventional frames. Quick, easy 
change over for 3”, 414”, 6”, 8”, 10 
and 12” blades. One 3” and one 12” 
blade furnished. Improved adjusting, 
locking device simplifies changing, as- 
sures correct blade tension. No loose 
parts. At Automotive Jobbers every- 
where. 

















OVER A FRAME 





LANCASTER, PENNSYLVANIA 


25 years of “Making Hard Jobs Easy”’ 











The "DAMDEE fine 





PLUMBING 
and HEATING 


SPECIALTIES 






“DANDEE” PRODUCTS... 


Porcelain Glaze * Sink Hangers 

Bibb Seat Reamers Steam Gauges 

P. O. Basin Plugs * Brass Goods 

Fitall Handles Pipe Joint Cement 
Drain Pipe Cleaner 


- 
=] ° 








OTHER POPULAR BRANDS .. 
Ridgid Pipe Tools 
Parker-Kalon Boiler Plugs 
Smooth-On Iron Cement 


BRASS, IRON, CHINA, RUBBER, CHEMICAL 
PLUMBING and HEATING SPECIALTIES 
“Insist On DANDEE” 

Write for our Catalogue and Price List 


PLUMBING PRODUCTS Co. 


145 N. Washington St. Boston 14 ‘ 
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| send us the lock serial 
| number. Sterling  pad- 


| out springs or rivets. Sug- 












Hundreds of different 
keys—yet we can supply 
an extra key for your cus- 
tomers for only 10c! Just 


locks are easy to open 
and close—and they won’t 
jam or stick. Simply con- 
structed of four perma- 
nently joined parts, with- 


gested retail: 2%” size— 
85c; 13%4” size—60c. Ask 
your jobber, or write us. 4 Cold rolled steel shackle 


. e Adequately rust-proofed 
/ e An ideal exposed lock 


yy ROTARY SHACKLE LOCK 


STERLING LOCK COMPANY 
1301 S. Third S¥., Minneapolis 4, Minn. 


QUARTER-CENTURY OF DEPENDABLE SERVICE 







































* Price always the same 


*% National Advertising creates 
consumer demand to increase 
your sales 


Protection — No price cutting 
to decrease profits 


* Quality always uniform 





No chain store, group buyer or mail-order house can 
sell ROGERS Famous Liquid Fish Glue — Our policy 
of selling exclusively through the hardware jobber 
and dealer protects your profits. 

Ask your jobber for ROGERS 











GLOUCESTER, MASS. 
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CONSUMERS CRACK FILLER 


or Wood Putty. Mixes smooth, dries hard and 
stays put. Will not chip, crack, shrink or peel. 
Fills holes, cracks or breaks in wood, stone, 
etc. 5-oz. and 1-ib. cartons, 


TIGER GRIP LINOLEUM CEMENT 


Ready for use for laying and patching. Also 
used on drain boards and stair treads. Packed: 
aaron pints, quarts, gallons. 

















A Fast Selling, Profitable Line 


Is Consumer Products of Long Established Quality 


CONSUMERS GLUE COMPANY-— since 1906 —ST. LOUIS, MO. 





DAISY BRUSH CLEANER 


Cleans paint brushes perfectly and conditions 
them for work. Makes them last longer. 3-oz. 
cartons 10¢; 12-oz. packages 25¢. Packed 1 
gross to the case. 


DANDY WALL PAPER REMOVER 


Easily applied—soaks old wall paper off walis 
in a jiffy. Pint sufficient for average size room. 
Also quart and gallon size cans. 





1000 LIGHTS 
between refills 








e QUALITY PRODUCTS—Every heniien item 
rae is the finest product for its purpose that can 
be made. 

@ SUPERIOR PACKAGING—Metal Containers 
that stand up, attractively labelled to give 
eye-appeal to aid sales. 

@ EFFICIENT SERVICE—Even during wartimes 
Landen Customers were able to get prompt 
delivery in quantities. 

rpnorts_) © COMPETITIVE PRICES—Every effort has 
been made to give you highest quality at 

prices that will bring in profits. 
Landen Putty @ Fiexiseal Glazing & Caulking Compounds 


LANDEN PUTTY WORKS 





45 Irving Street Malder, Massachusetts 











Wrought—Nut 
Eye Bolts 


650 West Loke Street 





TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 





Chicago 6, Illinois 











SILVER LAKE 


@ PACKED IN CARTONS @ 
OUF WEATHER PROOFED THE 
BETTER SASH CORD 


SILVER LAKE ¢ 





LOWER PRICED GRADES 
EDDYSTONE 
i 


A Mills — Chattahoochee, Ga. NUCORD 
“| — Sales — Chattahoochee, Ga. BENGAL 








There's no waste circulation — your Help Wanted, Ac- 
counts Wanted, Sales Representatives Wanted and Business 
Opportunities advertisements go straight to the hardware 
trade—the very class you want to reach. You can run a 





Hardware Age Takes Your Sales Message To Over 29,000 Subscribers 


HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York 17, N. Y. 


fifty-word, set solid, classified sales message under any of 
these headings for five dollars; or a Position Wanted ad at 
a Special Rate of only two dollars. Send check or money 
order (only) to 
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No. 1502 — WROUGHT | 
BRASS LETTER BOX | 
PLAT’ E — Spring type, © 


push - 
acer. 
B%"* x 2%". 
6" : 2%". 


, "x iV_" . Packed 
3 in a box complete with 


screws. 


1501—WROUGHT 


BRASS LETTER BOX 
PLATE — Gravity drop 


cover. Bevel edg 
side plate, wo; 
Back plate, 6 
Mail wok, 
1%". Packed 3 
with screws. 


jes. Out- 
x2%". 
Ps ah" ; 
5%" 
ina ben 


in flap. Bevel § 
Outside plate, § 






Back plate, 
Mail open- 







Both items available in 
highly polished and satin 
Brass, a atl polished and 
satin rome; and all 
other standard finishes. 
Or from Your Job- 
ber Today! 


HARDWARE CORP. 
328 GRAND AVENUE 
BROOKLYN 5, N. Yj 














Finish. 


Kinds of Fishing 
—attach to all 
Rods. Makes Good 
for Boys or Be- 
ginners to Learn 
WA Casting. Each in 

ll Box. One Doz. in 
No. TKB— A small tackle © 4rton, $9.00 doz. 
Kit Bag that attaches to 2 Piece ROD 
the bag. Government sur- — 55” Long, 
plus goods. Waterproof ma- Slipfit Solid 
terial. PRICE $2.40 per Aluminum; Reel 





Dozen Lots Only. ~. 
AGATINE Lither_ Steel 
ishin 
GUIDES Reds vail * 
a 


Avail- 
le. 





® ROD 


Steel Guides (Specify which Bijack Cover Pocket Knifi 


$18.00 Per Doz. No. BO {-Blade Pe Opener on Stainless 
Dez. Ne. 1050 Nail Clippers with Good File—$24.00 Per Gr. 


merchandise of a similar nature at No Eatra Charge. Write Dept. 


ROD BAS 


PREPARE YOURSELF NOW FOR CHRISTMAS! 
Anticipate your Needs for the Sportsmen for your 
Fall & Winter Hunting & Fishing Season! 


Size of Reel, 

irevi'wide, wt, Abt PURPOSE 

4 ozs. Free gle Action 

Wheeling Plated FISHING REEL 
All 






dozen, $24.00 per gross. Seat, 9” Wood S 
Butt Good for SURF FISHING EQUIP- 
Bey @ Man. MENT — Butt Rests, Tuna 
akes Swell Gift | ag Tuna Vests, Creel 
fer a. oungsters. Surf Bags. Also Metal 
_ tyr Fishing Line Dryers. 





No. 8OIA Buy Rod and Bag in Sets—$12.00 per doz. 


36"' ROD BAG —Made of Heavy Canvas with 

Leather Butt at Bottom, Leather under Snap Flap. 

Ideal for any 2 Piece Rod up to 70”, Formerly 

No. 801A— One-piece Steel used by Armed Forces for Spare M8 Barrel. No. 
Fishing Rod with Clamp Reel RB $3.60 Per Doz. Sold in Dozen Lots Only. 

Seat, Agatine or Stainless POCKET KNIFE SPECIALS—Ne. 2PK 2- Stote 
le—$9.60 Per Doz. 


you prefer). PRICE $48.00 wwR 2-Blade White Cover Pocket Knites-$9.60 
per dozen. ad Dez. No. CNR 2-Blade Colored Cover Pocket 

Knife—$9.60 Per Dez. No. 4PK 
Type Stainless Cover—$i8.00 Per Doz. No. CS 4-Blade Scout Type Imitation Stag— 


4-Blade Scout 
Hole For 


Has 
Chain—$4.00 Per Doz. No. $280 2-Biade Imitation Stag Pocket Knife—$9.00 Per 


We Guarantee money back if Merchandise proves unsatisfactory upon delivery. If 
material is unavailable, we reserve the right to substitute equal, or higher cost 


HA for Catalog. 


BERNARD GOLDWEBER olin Griw Net 10 boss 


1133 Broadway, New York 10, N.Y. [aguiiee dolottes. 






















. . The LINE of UNIVERSAL ACCEPTANCE 


The dealer who sells the Jackson Line has the advan- 
tage not only of being in position to meet all customer 
demands but also the acceptance of the Jackson name 
as an additional sales advantage. Acceptance has been 
won on the merit of the products themselves . . . and 
requirements have been met promptly. 


Ask for the name of the nearest Jackson Wholesaler. 


Est. 1876 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 








HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 

GRINDING WHEELS 

SHARPENING STONES 


and 
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VISES 
SKATE SHARPENERS 
LAWNMOWER SHARPENERS 


Manufacturers of and GARDEN TOOLS 


Quality LAWN RAKES 


Hardware GRASS CUTTERS 
ABRASIVE FILES sey trom your regular jovber WEED CUTTERS HOSE REELS 


GENERAL HARDWARE COMPANY 


3616 W. PIERCE STREET 








MILWAUKEE, WISCONSIN 




































SELL QUALITY CAULKING EQUIPMENT 


You can now obtain the original “Vital” com- 1/16” on up. No strain, no slipping, no excess 
plete line of *Guns and *Cartridges. Only weight. “Vital” Coulking Guns and Car- 
“Vital” has rotary style single unit handles. tridges keep guns clean, eliminating messy 
Guns to fit any job. New “Cleer-Flo” one filling. At better hardware and paint stores. *Regineres U. & Pes Vie 
piece tapered nozies. All nozzle sizes Pe Prices from $4.00 to $15.00 Pat. Nes. 2.115.581 %.106,577 


The vn Prodvorte Mfg. Co., 7500 Quincy Ave., Cleveland, O. 



































a ead a wa ie — 
pa yb tad IN ACTION 
NEWELL DOOR CLOSERS °° 5 coma murs 
EASY TO INSTALL lies 
i No 006-A ZEPHYR A No 006 AIR-FLO o No. 014 OfL-FLO 


| 
| 
| 
| 
| 
| 
For a low-priced closer, Ideal for combination This latest addition to the 
| 
| 


FINE TOOLS 





the 006-A has all the screen and storm doors Newell line operates in an 

features of higher-priced and light inside doors. oil bath. Smoothest oper- 

= A really proved Each one in individual ating closer yet presented. _ a , 

fast seller carton. MAYDOLE Machinists’ Ball Pein Hammers as well 


as MAYDOLE Claw Hammers have been recognized for 
more than 100 years as a standard by which Hammers are 
| judged. With MAYHEW Chisels, Punches, Screw Drivers, 
| Bit Extensions, etc., they carry complete satisfaction to the 
user and full profit satisfaction to the Dealer. 


“Ask your Jobber Salesman”’ 


MAYHEW STEEL PRODUCTS, Inc. 
Shelburne Falls, Mass. 


—_ ‘BEST SELLERS + ~ Po'irex 


No. 001 Door Stop prevents damage 

whe mn ane rs are lorced open a 

normal Finish is bright codmium 
No. 0 010 E-ZE Latch renders pertect 





perlormance when used with a 
door closer Full instructions, with . 
No. @1 DOOR STOP template, in each box No. 010 E-ZE LATCH 

















When You Are Looking 
For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 





There alongside the trade-name you 
For ALL TRADES will find the name of the manufac- 

-ALL CRAFTSMEN turer who makes it. The address of 
the maker will also appear with the 
firm name arranged aphabetically in 
the same list. 





No. 28 Line Level, 3” long No. 26 Ti 







Plumb Level, 45° Vial Keep this Merchandise Directory 
emer ow oar et Number where you can reach it 


No. 151 Aluminum — 2 Plumbs, 2 Levels, 2—45° Viale quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
I eae cmon || LOO E. 42nd Street, New York 17, N. Y. 





No. 59 Mahogany Mason Level — 42”, 48” long 
The Standard of Accuracy 


























RedDevil Y 
THE LEADERS FOR OVER 74 YEARS 
Red Devil Gloss Cutters and other glaziers’, 
pointers’ tools and machines ore designed to the 
ener oe 

Send for Cotalog 18 


RED DEVIL TOOLS. Irvington 11, N.J.,U.S.A. 
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SF AL GL® 


Check the Speco family of out 








. for top profits, repeat sales! 
and h 








holed lich 
P 


ond cleaners: 





Sopec Handsoap *¢ 


\ Karglo * Korglo Road Film Remover * Wind-O-Glo * Chrome-Glo 
oo Taraway * Up-O-Glo « 
* 


WRITE or wire er further information 


\ Oe 
D leader in Whe Line that Sells Jisegy* 






70 Ha * Speco Autowash 
ad Glo ¢ Rustrem «* Furn Glo 


SPECO, %uc. 


3142 SUPERIOR AVE. + CLEVELAND 14, OHIO 





KILLS 





This powerful dis- 
infectant also kills 
# blue bugs, fleas, ticks, cattle lice, termites, 
¥ roaches, ants and similar pests. 


Something to Sell When the Geing is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


TOXITE LABORATORIES 


8Ox 8 CHESTERTOWN, MARYLAND 











Increased Store Tra ” 


BUILDS SALES . 


ue gift department can add profits te your entire store... I'wten- 
customers are passing your doors daily. Wake them up. Show 

se that their hardware store is also a gift center. Pep up sales 

in every department with bigger store traffic. 

A copy ef the Hagn Merchandiser is yours for the asking . Ful 

of Volume Values in modern Giftwares and Household Specialties. 


Send fer yaur copy teday. 
35th Anniversery 







JOSEPH HAGN CO. 


WHOLESALE DISTRIBUTORS SINCE 199) 











217-225 W. MADISON SIREET « CHICAGO 6 

















Suggested 
Retail Price 


1625—1 5/16" $1.00 
1626—1 9/16" 1.10 
1627—1 7/8" 1.40 


Die cast green enameled case. 
All brass unit cylinder pin- 
tumbler construction. 


Two brass keys fluted and 
milled. Unlimited key changes. 


“QUALITY TYPES ONLY" 
ASK YOUR JOBBER 4 
THE E. T. FRAIM LOCK CO. 


Producers of Quality Padlocks and Night Latches for 67 Years. 
LANCASTER PENNA. 








It's Time For 
STORM WINDOWS and... 





KEES Gossett Hangers 


Special ‘‘guide flange’’ and extra large ‘‘eyes’ 
make them the HANDIEST of all hangers. 
Doubly convenient . . one set of hooks serves 


for both storm sash and screens. You can get 
extra eyes or lower halves packed separately. 
CASH IN on the growing popu 


larity of storm windows 
they're real fue) savers. 


F. D. KEES MFG. CO. 
Stared Tread Winans Heron Ta 














Accept No Substitutes 
STOVOIL 


Guarantees Satisfaction 


REMOVES 
RUST 
PREVENTS 
RUST ON 
GUNS—TOOLS 
SCREENS 
STOVES—OVENS 
ALL METALS Liberal discount 


THE BEST SINCE 1916 Ask your Jobber — er write 


SUPERIOR LABORATORIES - Grand Rapids 4, Mich. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


| Set solid, maximum, 50 words....... $5.00 
| Each additional word ae 10 
' 

' 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 words .,...+.+++++- : 
Each ‘additional word.........  .05 


Allew Seven Words for Keyed Address 
or Your Address 
Ve 
: 








CATALOGUE MAN WANTED: PERMA- 
NENT POSITION in Well Established Whole 

sale Hardware Firm in Middle West. Address | 
Box K-621, care of Hanpware Acs, 100 East 

42nd St.. New York 17, N. Y. 


HELP WANTED: LUMBER AND HARD- 
WARE ORDER CLERK in a long established 
firm in town of 4,000. At least 2 years’ carpenter 
experience required. Must have ability to take 
orders from different type cutomers. Loper Bros. 
Lumber Co., Inc., Port Jefferson Station, Long 
Island, N. Y. 


NATIONAL SALES MANAGER needed by 
long-established Ohio manufacturer of nationally 
advertised, universally used Product sold through 
mill supply, hardware, marine and automotive | 
jobbers. Preferably about 40 years old with wide 
acquaintanceship in one or more of these fields 


| 
ind with past earnings of around $10,000 and | 
ambitious to earn more. Travel 50 per cent of | 
time. Our organization knows about this adver- | 
tisement. Apply K-789, care of Harpware Ace, | 


100 East 42nd St... New York 17, N. Y¥ | 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 





Cuts or special borders now allowed. 
"DISCOUNTS FOR BOXED DISPLAY AOS 
5% discount for 4 or more insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient | 
postage for remailing. } 
HARDWARE AGE is published every other 
Thursday. Classi forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


| 
| 
Classified Opportunities Dept. | 





100 East 42nd St., New York 17, N. Y. 














WANTED SALESMEN AND DISTRIBU- 
TORS for our attractive, well made House and 
Lawn Markers, also our attractively designed 
Door Knockers. See our advertisement on page 
172 of this issue for details and prices. Carter 
Co., 725 Rahway Avenue, Elizabeth, N. J. 


WANTED—MANUFACTURER’S AGENTS 
CALLING ON Builders’ Hardware Contract 
Dealers and Lumber Yards to Sell Established 
Line of Casement and Storm Sash Hardware. 
New York, Pennsylvania, Paeific Coast and Other 
Good Territory Open. Address Box K-781, care 
of Harpware Ace, 100 East 42nd St., New York 
ie eS 


SALESMEN WANTED BY LARGE NEW 
YORK CITY HARDWARE JOBBER for States 
of Connecticut and New Jersey; also for New 
York City. Many nationally known lines of tools 
and builders’ hardware. Must be experienced, 
have following and reside in territory. Good op- 
portunity. State experiene. Address Box K-800, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





| MANUFACTURER REQUIRES SALESMAN 
to sell One or All Lines direct to hardware 
dealers, seed stores, greenhouses, and paint out- 
lets. Products include hand tools, seed and paint 
specialties. Territories: Southern & North Cen- 
tral States. Address Box K-790, care of Harp- 
2 Acz, 100 East 42nd St., New York 17, 


SALES REPRESENTATIVES WANTED— 
We have an Excellent Line of Household Clean- 
ers, Waxes, Polishes, and Insecticides for sales- 
man calling on hardware, variety and department 
stores. Commission basis. State full information 
in first letter, territory covered, types of ac- 
counts, etc. Burton Products Company, 8439 So. 
Chicago Avenue, Chicago 17, Illinois. 


> 





FACTORY REPRESENTATIVE WANTED. 
Opening with nationally expanding company in 
Indiana, Ohio, Kentucky and West Virginia ter- 
ritory. Call on hardware, wholesale and retail 
trade. Markets just opened up. Tremendous po 
tential WLW advertising. Salary and commis- 





sion. Only experienced hardware salesmen con- 
sidered. Write immediately. Dri-Seal Products 
Inc., 2326 N. 3rd Street, Milwaukee 12, Wis. 





Betahliched._.Beliahi, 





Distribation— Present and Postwar 


Selling Agents 
ANCO CORPORATION, Pittsbargh, Pa. 
Brench Offices 
Wow York . Phitedetphis - Detreit - Chicage - Cleveland - Louisville 
Covering al) classes of jobbers. We will carry the 
sesounts or you can bill direct 
Write fer farther information end references. 


A. 








DETROIT DISTRIBUTOR OF FLOOR-COVERING 
AND FURNITURE, GOING TO ENTER HARD- 
WARE FIELD, WANTS CAPABLE EXECUTIVE 
TO TAKE COMPLETE CHARGE OF BUYING 
AND SALES MANAGEMENT. 


ALLIED WHOLESALE DISTRIBUTORS 
300 W. WOODBRIDGE DETROIT 13, MICH. 














Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, 
RAKES, CASTERS, MOP WRINGERS, 
DRYERS, PIN-UP LAMPS, TOASTERS, 
KITCHEN STOOLS, BROILERS, MIR- 
RORS, RUGS, SMOKERS, DOOR MATS, 


DOLL CARRIAGES, ETC. 
The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 








‘OR MANUFACTURERS ATTENTION | 


Products Research Sales Department, with 
established contacts in the National Chain 
Store, De int Store, and Hardware Jobber 
Fields will qive your uct a well-planned 
intensive sales coverage. Commissions only. 
May we help you 

PRODUCTS RESEARCH CORPORATION 
209 S. LaSalle Street, Chicago 4, Illinois 














YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes the 
shape of additional domestic sales transactions. You 
are relieved of all details and worries. BETTERBY'S 
resident representatives abroad promote your sales 
and ite staff of expertly trained export personnel 
competently handles al! cor d and 1 
and other documents for shipments all over the world. 
BETTERBY also eliminates your credit risks by 
naying for all goods in New York. 


BETTERBY — Exporters 


230 FIFTH AVENUE NEW YORK 1, N. Y. 











[Sales Representatives Wanted } 








REPRESENTATION 


We manufacture a complete line of nationally known paint and water-proofing specialties distributed by leading hardware, paint, 
lumber, building and mill supply, etc., jobbers and dealers. See our full page ad on page 135. A few choice territories are 
available for additional representation. Live wire manufacturer's agents and salesmen write, stating full particulars to Sales Man- 


ager, Evercrete Corp., Evercrete Bldg., New York 18. 











ty 
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Classified Opportunities Section... 


SALESMEN WITH BUILDERS’ HARD. | SALESMAN—STATE OF FLORIDA. Ag- 
WARE EXPERIENCE. Establish a profitable | gressive representation guaranteed for reputable 
business right in your own territory. Represent | manufacturers of appliances, housewares, selling 
well-established West Coast Distributor of exclu- |'through department stores, chains, hardware job- 
sive, leading lines of door locks, builder’s hard- | bers, etc., in entire State of Florida. 18 years’ 
Call on retail hardware | selling experience. Commission. Will be in New 
York until October 15 for interviews. Excellent 








NEW AUTOMATIC BURGLAR PROOF 
VENTILATION WINDOW LOCK NOW | ware and aliied products. 
READY. Locks witidows automatically. Self- | and lumber yards full time. Exceptionally gen- 
Selling counter display. Sells fast. Fine repeat. | erous commissions. We make immediate deliveries | references furnished. Address Box K-778, care 
Top commissions. Salesman with following. State | to give you quick returns. Address Box K-780, | of HARDWARE Ace, 100 East 42nd St., New York 
territory cover, lines carried. Atlantic Seaboard | care of Harnpware Ace, 100 East 42nd St., New | 17, N. 

(except South), Northern and Southwestern States | York 17, N. Y. 
open. Address Box K-761, care of Harpwars 


Ace, 100 East 42nd St., New York 17, N. Y. se : ATTENTION MANUFACTURERS: Former 
Sales Executive and Export Manager of a Lead- 


SALESMEN WANTED. SALESMEN TO EXPERIENCED SALESMEN WANTED | ings Western Builders’ Hardware Manufacturer 
SELL FAMOUS LINE “Countree Grills,’ Camp- | FULL TIME OR SIDELINE calling on hard- | "°W opening Sales Agency wants hardware lines 
ers and Garden Models. Exclusive new features, | ware and paint stores to sell hardware for New | 9" commission basis for Northern California and 
high quality all-steel construction. Make excellent | York hardware jobber and also a factory repre- Export Territories. 15 years knowledge of these 
sideline for man calling on hardware, sporting | sentative of paint brushes. Territories open in | ™@tkets. Aggressive, good health, age forty-one. 
goods, furniture and department stores. Exlusive | Westchester County, Brooklyn, Long Island Address Box K-779, care of Harpware Ace, 
territory basis, straight commission. Supply com- | Manhattan, Bronx and New Jersey. Must have | 100 East 42nd St., New York 17, N. Y. 
plete details, past experience, territory covered, | car. State full particulars. Address Box K-782, 
references, etc. Address Loffredo Equipment Com- | care of, Harpware Ace, 100 East 42nd St., 


vany, Box 471, Waukesha, Wisconsin. New York 17, N. Y. 
FACTORY REPRESENTATIVE 10 Years 
Actively Connected with Legitimate Wholesale 


SOUTHEASTERN STATES Hardware Jobbers, Electrical, Automotive, Drug 
























































Manufacturer's Agents. Established DISTRIBUTORS AND SALES and apo pe nergemnenri ee Seer. the 
juyers and SaiesS managers oO suc organizations. 
rae ba Ha —— hag 2 ——? 4 REPRESENTATIVES WANTED Tessitery Missourl, Kanens, Wébrecke ofl’ Part 
tim riy. mmission Dasis. in- For all territories by facturer of Alumt of Iowa—need meritorious lines. Best bank and 
quiries invited. Cookware and other lots items, selling to personal references. Address Box K 793, care of 
ardware jobbers, chains, dealers and department HARDWARE Ace, 100 East 42nd St., New York 
ons ee ||| emo meme. fl 
. @ venue PRODUCTS CO. 
2746 N. ELSTON AVE. CHICAGO 47, ILL. Cia a i ca 
LINES WANTED FOR NEW ENGLAND 
The Schutze Sales Co. AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
393 W. Central Ave. SALESMEN WANTED an Automotive, Electric Supply Jobbers and 
ains. Boston Showroom and Warehouse. Dur 
St. Paul 3, Minnesota - — Comin at byes — for sad Brodetreet runed. Address Perkins Sale» 
9 retail hardware an ept. store trade, im- ‘o., 610 Newbury St., Boston 15, Mass. 
, peor scar ees ry mediate shipments, all territories open— i ; 
mpertan aoe sideline or full time—commission basis. 
: Write Salesmanager, WEST COAST SALES ORGANIZATION 
1 P. O. Box 2217, Akron 11, Ohio WANTS ADDITIONAL LINES for jobber of 
WE HAVE SALESMEN cr SIDE hardware, sporting goods, chain and department 
oF »} I y cCLLE? s [- stores; also technical aad industrial lines. Com- 
LINE ITEM FOR SALESMEN CALL- mission basis. Exclusive for California and West 
IN INGS CIETY END PLUMBING Aggressive, well established firm. Complete ware 
SUPPLY 8TORES. COMMISSION ficcounkts Wanted ] house facilities Tos Aneeles. Nat'l Pacific Dis 
BASIS aS. MMISSIOL tributors, 3723B Witshire Blvd., Los ‘Angeles, 
— Calif. 
Address Reply to 
Box K-798, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
J. M. PATTEN & SON 
Successors to Hardware Division, WELL-ESTABLISHED 
Selling Agents calling on the Hardware, Electrical and Mill Supply 
FOLLOWING AMONG HARDWARE, PAINT AND ||| 501 McCall Bldg., Memphis, Tenn. | || oi stichizan. Onio, Indiana. Illinois, Kentucky and 
ALLIED OUTLETS. VITAL. SELL MANUFAC- We are interested in a few more lines for the hardware Pennsylvania desires ONE ADDITIONAL MANU- 
TURER’S PRODUCT ON COMMISSION BASIS. —— 2. ~~ ——— Jobbers - We <w FACTURER’S LINE 
§ the Southern States and are traveling 
REPEAT SALES MAKE THIS GFFER ONE WITH aunty’ Sicha. @eengia, Seuneesee, Miesietiegl, Address Box K-796, care of HARDWARE AGE 
A REAL FUTURE. ADDRESS BOX K-788, CARE Arkansas, and Louistana. re 100 East 42nd St., New York 17, N. Y 








OF HARDWARE AGE, 100 EAST 42nd STREET, 
NEW YORK 17, N. Y. 





SOUTHWESTERN 
MISSOURI KANSAS IOWA, Salesman Representing One Manufacturer 11 years can 
SALESMEN Ld ’ sell Single Additional Line to jobbers of mill supplies 
and hardware, also OEM, in 4 Southwestern States. 
i N RASKA, AR NSAS Complete warehouse, shipping, factory branch facilities 
’ Can handle line 


i r 
Calling on wholesale hardware with ou available in our own new building 











self-centering punch spring action appear- fring technical back d. We sell recognised 
i P . (95 A oes ren ° or CUSACK AND HARMAN eg ap "*o aul, to epndienten, pregen ar 
ing on Page !9. — 413-15 RELIANCE BLDG. chains. Commission. 








, MO. 
STELRAY METAL PRODUCTS, INC. ||) cay CANSAS OT MO. arives || | rt wot bal Serr aMS COMPA 0 vam 


SHELTON, CONN. 


WANTED ‘| MANUFACTURER'S AGENTS | |NORTH CENTRAL 






































ms a — © re gg Established 20 years, covering Texas, Okla 
is y . co xas, - 
COMPLETE LINE of, Howsewares, Lore. Tove, || | oma, areaneas nd Zoulaiann, selling’ Jobber Merchandising Co., Inc. 
of Hardware, Mil! Supplies, Yell Sup- id — Indi is 4, Ind. 
Department, Houseware, Hardware, Furniture, || plies, Electrical, Automotive, Plumbing and Test Bidg.—Monument Circle anapolis 
Chain and Variety Stores. Good Opportunity ||| [ica Trades, Quality Lines Only. Will Be ||| with 12 high class representatives, calling on retail 
for Rec! Live Wire and Hustler to earn $10,000- | | | ‘Available for Interview in New York City and | | | dealers in Indiana, under direet supervision, i ted 
15,000 per year. Give full details. a in October. If interested, write ||| in specialization and not catalog order taking. ail 
MOHAWK MDSE. CO. ox K-765, care of HARDWARE AGE | ged oan ee warehouse. Will fur- 
Hotel McAlpin New York City } ‘oo. East 42nd St., New York 17, N. | 





(Classified Opportunities continued on page 222) 
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Classified Opportunities Section... 








WEST COAST REPRESENTATIVE SEAT- 
Accounts Wanted | TLE 1O SAN DIEGO ONLY Meritorious Prod- 
| uct Wanted Thoroughly Experienced Sales and 


EASTERN OR CENTRAL PENNSYLVANIA 
TERRITORY. Am looking for One or Two 
Major or Single Lines that are compatible to the 
hardware trade. Used to calling on High Quality 
Buyers, but have no high pressure formulas. 
Over 20 years of background. Address Box K-786, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y 





ESTABLISHED SALES ORGANIZATION, | 


calling on Hardware Jobbers and Chain Stores in 
Southern Indiana, Kentucky and Tennessee, is 
looking for several additional accounts. If you 
need representation in this territory, please con- 
tact Box K-799, care of Haapware Acz, 100 East 
42nd St., New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVES 
FOR OHIO calling on Hardware Jobbers and 
Chain Outlets. Desiring Additional Lines of 
Housewares and Hardware Items. We sell on a 
commission basis. Complete State coverage. Over 
25 years of selling experience in the hardware 
field. Can furnish references. Address Box K- 
797, care of Hanpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





ATTENTION MANUFACTURERS! ARE 
YOU A SMALL MANUFACTURER faced with 
the problem of not being able to market your 
product due to lack of distribution facilities? If 
#0, we are interested in talking with you. We 
are not a selling agency. We, too, are manufac- 
turers with an established selling organization in 
43 States and We Want Additional Lines such 
as food, household and sundry items. Should you 
desire a connection, write us giving full details 
of the product available. All communications will 
be treated in strict confidence. Reply Box K-758, 
care of Hanpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





By Manufacturers Agents covering Illinois, Indiana, 
Michigan, Ohio, Minnesota, Wisconsin. Have valu- 
able contacts of 25 years standing with hardware job- 
bers, department stores, chain and mail order houses. 
Only Direct Factory Representation Considered. 


JENWOOD SALES 
04 -N. Walls St. Chicago, Iilinols 














= proper sales protection in this territery. What 


JENARO GARCIA 
P. 0. Box 1682 San Juan, P. R. 








Houseware Jobbers, Department Stores, Chain Stores, 
te. We have salesmen covering Pennsylvania, Ohio 
and West Virginia. We welcome the cpportunity to 
present references. Only direct factory representation 
considered. 

HAUSER SALES SERVICE 
609 Investment Bidg. Pittsburgh 22, Penna. 
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| Promotional Man. Hal Evry, 734 South New 
Hampshire, Los Angeles, California. 


| MANUFACTURER'S LINES WANTED BY 
ENERGETIC, EXPERIENCED REPRESEN- 
TATIVE. Covering Michigan, Ohio, Indiana. 
Residing Detroit, Address Box K-787, care of 
| Harpwarg Ace, 100 East 42nd St., New York 
| 17, N. Y¥. 





| - —_ 


OLD MANUFACTURER'S REPRESENTA- 
TIVES ESTABLISHED in 1920, covering 
| Puerto Rico and the Dominican Republic are 
interested in obtaining hardware lines. Good ref- 
oa. Information to Box 4888, San Juan, 
», RB. 


MANUFACTURERS’ REPRESENTATIVE 
COVERING ‘Texas, Oklahoma, Arkansas and 
Leuisiana imterested in additional lines to eell 
jobbers and dealers. Traveled this territory 
fifteen years and familiar with all type accounts 
Have three men selling. Address Box K-664. 
care of Hampware Acg, 100 East 42nd St., New 
York 17, N. Y¥. 


[Positions Wanted | 


VETERAN, CHRISTIAN, 33, MARRIED, 
TEN YEARS’ HARDWARE EXPERIENCE, 
thorough knowledge hardware, seeks position 
with wholesale hardware house in New England, 
or Upper New York State. Address Box K-785, 
|care of Harpware Acz, 100 East 42nd St., 
New York 17, N. Y 








SITUATION WANTED. TOOL AND DIE- 
MAKER 28 years’ experience, age 46, references, 
Experimental work, duplicate work from sketch 
or drawing, repair dies and make new. I 
work all around on accurate dimensions. For a 
responsible position, I can furnish security or 
bond. Address Box K-794, care of Hanpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





HARDWARE MAN, TEN YEARS’ EXPERI- 
ENCE DESIRES POSITION, with established 
hardware concern. Familiar with shelf, builders’, 
cabinet, hardware, tools, farm implements, machin- 
ery and sporting goods. Have been manager of 
chain hardware and electrical departments. Under 
forty, married and one year of college. Know all 
sections of country. Prefer Southeast or North- 
west. Address Box K-795, care of Harpwanrz 
Acez, 100 East 42nd St., New York 17. N. ¥ 








POSITION WANTED AS EXECUTIVE OR 
BUYER, 15 years’ experience with wholesale 
jobber in New York Area. Experienced in pur- 
chasing builders and cabinet hardware, shelf. 
tools, mill supplies, electrical and housewares. 
Married, 38 years old. Clean cut, versatile. Can 
locate anywhere. Desires to locate with large re 
tailer or wholesale jobbers. References exchanged. 
Address Box K-770, care of Hanpware Aaoz, 
100 East 42nd St., New York 17, N. Y. 


AVAILABLE: SPORTING GOODS BUYER- 
MANAGER AND EXECUTIVE. Age 38, col- 
lege graduate, Christian, former Lt. Col. in Army. 
Now employed but seeks change. Prefer Middle 
West or Western Small City. Experienced in buy- 
ing, sales management and personnel supervision 
with responsible concerns since 1932. If you have 
an opening that offers opportunity for advance- 
ment on merit, write Box K-792, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, 
N. Y 








HARDWARE CLERK, YOUNG AND AG 
GRESSIVE, more than 12 years’ experience in 
builders and shelf hardware, mill, factory sup 
plies, paints, plumbing, electrical, hotel and 
apartment house supplies. Until recently employed 
as manager of large hardware store with com- 
plete charge of buying, selling and personnel. 
Desire to locate with firm where hard work and 
ability will be appreciated. Best references for 
honesty, reliability, production. Address Box 
K-766, care of Hanpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





[ Business Opporvtunitien | 





EX-NAVY MAN WISHES TO BUY RE- 
TAIL HARDWARE STORE. Location preferred 
on Long Island. But will consider Upstate New 
York. For information Call JA 9-0194 or write 
George J. Mertens at 118-37 153rd Street, 
Jamaica, L. I.. N. Y¥ 


SUCCESSFUL DISTRIBUTOR PLANNING 
ENTER MANUFACTURING FIELD. Inter- 
ested in New Products, Preferably Mass Produc 
tion Items. Address Box K-791, care of Harp 
a J Ace, 100 East 42nd St., New York 17, 





HARDWARE STORE WANTED BY TWO 
EXPERIENCED HARDWARE MEN. Will 
purchase for cash store doing between $30,000 to 
$60,000 located anywhere New York, New Jersey 
or New England States. Should be well estab- 
lished. Must stand investigation and check of 
bookkeeping records. Address Box K-783, care of 
7 ae Acer, 100 East 42nd St., New York. 
7, mB VW. 











WANTED FOR EXPORT {Orient} 
Light Industrial & Consumer Goods 
Bicycles—Gas Scooters—Radios—Electrical Ap- 
+ se a we Volts) —Pens—Pencils—Shoe Pol- 
— jes—Housewores—Cig. Paper (bob- 


EQUITY TRADING COMPANY 
40 Califorsia St. San Francisco 11, Calf. 














MERCHANDISE WANTED 


Exporters Have Volume Orders for Manufac- 
turers of Shovels, Pitchforks. —- Rakes, 
Hooks, Axes, Hatchets, Shoemaker Tools, Anvils, 
Vises, Hair Clippers, Pocket Knives, Hand Tools 
such as: Pliers, Nippers, Wrenches, all kinds 
of Saws. Compasses, Precision Sets. offers 
with catalogues to Box K-784, care of Hardware 
Age, 100 East 42nd St., New York 17, N. Y. 








LADD’'S DISCOUNT BOOK 
sient Getenetniag ‘eet. ‘dleonats from muttiote 
discount quotations le eveilable. Ae long as the supply 
fasts these will be seld at 
20.00 
Send check with order te 

LADD'S DISCOUNT BOOK 

c/o SARGENT & CO., New Heves, 





Conn. 
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__ OA BETTER SYZAYOTAFASTER 









y Universal Sprayers are better because they are carefully constructed by 
craftsmen with years of experience as sprayer specialists. And Universals 
are built faster, more efficiently and more economically because 
they are mass-produced under ideal working conditions in America’s Most 
Modern Sprayer Factory. 


———= 
@s 
\ The result is a superior product at a price no higher than you or your cus- 
tomers would expect to pay for an ordinary sprayer. The quality and 
reputation of Universal Sprayers make sales easy — and these sprayers 
are so convenient to use and 
so effective in operation that 
re-sales are even easier. That 
means more profits for you. 


RIGHT NOW... 


sales are still necessarily con- 
fined to present Universal 
distributors. But keep your eye 
on Universal — it's by long 
odds the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. (aS 
SARANAC MICHIGAN Universal Atomizer Sprayers. 
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IMMEDIATE DELIVERY . . . Sold Through Jobbers Only 


Set of 3 Sauce Pans 


in Heavy Duty 11 gauge 
ALUMIN UM 
2 quart 
2% quart 
3% quart 


Mirror finish outside. Sun- 
ray finish inside 

If your jobber does not 
carry these items, write 
us for the name of our 
nearest jobber 


SPUN ALUMINUM PRODUCTS CO. 


565 FIFTH AVENUE, NEW YORK 17, N. Y. 
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SLAYMAKER 


800 and 900 Padlocks 


Rugged, rust-proof, Zamak case. 
Genuine Pin Tumbler mechanism. 


No, 800 —1}4”" 
No. 900 —17%" 


SLAYMAKER LOCK CO., LANCASTER, PA. 
Paramount in Padlocks Throughout the World 


Genuine DOMES 2 SILENCE 


StiDeE oN SOFTLY - SMOOTHLY 







Size across case: 
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DOMES of SILENCE, Inc., 35 
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You can hang your reputation on 


PUSH-LESS HANGERS 
PUSH-PINS 


They're dependable! Needed in every home 
for hanging light and heavy mirrors, pictures 
and wall decorations. 





Use MOORE Marking Tacks 
on your own display boards , | 


ORDER FROM YOUR JOBBER 














ABESTO 
é. ROOF ADHESIVES 
jand COATING MATERIALS 


ABESTO HAS NO EQUAL 







. it's the best in “value-received" quality for patch 
jobs as well as for larger maintenance work and new 
construction. Competitively priced to build big volume 
, gives you more profit per sale. Write today for 
dealer information, descriptive booklets and specifica- 
tion sheets. Address Dept. H-7. 


ABESTO MANUFACTURING CORP. 


MICHIGAN CITY, IND. 








TARPAULINS 


(Canvas Covers) 


MADE OF NEW MATERIAL 
WATER PROOF—FLAME PROOF 





TERMS SIZES PRICES 
Check Must | 12° x 15°......$10.95 Ea. All Orders 
Accompany | 14° x 16°...... 11.95 Ea. Shipped In 
Orders Less 1 8 WH... 13.95 Ea. Rotation As 
Than $150.00 Lots Of 6 Or More Received 








Phone—Write—Or Wire Your Order Today! 


TEXTILE COMMODITIES CO.., Inc. 


913 Roosevelt Rd. Dept. 15-B Chicago 8, Illinois 
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Nos "2, %, 28 26, 28 and 30.......... 6 saad ae 
HROUGH Factory-Bullt-In-Accuracy, develo to the highest 
degree of perfection, combined with careful inspection, Sand’s 
Levels have set the world’s standard for 50 years. ORDER FROM 
YOUR HARDWARE JOBBER. 


SANDS LEVEL &TOOL Co. 


DETROIT 13, MICHIGAN 


8631 GRATIOT AVE., 
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The name DEVOE is important to you who 
handle our products—whether it’s on your 
own sign or on the container—whether it ap- 
pears in large or small type. It says with all 
the authority of our nearly two centuries of 
experience that you’re handling products that 
are ‘‘good’’ in every sense of the word. This 
means they are fine quality products that are 





right for their jobs—with good consumer ac- 
ceptance—and with the added advantage of 
thoroughly good profit for you. 

Make the most of the experience of others 
who handle these fine products—by making 
sure your stock is ample and represents a 
worth-while cross section of items in the fast 
selling Devoe line of quality materials. 
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Four consistent Protit Makers 











B/C 
LINOLEUM LACQUER 


The 60-minute marvel— 
fast-drying, crystal clear 
lacquer that is brighten- 
ing floors and lightening 
housework in thousands 
of homes. 


DEVOE & RAYNOLDOS COMPANY 


GIANT VALUE 
UTILITY BLACK 


An extra-value product 
that means good looks 
and real protection for 
all kinds of outdoor met- 
al work—screens, fences, 
stove pipes, etc. 


GIANT VALUE 
CAULKING COMPOUND 


Fas.-moving because it 
ties in with today’s value- 
consciousness of property 
owners everywhere. Saves 
fuel—weatherproofs. 


INC. 


MARBLE FLOOR 
VARNISH 


Profitable, fast-selling 
because it’s such an out- 
standing improvement 
over previous varnishes— 
dust-free in 1 hour—dry 
in 4 hours! 
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Careful selection of raw materials. 










Slots well centered—cut to proper 
depth. 







« Smooth and well formed head with 









flat bottom on round head screws; 






smooth countersink, free from burrs 
and properly angled, on flat head 






screws. 







Sharp and smooth cut threads. 





Well formed gimlet points. 


There is a difference in the quality of “ordi- 





nary” wood screws and it is important to the 





satisfaction and good will of your customers. 






You can depend on “National” for top quality 





in wood screws and other fasteners. 





THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 
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Cash in on this 
“GUARANTEE”’ 
Advertising 


Double your profits by 


selling them spares... 


Cash in on this dramatic 


colorful advertising Uy 
now appearing in a 


America's great- 

est magazines — 

advertising un- 

matched by any ; Me 
| ie AS 


other battery! ' 
ey a ’ ADVERTISED 
| IN 


Collier's 
Life 
Saturday Evening 
Post 
Country Gentleman 
Holiday 
Popular Mechanics 
Mechanix Illustrated 
Popular Science 
Boys’ Life 
The Progressive 
Farmer 
Southern Agricul- 
turist 
Popular Publication 
iy group 
. Swery;, "hag, Street and Smith 
fF , Sor, group 
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DYNA ae MADISON 3, WIS. 


RAY-O-VAC (CANADA) LIMITED — WINNIPEG, MANITOBA 
Other Factories at Clinton, Mass., Lancaster, Ohio, Sioux City, la., Fond du Lac, Wis., Williamsport, Pa. 
$ 
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y Evening 


Gentleman 


Mechanics 
x Illustrated 
Science 


Agricul- 
Publication 


d Smith 





WIS. 





